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Preserving Old Church Silver 





S an indication of the manner in which 

more or less of the silver of earlier 
generations has been lost to posterity it may 
be well to bring to the attention of our read- 
ers a recent instance which would appear to 
be not an uncommon one,” says the New 
England Society of Antiquities in a special 
article. 

“One of our Massachusetts churches found 
itself in need of certain ecclesiastical silver, 
but without the ready funds for the purchase 
of the same, and hit upon the plan of con- 
verting some old silver pieces owned by the 
parish into new articles better suited to 
present conditions. 

“These old silver pieces had been in stor- 
age for many years and were supposed to be 
worth but little if anything more than the 
value of old metal. The fact that they were 
memorial gifts was given but little consid- 
eration, and there was no great hesitation 
about disposing of them, to be used in the 
fabrication of the desired new articles. 

“The two pieces referred to, after being 
cleaned, were submitted to a competent au- 
thority who pronounced one of them to be 
worth not less than $1,000 and the other 
about $1,500. The latter would have carried 
a higher value had the maker’s name or any 
other identifying mark been attached to it. 


’ The age of both pieces is properly vouched 


for and the maker of one of them is known, 
though the maker of the second can only be 
conjectured, 

“Happily, when the real conditions were 
known, steps were immediately taken to pre- 
serve and properly care for both of these 
splendid specimens of the silversmith’s art 
of a period about the beginning of the 19th 
century, but there is no doubt that a large 
amount of old church and family silver is 
lost, from time to time, in this manner sim- 
ply from lack of interest or appreciation on 
the part of the owners. 

“It should be the duty of every pastor of 
our old New England churches to investi- 
gate thoroughly the matter of his parish sil- 
ver, inquiring carefully what was used by 
his parish for communion vessels, baptismal] 
bowls or basins, and similar utensils in its 
earlier history and to recover, if possible, 
any that may be stored away. A very fine 
pewter baptismal basin was recently uncov- 
ered in the attic of an old farmhouse, where 
it had lain hidden for many years. 

“A point, however, to be especially 
stressed in this matter is the proper preser- 
vation of memorial pieces once given and ac- 
cepted in good faith and which no parish nor 
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any individual has any right to destroy. 

“And finally, a word as to the cleaning 
process. Commercial jewelers and _ silver- 
smiths are very apt, unless otherwise in- 
structed, to clean or renovate by using a 
buffing process. This ruins the old surface 
and it should never be permitted; hand 
cleaning with paste or liquid silver polish 
being the only proper method, avoiding the 
use of ammonia.” 








Three Crowns Presented to 
Family of Ex-Empress Zita 





HOUGH throneless and reported to be 
actually or comparatively in need of an 
income to supply the necessities of life, the 
family of ex-Empress Zita of Austria who 
was also Queen of Hungary is reported to 


A Set of Silverware Formerly 


Owned by a Czar of Russia 


‘THROUGH the courtesy of James Rob- 

inson of New York, there is reproduced 
on the cover of this issue of THE JEWELERS’ 
CrrcuLar a photograph of a George I toi- 
let service. It is finely chased with female 
masks and small busts surrounded by strap- 
work, Caryatid figures, birds and baskets 
of fruit. The chasing is in low relief on a 
matted background and enclosed within 
slightly sunk octagonal panels, borders 
decorated with narrow bands of Arabesque 
foliage similarly chased. 

The craftsman was David Willaume, 
1725, and the set consists of mirror (with- 
out glass), 22% inches high, 15%4 inches 
wide; rose water ewer and dish, pair of 
tazze, pair of candlesticks, pair of two- 








CROWNS RECENTLY PRESENTED TO THE FAMILY OF THE FORMER EMPRESS ZITA 


have recently been in receipt of a present 
of three new crowns. The crowns, it is 
reported, were presented on the occasion 
of the birthday of her son, formerly crown 
prince Geto of Hungary, and were given by 
subjects still loyal to the monarchy. 

The three diadems or crowns are said to 
be magnificent in their brilliance and splen- 
dor. The largest of the three crowns was 
modelled on the crown worn by King 
Stephen in the heyday of his reign. This 
is the one shown in the center of the 
illustration herewith. 


handled bowls and covers, pair of vase- 
shaped bottles, pair of oblong caskets, 
casket, with pincushion; pair of square 
hoxes, a box, three inches square; pair of 
snuffers and tray, 614 inches wide, snuffers 
by A. Courtauld; pair of brushes, 4% 
inches wide; pair of scent bottles, 4% 
inches high, 1705 and 1709; pair of vases 
and covers, 4 inches high, circa 1705. 

The service is engraved with the crowned 
cypher M, probably that of Princess Mary 
Feodorovna of Wurtenberg, mother of 
Alexander I of Russia. 
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Theft Insurance Policy Covering “Securities” Held Not to 
Include Jewelry 





By Leslie Childs 


7HERE a jeweler applies for insurance 
covering his stock of merchandise he 
should, for his own protection, read his pol- 
icy and make certain that it affords him the 
protection desired. The importance of care 
in situations of this kind cannot be too 
strongly emphasized, and the time to exer- 
cise care 1s upon receipt of the policy and 
before a less occurs. 

The possible danger to a jeweler, in over- 
looking this feature of his business, is illus- 
trated in a striking and interesting manner 
in the New Jersey case of Sardo v. Fidelity 
& Deposit Company, 134 Atl. 774. The 
facts and circumstances which culminated 
in the action being, insofar as material here, 
as follows: 

JEWELER APPLIES FOR THEFT PoLicy 

Sardo was engaged in operating a jewelry 
‘store in Paterson, N.J., and desired theft 
insurance covering his stock of jewelry. 
With this in mind, he applied to one Led- 
erer, who it seems was a broker, and the 
latter took him to one, Newman, who was 
agent for the fidelity company. 

Newman told Sardo that he could write 
burglary insurance only, but that he would 
take the matter up with his company, and 
see if it would write the kind of policy 
desired. Following this, another agent of 
the fidelity company visited Sardo’s place 
of business and investigated the risk. There- 
after the company issued a policy which it 
delivered to Newman. 

Newman examined the policy, and noted 
that it did not specifically state that it cov- 
ered jewelry. It did, however, expressly 
cover “money and securities,” and Newman 
concluded that, as he had applied for cov- 
erage on jewelry, the words “securities” 
would include jewelry. 

Newman thereupon delivered the policy 


‘to Lederer, who it appears was the agent 


of Sardo. Lederer did not examine the 
policy, but passed it on to Sardo, and the 
latter put it away without reading it. And 
now we come to the vital part of the case. 

Following this there was a robbery of 
Sardo’s store, and a considerable amount 
of jewelry was stolen. Sardo then ex- 
amined his policy, and saw that it did not 
in words cover jewelry. The fidelity com- 
pany denied that the word “securities” used 
in the policy included jewelry, and took the 
position that it was not liable for the loss 
of the jewelry. 

Sardo thereupon brought the instant ac- 
tion against the fidelity company to have 
the policy reformed to include jewelry. This 
on the ground that there had been a mis- 
take in the kind of policy issued. The 
lower court found in favor of Sardo. The 
case was appealed, and the higher court 
in stating the rule when a contract of this 
kind would be reformed, in part, said: 


Tue GENERAL RULE STATED 


“The rule laid down in this State is that, 
in order to reform a contract of insurance 
or other written contract in the absence 


of fraud on the part of the defendant, it 


must appear that the minds of the parties 


to said contract have met, and that a mu- 
tual mistake of the contracting parties has 
been made in writing out the contract, so 
that the parties appear to have entered into 
a contract which they have not entered into. 
The reformation, therefore, of such a con- 
tract must be to make the written contract 
to conform to that upon which the minds 
of the parties have met. 

“It cannot be said in this case that, be- 
cause the complainant [Sardo] assumed 
that the word ‘securities’ included jewelry, 
or because he did not read the policy, the 
defendant [fidelity company] intended that 
the word ‘securities’ was to include the 
word ‘jewelry * * *,.” 

Following the foregoing statement of the 
general rule in respect to when an insurance 
policy would be reformed, the court again 
turned to the record of the instant case, and, 
in stating its conclusions thereon, said: 

“The most that can be said in this case 
is that it was the opinion of the agent New- 
man that this policy covered jewelry, 
although this opinion was not even ex- 
pressed to * * * Sardo, or his broker; and, 
even though this were so, it would not bind 
the company. The assumption of Sardo 
that the word ‘securities’ included jewelry, 
or that the policy included the word 
‘jewelry,’ was, of course, without founda- 
tion, and he cannot now obtain the relief 
he seeks by reason of his unwarranted 
assumption, nor upon the ground that there 
was a mutual mistake. 

“The word ‘securities’ as above men- 
tioned was very clearly defined in the 
policy, and a reading of the policy would 
immediately show that jewelry was not em- 
braced within the term ‘securities.’ There 
is no evidence in this case which would in- 
dicate that a mutual mistake had been 
made, or that the company intended to is- 
sue any other policy than the policy which 
was actually issued * * *” 

In conclusion, the court reversed the de- 
cree entered in favor of Sardo. Holding, 
in effect, that since neither fraud nor mu- 
tual mistake had been shown in the is- 
suance of the policy, Sardo was in no posi- 
tion to have the policy reformed so as to 
include jewelry. In other words, the policy 
spoke for itself and by its very terms 
jewelry could not be held to have been 
included by the word “securities.” 


CoNCLUSION 


The foregoing case constitutes a striking 
illustration of the importance of care, when 
a particular kind of insurance is being pur- 
chased. The evidence in this case showed 
entire good faith on the part of everybody 
concerned. There was no evidence that the 
fidelity company, its agents, or anyone else 
connected with the transaction acted other- 
wise than in good faith. 

The policy passed through several hands, 
as is frequently the case in situations of 
this kind, and when it reached Sardo, the 
latter of course thought it was the kind of 
policy he had ordered. However, it seems, 
he did not take the time to examine its 
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terms. Had he done so he would have no 
doubt seen that it was not what he desired, 
because of the absence of a clear stipulation 
covering jewelry. Truly, when the facts 
and outcome of this case are read together, 
it becomes a decision that every jeweler 
may with profit have in mind when buying 
insurance designed to cover his business. 








Jewelry Under the Roman 
Empire 





THE great attraction which jewelry had 
for old Romans as well as the sources 
from which they obtained their material is 
succinctly told by Herbert Norris in 
“Costume and Fashion,” as follows: 

“The Romans, like their ‘Masters in Art,’ 
the Greeks, excelled in fine goldsmith’s 
work, and raised it to a very high standard 
during the first period of the Empire. In 
design they followed their masters to some 
extent. After this first period there was 
very little, if any, improvement or develop- 
ment in the art. It was an age of ostenta- 
tion, and to overload the person with gems, 
jewels, and goldsmith’s work of all periods 
and nationalities was the height of fashion. 
During the period no restraint was practiced 
by the aristocracy of Rome in their display 
of jewels, not only on their person, but on 
their accessories. After the lapse of 20 cen- 
turies we have acquired better taste (?), and 
such ostentation is looked upon with con- 
tempt; but it must be borne in mind that, 
previous to the conquests in the Orient by 
the Roman forces, such things as sparkling 
stones were, with few exceptions, unheard 
and undreamed of. 

“At this time these fascinating brilliant 
curiosities were only just coming into the 
possession of the very highest and wealthiest 
people in the civilized Western World, so 
they must be forgiven for their enthusiastic 
appreciation of such novelties. 

“The import of precious metals and stones 
increased enormously under the Empire, as 
a consequence of the extravagant tastes of 
the Imperial Court. Twenty thousand 
pounds weight in gold was imported annually 
from Asturia, Galicia and Lusitania. Silver 
mines in Dalmatia yielded fifty pounds 
weight every day. Diamonds were brought 
from the far-off province of Bengal. Pearls, 
so highly prized by the Roman aristocracy, 
were obtained from the two great fisheries 
at Ormuz and Cape Comorin. Amber in 
great quantities was transported from the 
shores of the Baltic. The Romans set an 
immense value on it, and special missions 
were sent to all the barbaric tribes living 
along the north coast of Europe, as far east 
as the mouth of the Vistula, to purchase it 
at a price beyond the expectations of the 
natives. Iron was one of the commodities 
exchanged for it.”—C. W. C. 








The Blairsville Chamber of Commerce, 
Blairsville, Pa., held its regular monthly 
meeting on Monday evening, April 18, at 
which time the annual election of officers 
was held. The election resulted in the selec- 
tion of J. P. Archibald, a former president 
of the American National Retail Jewelers, 
as president of the organization. 
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Famous Silver at Cart Loan Exhibit 





Old Pieces of Historic and Artistic Merit Shown to Many 
Interested Visitors by Charleston, S. C. Jeweler 


CHARLESTON, S. C., April 14.—There are 
few places in the United States where more 
beautiful old silver can be found than in 
and around the city of Charleston. But 
here, through the insight of one man, Wil- 
liam Porter Cart, whose forbears were early 
American silversmiths, a loan exhibit of 
silver has been successfully held for five 
years at the store of the W. P. Cart Co. 

The most celebrated pieces such as the 
work of the Revere’s father and son were 
represented this year by two interesting 
pieces. Vernon Cart of Charleston 1790; 
Boude, 1825, also of Charleston; Lownes, of 
Philadelphia, 1785-1833; Samuel Kirk, the 
original Baltimore dealer, 1793-1872; Harry 
Chowner, 1809; Meriton, 1762; Benj. 
Grignac, 1809; are among the celebrated 
silversmiths shown. The silver of represen- 
tative Charleston families, Middletons, 
Lowndes, Rhetts, Bruns, Pringles, and 
others, comprise the collection. 

Silver ranging from ecclesiastical com- 
munion pieces, dated 1711, to trophies from 
the famous Jockey Club, silver fire trum- 
pets, silver that had been buried during the 
war, and now shines again on Sheraton 
sideboards; magnificent punch bowls, soup 
tureens, and tea urns, to curious medicine 
spoons, knucklers and strawberry forks, was 
shown here to delight the eye of the col- 
lector, as well as the lover of the beautiful. 

One could not but feel the thrill as they 
reverently fingered the chalice inscribed 
“St. Thomas’ Parish in South Carolina, A. 
D. 1711.” St. Thomas now in dust on the 
banks of the Cooper river. Or older still, 
the mug or cup with the Middleton crest 
surmounted by the crescent, on its dented 
silver sides, and we wonder how many hands 
have been clasped around its slender handle 


‘since 1593? This is perhaps the oldest 


specimen in the exhibit. This was loaned 
through the kindness of J. J. Pringle Smith, 
the present owner of Middleton Place Gar- 
dens, and a descendant of the first owner 
of the mug. 


Another piece of interesting Middleton 
silver was a small “whistling” tankard made 
between 1660 and 1748. A larger “whist- 
ling” tankard from the Bentley family in 
Scotland, is very beautiful, but not as old 
as the Middleton piece, dating 1748. These 
tankards have a small orifice under a heart- 
shaped leaf at the base of the handle. When 
the liquor was drained to the dregs, the 
cup was supposed to be turned upside down, 
if the consumer was physically able, and 
a loud whistle brought another of the “cup 
that cheers” and often inebriates. Still an- 
other tankard is loaned by Mrs. J. P. Ken- 
nedy Bryan, also Middleton silver. This 
is in contrast to the whistling tankards, and 
has straight sides while the former are bell- 
shaped. 

The famous Paul Revere was represented 
by a dozen small silver tablespoons, plainly 
marked “Revere,” loaned by the Misses 
Bruns. An exquisite hot water pitcher, at- 
tributed to’ ‘he Reveres, was loaned by Mrs. 
Newcomer, and is a possession of the Acker 


family. This has that famous Smith’s grace- 
ful lines and simplicity, yet perfection of 
detail. 

Among the most interesting pieces in the 
collection were racing trophies, so dear to 
the heart of all descendants of the men who 
made racing history on the South Carolina 
turf. The Lowndes family, through Mrs. 
Mullally, have loaned a large trophy cup 
“Roxana Cup” whose symmetrical cover is 
strangely surmounted by a cat. The grace- 
ful handles are entwined by two snakes; a 
shield on the cover bears this inscription 
“Roxana-winning a Jockey Club purse at 
the Washington course in Charleston, S. C., 
February, 1802.” Just under this shield on 
the lid of the cup, two race horses are 
depicted the victorus Roxana and her de- 
feated rival. On the other side, is engraved 
the family crest. This cup being covered 
was probably used for hot punches and all 
those who enjoyed the “sport of kings” were 
able to be served from its capacious bowl. 
Miss Bruns has an interesting old Sheffield 
racing trophy made on copper. This cup 
is very heavily embossed with horses’ heads 
and scenes from ancient, medizval, and mod- 
ern horse races. It is surmounted by a 
rider. The cup is very heavy and can be 
taken apart in sections. Another excellent 
piece of Sheffield was an Eperne, a tall 
un-shaped standard with four branched 
arms each ending in little cups, which held 
old crystal bonbon dishes. This with the 
large silver tankard, a Haden silver pap- 
boat for feeding children (about 1852), were 
loaned by the Misses Porcher. 


Another most remarkable piece, loaned 
by Mrs. Julius Heyward, was a large re- 
ceptacle for mulled wine. It stands on a 
slight base, with charming carved handles 
and seems to bend slightly forward with a 
hospitable air. The cover lifts to permit a 
heated iron to be placed in center of recep- 
tacle which is surrounded by a_ second 
chamber with a pierced cover. This lid 
lifted is for the wine to be poured in. A 
carved tap with quaint ivory spigot controls 
the flow. Mrs, Frances Hanckel has loaned 
a covered candle cup. It came from the 
Mazyck family. The rat-tail spoon with 
Irish hall-marks is also a Mazyck piece. 
All of this silver is very old, and most of 
it is made by hand. 

Noticeable in this room of beautiful sil- 
ver was a magnificent soup tureen loaned 
by Mrs. C. A. Hill, belonging to the Als- 
ton family. This is mentioned in that 
charming book written by her sister, Mrs. 
J. J. Pringle, “The Chronicles of Chicora 
Wood.” The lines of this imposing tureen, 
its separate base, and its long graceful 
handles, are alone worth a visit to the 
collection. _ 

To jump from English and early Ameri- 
can silver is quite a leap, but there were 
several specimens of Russian work. Miss 
Magraw has a dozen 14-k. gold teaspoons 
brought by her family from Russia about 
1800. She also has a small silver coffee 
pot with ebony handles and a charming 
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pineapple lid. This has the hall-marks of 
a St. Petersburg smith on the bottom of 
this most interesting old silver coffee pot. 
It is very small and was made for use in 
traveling. She is to exhibit a set of old 
silver made by the negroes of San Dom- 
ingo, each piece handmade, and surmounted 
by a negro’s head. This is probably unique’ 
in this country. Mrs. Kenneth Bristol has 
a Russian wine bottle of symmetrical shape. 
There is a French silver bonbon dish of 
crystal and silver from Mr. Cart’s family. 

Another foreign exhibit that now has a 
home here was a soup tureen with the 
double eagle on the cover. This was made 
in 1766 by Butty and Nick Durmee. Dur- 
ing the time of the overthrow of some of 
the crown heads this tureen was purchased 
and brought to this country. It has a prac- 
tical double bottom, so that hot water can 
keep the soup at the proper temperature. 
This tureen and two delightful little souse, 
or sauce, tureens made in 1808, a twenty-inch 
tray made in 1759, a three-legged creamer 
1762 of English make (probably by Meri- 
ton), a creamer made by Harry Chowner 
1809, a Benjamin Gignac coffee pot, and 
early American water pitcher, and a jad- 
topped tea caddy, were loaned by Mrs. 
George Moffett, and made a valuable addition 
to the collection. 

Perhaps the most outstanding piece of 
silver was a tall fire trumpet which bears 
this inscription “Phoenix Fire Engine Com- 
pany to President F. Y. Porcher, October 
18, 1853.” These fire trumpets were used 
by the heads of the old fire companies as 
the modern megaphone is used. The fire- 
men had brass horns. This trumpet has 
recently been converted into a vase by the 
W. P. Cart Co. The delicately fluted horn 
is encircled by snakes and some excellent 
embossed work. It was loaned by Mrs. W. 
D. Porcher. 

The pewter placque made in 1692, as well 
as two long-handled pewter spoons, were 
loaned by the Misses Freyschmidt. They 
are among the oldest things in the collec- 
tion. Another very old exhibit, and most 
unique, is the pistol-handled two-tined fork 
used for holding food. With this is the 
knife with the curved blade used for eat- 
ing. These were loaned by Mrs. Henry 
Conner, and came to her through the Gou- 
verneur Morris family whose crest they 
bear, and probably dates back before 1700. 

Along with a battered old Lowndes Por- 
ringer, one sees a graceful covered gravy 
boat of exquisite design. This was buried 
during the 1860 period in the back yard of 
13 Church St., and after the war was dug 
up and presented to Mr. Cart by his kins- 
woman, Miss May Snowden. Its soft, 
gleaming color, seems undimmed through 
the years in the dark earth. 

With many interesting pieces yet un- 
touched, it is well to close with the men- 
tion of some essentially local silversmiths. 
There was a_ battered silver teaspoon, 
plainly marked “L. Boude,” a silversmith 
who worked and lived in Charleston about 
1825. This was found in another “back 
yard.” There is the pap-dish or child’s 
feeding vessel made by Hayden Bros. of 
Charleston about 1852, and Mr. Cart’s great 
grand-uncle, Vernon Cart, delicately fash- 
ioned two charming little teaspoons almost 


pewter-like in their color. ' He flourished’ 


in Charleston in 1790. 
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Large Number of 
Precious Stones © 
Now Synthesized 





Science progresses. A _ little over 
thirty years ago there was no such thing 
as a synthetic stone. Either you wore 
the genuine stone, or you wore an imi- 
tation. 

The ruby was the first of the precious 
stones to be made in the chemical la- 
boratory. That was about 1895. For 
many years only the synthetic ruby was 
available. Then in 1911 came the Hope 
Synthetic Sapphire, giving the jewelry 
industry synthetic products in its two 
most important colored stones. 

In the following years more stones 
were made synthetically. The Golden 
Sapphire and White Sapphire became 
popular with jewelry manufacturers. 

In 1925 came the discovery of the 
Hope Aquamarine, a much wanted and 
very beautiful laboratory product which 
has already taken its place as one of 
the most worthy articles in jewelry 
manufacture.. And more recently the 
Hope Emerald has been added to the 
already large list, practically completing 
the family of synthetic colored stones. 

To all intents and purposes only the 
Diamond, among the truly precious 
stones, remains still to be synthesized 
on a commercial scale. 





Personal But Not Confidential 





Mr. Goodman of Indianapolis, with 
his son and daughter, paid us a com- 
bined social and business call at the New 
York office last week. We trust they en- 
joyed the visit. 

* * * 

Smiling “Gus’”’ Weinfeld visited us a 
week ago, just before he sailed for 
Europe. He said he would not buy any 
Pearls in Europe, because he got better 
pearls with more salability here. We 
call that good sense. 

* * * 


The Deltah insert for wholesalers’ 
catalogs is now well on the way. For 
full. information. kindly write to Adver- 
tising Department. 





Hope Emerald 
Finest of made Emeralds 


FE]VERY day brings more and 
za larger orders. The vogue of 


Emeralds is still on the advance 
and the superior performance of 


the Hope Emerald makes it the 
popular gem of the day. 





Available in All Calibre Shapes and Sizes 


L. HELLER & SON, Inc 


PARIS PROVIDENCE GENEVA 
15 West 47th St., New York 


HOPE 


EMERALD 


Next to the Precious, the Finest in the World 
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Russian News Notes 





Diamond Robbery Discovered After Six Years—Jewelry Found 
in Cow’s Stomach—Defective Bells Blamed for Sts. Peter 
and Paul Clock’s Trouble—Black Diamond Fields 
Found for the First Time in Russia—Pushkin’ s 
Jewelry Discussed at 90th Anniversary 
of Poet’s Death 


A diamond robbery committed six years 
ago in a public-frequented place of the 
Soviet capital was discovered by the Rus- 
sian officials only a few weeks ago. A 
government commission, making its rounds 
of inspection of the several diamond and 
precious stones studded ikons that had been 
for some or other reason left in churches, 
found that the number of valuables on the 
celebrated ikon of Our Lady of Kazan did 
not tally with the inventory made by the 
Soviet men in 1920. Many stones were dis- 
mounted and holes were plugged with lead. 
Father Boyarsky, the chief priest of the 
cathedral, declared that the robbery was 
committed in 1921 and that he thought that 
the Soviet government was aware of this. 


* * * 


A unique collection of 48 pieces of man’s 
craftsmanship, a few small gold crosses and 
a gold watch chain among others, was 
found in the stomach of a dead cow in 
Leningrad. It is thought that the animal, 
while grazing, stumbled across a small trea- 
sure hidden in some back yard during the 
late Civil War and found same to its taste. 

* * * 


The Soviet newspapers tell the sequence 
of the story of the famous clock of the 
Sts. Peter and Paul tower. A government 
committee of experts ascended the tower’s 
stairs four times to examine the clock and 
to find the causes of its failure to play “In- 
ternational” properly, but each time re- 
turned as perplexed as it went. It was 
finally decided that there is nothing the 
matter with the clock, the trouble being 
caused by a faulty arrangement of the bells 
that were to strike the hours and play the 
anthem. A competent musical technician is 
being searched for now, the horologists, 
who fixed the clock, having been vindicated 
and honorably discharged. 

The news of the doings around the cele- 
brated Leningrad clock revived a general 
interest in tower clocks among the Rus- 
sians. Some Soviet periodicals give space 
to special articles dealing with the histori- 
cal and technical sides of this subject. 
“Krasnaya Niva” (“The Red Field’), a 
Moscow weekly, states that the first tower 
clock in Russia was installed in 1404. It 
had embellished the tower of the Moscow 
Grand Duke, being made by the Duke’s 
order by one Lazar, a Serbian master. The 
time-piece had cost “30 pounds of silver,” 
as an ancient Russian historian put it, and 
had excited great wonder among the Mus- 
covites, who especially liked the mechanical 
figure of a man, fastened by Lazar to the 
clock, striking hours with a hammer. The 
first native horologist was one Peter 
Visotzky.. In 1673 he made a tower clock 
for the Kolomna palace. 


The Moscow “Pravda” (“Truth’), a 
government daily, reports that for the first 
time in the history of Russia black dia- 
monds were found on that country’s terri- 
tory. The discovery was made recently in 
the Kokchetavsky county of Kazakstan, 
Asiatic Russia. The State geological com- 
mittee is preparing to send an expedition to 
study the new fields. 


*x* * * 


The 90th anniversary of the death of 
Pushkin, the greatest poet of Russia, was 
commemorated recently with many new 
books and articles on Pushkin, his life and 
work, published by the Soviet historians. 
One of the latter, N. Ashukin, gives an 
interesting discourse on “The Relics of 
Pushkin,” in which, by the way, he dwells 
on the subject of the poet’s jewelry as 
follows: 

“Dying from a mortal wound received in 
a duel, Pushkin took off his finger a ring 
made of pure gold and set with a beauti- 
ful turquoise and presented it to Danzas, 
one of his seconds. This ring came to 
Pushkin in this way: P. V. Nashokin, the 
poet’s friend and a very superstitious man, 
believed in the protecting powers of the 
turquoise. Early in the 30’s of the last 
century he ordered two similar rings set 
with turquoise, gave one to Pushkin and 
wore the other himself. But the turquoise 
did not save Pushkin from his enemy’s bul- 
let. Danzas did not part with the ring, 
given him by his dying friend, for over 20 
vears. He lost it in the late 50’s while 
taking off his glove to pay a cabman; the 
ring rolled into snow and could not be 
found in spite of all the frantic efforts of 
Danzas.” 

Fulfilling her great husband’s last wishes, 
Pushkin’s widow presented Nashokin with 
the poet’s watch and Mrs. Nashokin with 
a bracelet. No traces of these two pieces 
of Pushkin’s jewelry could be found by the 
Russian historians and antiquaries for a 
long time, but finally the watch, after pass- 
ing through the hands of N. V. Gogol, an- 
other great Russian writer, came to the 
museum of Moscow University. Great stir 
was created among the jewelers and anti- 
quaries of St. Petersburg in 1886, when it 
was reported that a big clock once belong- 
ing to the poet was offered for sale at a 
fancy price. But the greatest number of 
rumors and legends was attached to an- 
other ring of Pushkin, one set with a topaz 
with a mysterious Hebrew sentence en- 
graved on it. The ring was given to him 
by E. K. Vorontzova, who only recently 
returned from a sojourn in England, where 
at that time (early 20’s) a fad for ring- 
talismans was strong among aristocrats. 
Pushkin, too, regarded the ring as a talis- 


mn 


S$ 
J 


man with mystical powers. He dedicated 
to it some of his most beautiful verses, 
later translated into many languages. After 
his death, the ring passed through many 
hands and traveled far and wide. In 1887 
it was sent to St. Petersburg from France, 
as a gift to the Pushkin Museum. In the 
late 90’s it was stolen by a watchman and 
sold to a jeweler-antiquary of the former 
capital. It could not be recovered, and a 
copy was made. The copy was stolen in 
1917 during the first riots of the Revolu- 
tion. The Soviet government: instituted a 
search for it, but it was of no avail, 








San Francisco Diamond Dealer 
Robbed While in Los Angeles 


San Francisco, Cal.—Alphonse Jeddis, 
senior member of the Alphonse Jeddis Co., 
one of the best-known diamond men on the 
Pacific Coast, was attacked in Loew’s State 
Theater building, Los Angeles, yesterday 
and robbed of diamonds said to be worth 
$50,000. Mr. Jeddis was in the southern 
city with Mrs. Jeddis, on a business trip. 
He had displayed cut and uncut diamonds 
at the offices of the Schenk Co., in the 
Loew building and was ascending the stairs 
to another jewelry firm on the floor be- 
low when he was attacked from behind. 
Mr. Jeddis, although 68 years of age, put 
up a fight, but the thug managed to ex- 
tract the two leather pouches containing 
the diamonds from an _ inner pocket. 
Thomas Virgin, a bystander, endeavored to 
intercept the thief who, however, tripped 
him up, causing him to fall and sustain 
serious injuries. 

Tenants of the building, aroused by the 
commotion, rushed from their offices, but 
the thug escaped to the street, boarded a 
street car and, after riding a block, mingled 
with the crowd, still possessed of the stolen 
diamonds. 

At the office of the Alphonse Jeddis Co., 
704 Market St., here, it was a source of 
great gratification that Alphonse Jeddis 
was able to talk on the long distance tele- 
phone this morning and assure his son and 
partner, Frank L. Jeddis, that he was not 
injured, when pounced upon by the bandit. 
Regarding the value of the diamonds, 
Frank L. Jeddis stated that a check-up of 
stock will be necessary to determine the 
exact amount of the loss. The diamonds, 
Mr. Jeddis said, are of a high value. © Frank 
L. Jeddis expressed indignation atthe das- 
tardly attack on a man of his father’s age. 

The diamonds were covered by insurance. 








Market Prices for Silver Bars 
The following are the quotations for sil- 
ver bars in London and New York as re- 
ported for the past week. 


Selling Price 
London U.S. Gov’t New York 


Date Oficial Assay Bars Official 
April 26...... 2675 58% 56 

hee) Sere 25% 58% 55% 

OO De ws 25% 58% 55% 

© Gece css 25% 58% 55% 

Se Saas 2534 58 55% 
May 2..5..... 2595 58% 55% 








Hunt, Swiff & Arose, Seattle, Wash., has 
been succeeded by Fred H. Swift. 
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ANSEN & COMPANY, 
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SHAPED DIAMONDS EXCLUSIVELY 
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NEW YORK 
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The News from England 





Better Tone Reported in the Diamond Market—Reward 
Offered for Recovery of Jewelry Lost Or Stolen from 
Hatton Garden Diamond Merchant—Report of 
Consolidated Diamond Mines of South- 

West Africa—Jewelry and Gown 
Styles—Tariff on Imported 
Chinaware 


Lonpon, April 20.—A special market re- 
port on the diamond situation has been sent 
out by Backes & Strauss, the diamond mer- 
chants of Holborn Viaduct. This report 
reads as follows: “A distinctly better tone 
has been noticeable in the market since the 
publication of the cable report of the speech 
by the South African Minister of Finance, 
in which he foreshadowed the government’s 
determination to control the production of 
alluvial diamonds. Although business in 
polished remains very quiet, and everybody 
js anxious to do trade, the certainty that 
the raw production will remain in firm 
hands and that goods will not be thrown on 
the market, has allayed any anxiety that 
might have been felt on that score. Better 
class goods are firmer than ever, especially 
in fine méleés and smalls, and in all sizes 
from three grainers and upwards, but there 
ig an easier tendency in common qualities 
in the darker colors. These latter are the 
only goods that have been affected by the 
recent discoveries, but now that the Rough 
Diamond Syndicate has control of the pro- 
duction, it is confidently anticipated that rates 
soon will be normal again.” 

ee 

The market announcement this week that 
blue ground is to be raised for washing and 
that output is to be increased by more than 
50 per cent. has resulted in a gain of some 
importance by Jagersfontein diamonds. The 
‘price now is 4 1-16 against 4 a few days 
back. The Jagers Co. produces some of 
the finest quality stones. The market now 
anticipates a substantial increase in profits 
with even higher dividends. For several 
years a distribution of around $1.35 per 
share has been paid. 

* * x 


Holborn Viaduct jewelry assessors are 
offering a $500 reward in connection with 
the loss of a case of jewelry belonging to 
a Hatton Garden diamond merchant. The 
case was wrapped as a parcel and contained 
three broad flexible platinum-set bracelets 
mounted with diamonds in “fancy” and 
“closet” design and with graduated onyx in 
a single row between a double row of 
diamonds. The case either was stolen from, 
or lost by, a messenger who was taking the 
jewelry, worth $5,000, to a prospective cus- 
tomer. 

x ok Ok 

The State is to add to its dinner silver, 
which is a welcome item of news for the 
silversmiths. The Government Hospitality 
Fund, which is responsible for the service 
at table, is to buy an additional 160 silver 
table and 100 small table forks, 60 ivory 
handled table knives, 80 small knives, 70 
silver table spoons, 100 silver dessert 


spoons, 30 Georgian silver salt-cellars, and 
20 Georgian silver mustard and pepper pots. 
At present the tableware will accommodate 
90 guests. 

* * * 

Consolidated Diamond Mines of South- 
West Africa, one of the four big South 
African diamond mining concerns whose 
outputs are regulated by, and sales of rough 
stones effected through, the London Dia- 
mond Syndicate, realized more than 
$9,000,000 on the sale of its diamonds in the 
past year. The company was formed in 
1920 with a capital of $22,500,000 to acquire 
the principal German mining properties 
situated in South-West Africa. Last year’s 
sales constitute a record. The report of the 
company is pleasing to stockholders although 
the February dividend of 12% per cent. is 
the same as for the previous year. 

i *&- * 

A section of the press here this week 
suggests that the jewelers surely are getting 
a little worried at the amount of “worked in” 
jewel effects with the new dance dresses 
which exclude the use of additional jewelry. 
It is, of course, true that many of the latest 
gowns have incorporated in their make-up 
diamante neckchains, ropes of twisted gold, 
jeweled pendants, and the like, all of which 
are part of the fabric and a fixture. But 
some of these dresses are so designed that 
the wearer still can wear some of her own 
jewelry with them—providing it harmonizes. 
One dance dress popular in London just now 
is a simple sleeveless affair which fastens 
above the left shoulder and under the right 
armpit, the latter fastening being a diamond 
shoulder strap. Wide bands of silver 
sequins run diagonally around this gown. A 
feature of the dance tea frock, which has 
long sleeves, is the “bracelet jewelry” 
embroidery. This might be considered dis- 
couraging by some jewelers since it seeks to 
duplicate the various jeweled varieties of 
bracelets and bangles that are strung in a 
long row on the bare forearm. This brace- 
let embroidery—a part of the sleeve 
materiai—is worked in metal thread, dia- 
mante and imitations of the precious stones, 
and extends from elbow to wrist. This 
imitation effect also is repeated in buckles 
used to ornament the dress at shoulder and 


waist. Only one sieeve is decorated 
“bracelet wise’—that covering the right arm. 
x ok x 


Hat brooches in mother-of-pearl in which 
pink and blue “love birds” form the motif 
are now being worn in the Spring hats, 
while hat boxes are covered with American 
cloth—green, red or yellow—with hat stands 
of enamelled wood decorated with Chinese 
gold designs. 
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According to the fashion expert of the 
Weekly Dispatch the waist line of the new 
frocks is the important note of the moment, 
and since pearls, diamonds and the colored 
gems are used with good effect the fashion 
item holds a certain interest for jewelers. 
One model has the hip line draped to one 
side and drawn through a pearl buckle, 
another has a waistline motif in colored 
stones and diamonds, with gems to match 
on the ends of the scarf. One gown has a 
waistline of black carrying a big rose to 
match the pink tulle dress material. The 
pale pink petals of the rose are edged with 
small diamonds. Another variant of the 
gemmed waistline is the reseda frock with a 
plaque hip line set with aquamarines and 
diamonds. In some cases the waistline is 
emphasized by a girdle of gold links and 
crystal. 

* * * 

Tyler & Co., the jewelry assessors, are 
offering a reward of $5,000 for the recovery 
of two pearl necklaces (one worth $30,000 
and the other $15,000) stolen from the home 
of a city produce merchant. The pearls are 
said to be flawless, one string containing 
216 and the smaller, 69 pearls, of 430 and 
392 grains respectively. Valuable diamond 
jewelry was untouched. The merchant says 
he would rather the diamonds had gone since 
it took “years and years” to collect the 
graduated pearls for the necklaces that were 
stolen. 

* * * 

It is not likely that the new tariff on 
imported chinaware will affect the good- 
class jewelers. While the retail jewelers of 
the exclusive west-London shopping districts 
carry large stocks of fine ceramic goods— 
particularly in silver mounted utility jars, 
pots and containers, and artistic tea and 
coffee services—most of it is English-made 
ware. Royal Worcestershire, Moorcraft, 
Wedgewood, and the like. Some excellent 
displays of the very attractive miniature tea 
and coffee sets in a variety of patterns put 
out by the Royal Worcestershire people now 
are being made. The new tariff incorpo- 
rated in the Budget introduced to the House 
a few days ago calls for a duty of 28 shil- 
lings per hundredweight on imported trans- 
lucent and vitrified pottery. It has been 
granted after a determined fight by the 
British chinaware manufacturers who proved 
conclusively that the great quantities of 
German and Czech table ware being dumped 
here is ruining the English chinaware in- 
dustry. The tariff was contested by im- 
porters and merchants handling the imported 
goods, which retail at prices far below those 
of the English-made ware. The new duty 
is equivalent to a 33% per cent tax. In 
many quarters it is felt the English ceramic 
manufacturers were lucky in getting such a 
duty imposed since the special committee 
which investigated their application, heard 
evidence, and recommended the imposition of 
a tariff, was not unanimous in the matter. 
Of the three members of the committee two 
signed the report recommending protection, 
the third contending that the local ceramic 
men had not made out a case for a protec- 
tive tariff. 








Mann Bros. have moved from 49-51 State 
St. to new quarters in the State Bank build- 
ing, 75 State St., Albany, N. Y. 
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Results Are What Count. 


Successful customers in every 
section of the country prove 
the values and consistent sound- 


ness of our merchandising. 


ARNSTEIN BROS. & CoO. 
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New York - 20 West 47th Street 


CHICAGO LONDON AMSTERDAM 
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European Diamond Markets 





Conditions in the Diamond Centers of London, Paris, Antwerp 
and Amsterdam as Reported by Correspondents 
of The Jewelers’ Circular 


AmsTervAM, April 18.—Business has been 
quiet thus far this month, as dealers have 
adopted a waiting attitude. The present 
condition has been due in part to the fact 
that the approach of the Easter holidays has 
had some effect upon business. Some of the 
rough goods, particularly the larger sizes, 
are dificult to obtain at the present time, 
especially in good qualities. The London 
Diamond Syndicate has not been showing 
much rough during the past six weeks, and 
this has had a tendency to strengthen prices. 
Such “sights” as have been given by the 
Syndicate have resulted in quick sales. This 
has particularly been the case with the con- 
signments of the South Western African 
diamonds. It is reported that towards the 
end of the month Premier diamonds will be 
shown to the Syndicate, for which many ap- 
plications are coming forward. At the be- 
ginning of next month there will be a “sight” 
of DeBeers goods. It has been learned from 
authoritative sources that inquiries have been 
received for good quality small “roses,” 
needed in the American market, and it is 
reported that some American buyers who 
visited this market last month made pur- 
chases of these diamonds. Attention was 
called in these columns some time ago to the 
probability of a better market for “roses” in 
the United States. In the interest of many 
in this market who depend on that branch 
of the industry, it is to be hoped that the 
demand for “roses” in America will become 
more general and will result in a revival of 
trade which will be of benefit to both large 
and small dealers. 


Lonpon, April 19.—Reports in this mar- 
ket show that during the weeks prior to the 
holidays business was somewhat better than 
was expected. There were a few inquiries 
by manufacturing jewelers, who at the 11th 
hour received orders from customers, and 
this had some effect on conditions here. The 
demand for unset diamonds consists mainly 
for the better grades of gems in small sizes, 
as well as those ranging from five to the 
carat and less. The trade in general has 
taken on a more reassuring attitude here 
and there is no question as to the stability 
of the rough market or as to the maintain- 
ing of prices. This optimistic view was 
strengthened by a statement published by a 


‘leading firm of diamond brokers here on au- 


thorization of the Syndicate. The text of 
this statement was cabled to the United 
States and published in that country. The 
“big four” has during the past year regulated 


‘the quota of the output of diamonds, accord- 


ing to the world’s demand. All of the 


‘dealers are optimistic as to the present firm- 


ness of the market and are not disposed to 
sell at a loss, having confidence that trade 
conditions will resume their normal course 


‘within a short time. They are of the opinion 


‘branches of the industry. 


a 


that improvement will be noted in all 


Paris, April 17.—Better trade is reported 
in this center among wholesale firms during 
the past week than was the case last month. 
Some orders have been received from the 
Indian, as well as from other oversea mar- 
kets, which gave confidence to the market 
here. The demand was especially brisk for 
good quality goods, particularly in the small 
sizes ranging from 50 to 100 to the carat, 
good color and efficient cutting being re- 
quired. 

There is still a good market in Paris 
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tor fancy-shaped diamonds, which are bring- 
ing good prices, and they are at present con- 
trolled by a limited number of diamond mer- 
chants. There was some demand for medi- 
um quality “roses” during the past few 
weeks, but not much business of importance 
was transacted in this branch of the indus- 
try. Retailers have been affected to a cer- 
tain extent by the holidays, which usually 
create a lull in the volume of business done, 
but in all sections of the trade optimism pre- 
vails and merchants are looking ahead to a 
good Summer business. 





The annual convention of the New 
Hampshire Retail Jewelers’ Association 
will be held at Manchester, N.H., May 17 
and 18. The souvenir program of the con- 
vention is about to go to press and arrange- 
ments are now underway for entertaining 
the delegates. 








Duty on Jewelry Worn by Thavdlben 





Who Go 


Americans 


Abroad Warned 


of New Customs 


Restrictions of the Continent 


RCTTERDAM, April 22.—Jewelers would do 
well to warn intending travelers to Europe 
that regulations respecting the importation of 
jewelry into the various lands that make up 
the continent, have tightened up considerably 
since last year. Enquiries should be made 
of the various consuls, when visas are re- 
ceived, as to the exact standing of an Amer- 
ican citizen when entering and when leaving 
any country. 

It is some years since duty was charged 
on pearl necklaces, at some frontier stations. 
The fact that the necklace was the personal 
property of the owner, that she was not 
remaining in the country, but merely in 
transit, had no bearing on the matter, she 
was required to pay duty. A receipt is given 
for such amounts and it is probable that the 
money can be claimed on leaving the country, 
but the customs officials say that their duty 
is to collect the cash and they often refuse 
any further information. This is the case 
in trains in which luggage is examined, in 
the train itself, without passengers having 
nothing but handbaggage being forced to 
get out. It is a great convenience to go from 
Amsterdam to Paris, without being forced 
to get out at the frontier stations, but pas- 
sengers by this train seem to be more than 
usually “suspect” to the customs officers. It 
is a kind of millionaire train, and every lady 
is believed to be wearing hundreds of dollars 
worth of jewelry. Between Brussels and 
Paris there is a customs visit, followed by a 
counter visit, or a control. Passengers who 
have stated that they have nothing to declare 
to the first official are heavily fined if any- 
thing dutiable is discovered upon them, the 
fine then being of a penal nature. 

The method of judging whether a lady is 
entitled to a certain quantity of jewelry, is 
somewhat elastic. It would appear that a 
countess traveling with a maid, is regarded 
as entitled to a certain quantity of jewelry, 
while a commoner would not be regarded as 
equally privileged, unless she were a mil. 
lionaire of a well known name. There ap- 


pears to be no official ruling on this subject, 
much being left to the discretion of the cus- 
toms official, and Americans before leaving 
home cannot do better than make careful 
enquiries as to what they may and may not 
carry with them. 

Everything considered, it is perhaps best 
to leave anything but trinkets of trifling value 
at home, if frontiers have to be crossed. 








Bandit Holds Up Racine, Wis., 
Jeweler and Obtains Gems and 
Money 


MitwavukeeE, Wis., April 28—A_ well- 
dressed bandit held up the jewelry store of 
R. P. Rasmussen, Racine, and escaped with 
diamond rings valued at $3,000 and $300 in 
cash. The robber, heavy set but only about 
five feet tall, entered the store and handed a 
note to Mr. Rasmussen, who was behind the 
counter. The note read: 

“Give me those 14 diamond rings in the 
window and give them to me quick.” 

Mr. Rasmussen was too surprised to com- 
ply at once and the bandit pulled a revolver 
from his pocket. 

“Hurry up. I’m busy and mean business,” 
the midget exclaimed. Mr. Rasmussen got 
13 rings from the show window and handed 
them over. Then the bandit walked behind 
the counter and took $300 from the money 
drawer. 

The undersized robber forced both men 
into the workshop, backed out the front door 
and ran down the street. Mr. Rasmussen 
seized a shotgun and Mr. Johnson a pistol 
and took up the chase. They were unable to 
catch him. 

Detective Charles Yanny, of the Racine 
force, has been in Milwaukee for the past 
two days watching pawnshops and lodging 
houses for some trace of the man, but as yet 
he has not been found. It is thought that 
the robber may have gone to Chicago to dis- 
pose of his loot. acai 








60 THE JEWELERS’ CIRCULAR May 4, 1927 


symp vvegegna std avvnoie suc UAMUGRUGUON UA NNOe ANSE A UATE nce ec 





PTET UT UT LLL LLC 


EDINA EMERALD 


MMT YALU MEET ATU UOTE bern 


| 
~~) The nearest Abbrouck to he Ger Emerald ever LP roouced 
// 





ACCURACY 


‘““MEDINA” EMERALDS are cut as accu- 
rately as it is humanly possible to cut 
them. In this way you may be assured 
that all stones are uniform in size and 
shape. 








Its only peer in hardness or brilliance 
of color is the genuine emerald. 


These qualities make ‘“MerpINA” EMER- 
ALDS adaptable for fine platinum as well 
as white gold setting. 


“MEDINA” EMERALDS are on hand in all 
stock calibre and ring sizes and shapes. 


We are in a position to quote extremely 
low prices on large quantity orders of 
“MEDINA” EMERALDS. 


“Medina” Emeralds are Imported Exclusively by 


COOPER & BRASE 


22 West 48th Street, N. Y. 


Telephone: Bryant 3335 


PARIS OFFICE: 15 FAUBOURG MONTMARTRE 


Importers — Cutters and Setters of Precious and Semi-Precious Stones. 





TT hh hh TD tT IT TT Timm mm TMM MTOM Tl TN MINn LUI ME ud 














re — 


May 4, 1927 


THE JEWELERS’ CIRCULAR 


61 


Texas-Louisiana Convention at Dallas 


Retailers from Two States Hold Notable Conclave April 25 and 26—Important Trade Discus- 
sions and Interesting Addresses Features of the Meeting—New Officers Chosen 
and Resolutions Adopted—Banquet Monday Night 


Dattas, Tex., April 28.—Repeated pro- 
tests against wholesalers selling at retail, 
and the extending of an invitation to the 
American National Retail Jewelers’ Asso- 
ciation to hold its 1928 convention in Dal- 
las, were the principal features of the 21st 
annual convention of the Texas-Louisiana 
Retail Jewelers’ Association, which met at 
the Baker Hotel, Dallas, Monday and Tues- 
day. The 1927 meeting was also noteworthy 
for a largely increased attendance over any 
previous meeting. 

The matter of “bootlegging” was first 
suggested at the annual “glad hand” break- 
fast, Tuesday morning, at which it was 
stated that a chain of department stores is 
selling a product of a silver plate concern 
for $5.90 when the retail jeweler is ex- 
pected to get $13 for it. The retail price 
of the department store organization on 
this article, it was said, is less than the 
factory price paid by the jobber. 

The term “bootlegging” was also applied 
by Louis Hausmann of New Orleans, a di- 
rector of the association, at the final ses- 
sion Tuesday afternoon. 

“T can prove that such practices occur, 
of my own knowledge,” he said. “And 
when some wholesalers stoop so low as to 
get into the bootlegger class, it’s time the 
jewelers who are such at heart as well as 
in name should get busy. 

“Why can’t we retailers get behind the 
guns and shoot the jobber into the place 
where he belongs, if he’s a jobber at all?” 

The resolutions committee report, pre- 
sented a few minutes later by Arthur A. 
Everts, chairman, and adopted unanimously 
by the convention, included the following: 


Resotvep, That we call attention of the 
public to those imitation wholesalers who 
pretend to sell at wholesale, to retail cus- 
tomers at retail prices, thus obtaining 
business under false pretenses. 

That we request manufacturers who 
are so doing, to carefully consider, in the 
future, the ultimate results, both upon 
the retail jewelers and upon their own 
factory business, before they allow chain 
stores and other quantity buyers to retail 
their product of a similar appearance and 
quality at a lower price than that offered 
by the regular retail jeweler. 


New officers of the Texas-Louisiana 
association, who were unanimously elected 
at the final session, are as follows: I. J. 
C. Holland, San Angelo, Texas, president ; 
Louis Hausmann, New Orleans, La., first 
vice-president; Lee Moody, Gainesville, 
Tex., second vice-president: E. J. Palm, 
Austin, Tex., re-elected secretary-trea- 
surer; and the following directors: Myron 
Everts, Dallas; V. A. Corrigan, Houston; 
M. A. Freedman, Shreveport, La., and L. 
S. Patterson, Mexia, Tex. 


Monday 
The first session opened at 9 a.m. Mon- 





day, with an invocation by Rev. Umphrey 
Lee, pastor of the Highland Park Metho- 
dist church, and welcome speeches by Simon 
Linz, president of the Dallas 24 Karat 
Club, and Z. E. Black of the convention 
department of the Dallas Chamber of 
Commerce. 

The roll call of officers showed all 
present except P. J. McNeel, second vice- 
president, of San Antonio. Secretary E. J. 
Palm of Austin, read minutes of the last 





MYRON EVERTS, RETIRING PRESIDENT 


meeting, and President Myron Everts ap- 
pointed the following committees : 

Nominating, W. D. Armstrong, Brown- 
wood; Rex A. Smith, Abilene; and U. S. 
Meyer, Shreveport. 

Auditing, Henry Pancost, San Antonio, 
and J. H. Greer, Fort Worth. 

Resolutions, Arthur A. Everts, Dallas, 
and G. B. Moffitt, Pilot Point. 


ADDRESS OF PRESIDENT EVERTS 


“A jeweler who guarantees a watch for 
longer than six months is simply promising 
to give money away,” said Myron Everts 
in the president’s annual address. “A 
watch is just as complicated a piece of ma- 
chinery as an automobile, and it needs oil- 
ing at least every six months. And it takes 
an expert to do the oiling. 

“So when you guarantee a watch longer 
than six months you’re simply inviting the 
owner to damage it at your expense. The 
balance makes 18,000 movements per hour, 
so when it runs for six months it’s done a 
lot of traveling.” 

He also touched upon the need of up-to- 
date business methods, declaring the aver- 
age Texas jeweler is making less than three 
percent profit. Support was asked for the 
platinum stamping bill. 


ADDRESS OF ARTHUR A. EVERTS 


Arthur A. Everts, past president of the 
American National Retail Jewelers’ Asso- 
ciation, approached his discussion of “The 
Work of the National Association” with 
congratulations to the meeting on its in- 
creased attendance, and on the fact that 
nearly every jeweler present was bearing 
witness to his business sincerity by wearing 
a scarf pin. 

“We wouldn’t need to be discouraged if 
we didn’t have a big crowd,” he said, “be- 
cause it’s the live wires that do most of 
the work anyway, and half a dozen live 
wires meeting here together could do things 
that would make every jeweler in Texas 
and Louisiana sit up and take notice.” 

His scarf pin congratulations closed with 
an admonition to the two bow tie wearers 
present to reform immediately. 

“The only excuse for a jeweler to wear 
a scarf pin,” he said, “is to show that he 
sometimes changes shirts. But a_ shirt 
front is the optical center of the picture 
anyone makes, and a vacant shirt front—. 
Well, you can pick out a cheap hotel by 
the absence of pictures on its walls, and 
hotel walls aren’t so different, optically 
speaking, from shirt fronts. So let’s let 
the world know we're practicing what we 
preach.” 


Research work of the national associa- 
tion from 1919 to 1925, at a cost of 
$25,000, has saved American jewelers $25,- 
000,000 a year since the date of repeal of 
the excise tax on jewelry, he stated in 
urging support of the research bureau. “For 
a six-year period, that means a return of 
$5,000,000 on every $1,000 invested,” he 
said. 

Attributing the tax victory solely to the 
facts assembled by this bureau, he said that 
all other industries had to admit that they 
were making a profit despite the tax. 
whereas the jewelers, by being able to 
prove in figures that they were being taxed 
out of existence, were the only industry 
accorded complete relief. 

A discussion of trade topics was then 
held. 


“The Harvard Bureau has taught me that 
as a jeweler I was a very poor bookkeeper,” 
said U. S. Meyer of Shreveport, La. “It 
showed me I was buying where I ought not 
to, and selling where I ought not. It has 
taught me the wisdom of having a public 
accountant look over my books each year, 
and has helped me in many other ways. 
So I’m strong for the Harvard Bureau, 
and believe by the end of the year I’ll be 
able to show where it has helped me to a 
real profit in dollars and cents.” 

President Everts talked briefly on “turn- 
over.” Next he introduced the matter of 
a possible change in convention dates, 
asking the opinion of members. Those 
who gave opinions were adverse to selecting 
later dates than those for this year’s con- 
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vention because of the busy period later. 
Chase Holland, San Angelo, said that if 
the convention comes at the last of the 
month, the average jeweler has to neglect 
his bookkeeping. “If it comes at the first 
of the month,” he said, “he hasn’t finished 
his collections. So I think the best time 
would be either before April 21 or after 


May 6.” 


The meeting then adjourned for a lunch- 
eon at which retailers were guests of Dallas 


wholesalers. 
MONDAY AFTERNOON 


“Fighty-five percent of all sales lost, 
are lost in the first five minutes of ap- 
proach,” said Henry T. Hinsch, president 
of Dallas Life Insurance Underwriters, in 
the opening address of the Monday after- 


noon session. —P ; 
“Tf 20th century salesmanship is any dif- 


ferent from salesmanship of the past, it is 
because one little word has been added— 


Service * * * 

“The word service, therefore, has carried 
us today to a very high standard of mer- 
chandising. I summarize in the words of 
Carl Shurz, a statesman of Grover Cleve- 
land’s time: ‘They tell me that my views 
are visionary, that the destiny of this na- 
tion is less exalted, that the American peo- 
ple are less great, than I think they are 
or ought to be. I answer: Ideals are 
like stars. You will never succeed in 
touching them with your hands, but like 
the seafaring man on the desert of waters, 
you will choose them as your guide, and 


er 


following, reach your destiny’. 

Mr. Hinsch was followed by Claudius 
G. Pendill of the Towle Mfg. Co., New- 
buryport, Mass., who discussed “Profit 
Paths of Solid Silver.” He said in part: 


ADDRESS OF C. G. PENDILL 


The retailer is to the silversmith what the gang- 
plank is to a ship. We can’t get our goods across 
except over your counters—and it’s a long way from 
the mining of the metal to the dining table of the 
purchaser of silverware. 

Silver manufacturers are now spending $500,000 
a year in advertising, with only one hope, that of 
helping the retailer. Yet too many retailers are 
content simply to exist on this aid, and to put 
forth no effort themselves—simply to float with the 
current started by the manufacturers. Why can’t 
they swim a bit too? 

I know of a furniture man that keeps up with 
every new family that moves to town, and with 
every new house that’s built. In this way he’s 
built up a huge clientele. 

I know also some aluminum salesmen who go 
to a member of the Junior League or some other 
well-known organization, and volunteer to serve the 
refreshments if she’ll give a party. So in her own 
home, on her own stove, they demonstrate their 
wares—and incidentally add the names of her dozen 
or so guests to their list of possible customers and 
of future party-givers. And there’s no wasted 
motion in their schemes, they go only into the 
finest homes. Are you jewelers equally efficient? 

“Are you following up your business?’ I fre- 
quently ask a jeweler. “Why, sure,”’ is usually 
his reply. “Well, what’re you doing this June 
about last June’s weddings?” I ask, and that fre- 
quently brings a different answer. One jeweler I 
know did follow up a June wedding—he supplied the 
husband a new gift for seven successive anniver- 
saries, and left the man disappointed at the eighth 
because there was nothing else he could buy that 
he knew his wife wouldn’t have aiveady. The 
jeweler had made just a little extra effort—and was 
eight years’ business worth while? 

If there’s to be a wedding in your town, what’s 
the groom going to give the best man and the 
ushers? What’s the bride going to give her maids? 
The chances ate you don’t know—but if you did, 
it might mean new business for you. 

“Full sets of silver are what we sell; odd piece 
sales never amount to much,” a jeweler told me. 
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I made him figure it up, and the odd piece sales 
outnumbered the sets sold, in dollars and cents. 

And remember an idea is greater than a piece 
of merchandise. The Simmons people don’t sell 
beds, they sell sleep. Falmolive doesn’t sell a 
mixture of grease and oils, it sells youth and beauty. 

Give people a chance to buy. When you call a 
dish a berry bowl, you condemn it to slow sales, 
for how often do people serve berries anyway? A 
berry bowl is something they can do without, and 
they do. But if you let them know this little dish 
can be used for salad or corn on the cob or ice 
cream or any kind of vegetables, it’s just what 
they’ve been looking for. 

The trunk salesman have a proven question that 
they always ask. They don’t say a word about 
your wanting a trunk. Instead, it’s “‘Are you going 
to travel much?” And while you talk they’ve 
accomplished two advantages: (1) Enlisted your 
interest and enthusiasm as you glimpse the idea of 
travel. (2) Gained a definite insight into your 
needs, through the details of the trips you plan. 

Similarly, retail silverware salesmen might well 





LOUIS HAUSMAN, FIRST VICE-PRESIDENT 


forget to rattle off a list of atticles the customer 
can mark off one by one, and instead ask, ‘‘Now 
what courses do you expect to serve?” It isn’t 
then a question of whether she wants a soup spoon 
at all, but whether she will need a soup spoon, or 
a bouillon spoon. If it’s a buffet supper, maybe 
she’ll need 12 or 15 salad forks and as many spoons. 
Let her pick the pieces she needs on the basis of 
their value to her, and not on a basis of mere 
numbers—and you’ll sell her more than you ever 
expected to. 

People appreciate frankness. Tell them the truth. 
Let them know that in Sterling silver they get 15 
times as much silver for a little more than twice 
the cost. In Pittsburgh there’s a jeweler so success- 
ful that a friend describes him as “‘the only man 
in town that could buy a Pierce-Arrow and trade 
it in every year.” He got his start by winning 
the confidence of the public, by marking various 
grades of diamonds with tags of different colors. 
and making a rule that every salesman should tell 
the customer just what were the shortcomings of 
this particular diamond before the customer asked. 
And he fired some clerks for not doing so. 

Among intelligent jewelers whose business is 
steadily increasing, I find many making a consistent 
display of a whole service together—the flatware 
and hollowware each arouses the interest of some 
customers in the other. And if a jeweler can say. 
“Now this is the pattern that’s being given Miss 
So-and-So for her wedding,” isn’t that much 
stronger than saying, “This is a mighty nice dish?” 

Also remember that space at the front of your 
store, the part people on the street can see, is the 
most valuable space you have. Don’t clog it with 
a necessity like the watch repair shop which can 
do just as well near the back door. And put 
your gift shop, your cashier’s window, and such 
departments near the back, so that those approach- 
ing them must pass the full length of the store. 
Then show your customers back to them—and while 
they’re waiting in line, show them something else. 
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One man i know sold a centerpiece in this way; 
the next year candles were bought to go with the 
centerpiece; and so on until goblets, a water pitcher, 
and then more goblets had followed. 

And don’t think there are no opportunities re- 
maining in your neighborhood. A Detroit jeweler 
showed me a list of 25 millionaires in his city who 
own fine estates, drive several automobiles apiece, 
buy paintings and oriental rugs—and yet eat with 
plated silver! 

Next came Roy Cowan, Dallas adver- 
tising man, who took the subject, ‘“Divi- 
dends from Advertising.” 


ADDRESS BY ROY COWAN 


“St. Valentine’s Day is the day of love 
and romance—yet judging from their ad- 
vertising, how many jewelers know it?” 
Cowan asked. 

“Oranges used to be eaten only at Christ- 
mas, just as many jewelers still think 
jewelry is to be sold only at the Christ- 
mas season,” he continued. “But why can- 
not jewelry be made as much an all-year 
proposition as oranges are? 

“Or take the case of grapefruit—a few 
years ago they weren't eaten at all. Grape- 
fruit trees were simply grown around the 
edge of the orange groves to keep the wind 
away. And until somebody thought, ‘Let’s 
try to sell them,’ the fruit lay on the ground 
and rotted. But now as many people eat 
grapefruit as oranges.” 


ADDRESS OF MRS. M. F. WYNNE 


The final Monday afternoon speaker was 
Mrs. Mamie Folsom Wynne, Dallas club- 
and music leader, and member of the 
woman’s page staff of the Dallas Morning 
News, who talked on “Jewelry Styles for 
1927.” 

“From the beginning of history,” she 
said, “women have gladly worn all the 
ornaments that men could provide for them. 
In the excavations of ancient civilizations 
we find necklaces, bracelets, and anklets. 
The savages wear ornaments of teeth and 
bones. Explorers among savage peoples 
report the value even of tin cans, which 
savage artisans can fashion into jewelry. 

“And good ‘taste today sanctions jewelry, 
though there was a time when the care- 
fully dressed woman wore most of her 
jewelry in her handbag, showing only per- 
haps a plain wedding ring, a solitaire en- 
gagement ring, or maybe a brooch. 

“Big, square-cut diamonds, with a strong 
masculine look, are very popular at this 
time,” she said. “Ear-rings are now of the 
semi-precious type. When a Parisian act- 
ress attempted to start a one ear-ring style, 
every woman who heard about it suspected 
she had lost its mate. 

“Among pearls, the preference is for 
those with pinkish cast. Dallas jewelers 
tell me they sell 10 of this kind to one 
of the other, and that only because some 
man buys it who knows no better.” 

Denying the charge that the automobile 
has banished window-shopping, Mrs. 
Wynne told of Broadway jewelers who 
keep open until after midnight, catering to 
the after-theater crowds who window-shop 
on the way back to their hotels. 

“There’s many a jewel sold after 11 
p.M.,” she said. “I’m not saying you should 
keep stores open later in Texas, however. 
I’m simply telling how it’s done on Broad- 
way, and isn’t done here. 

“But for the women who do window shop 
—and they do, for no woman with the 
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slightest sense of bargains likes to buy until 
she has visited every store in town—be 
sure to put the price in the window. No 
matter how entrancing the gem, no woman 
was ever seriously tempted to decide on an 
article on the spot, if the price wasn’t there. 

“So let woman have her way. You need 
only to remember that jewelry is being worn 
today in greater profusion than ever. And 
that every woman who has a birthday, a 
wedding day, or any other anniversary to 
look forward to, is a possible, and really a 
yery probable, customer.” 

The meeting then adjourned until 6:30 
p.m., hour of the annual banquet, at which 
visitors were again the guests of Dallas 
wholesalers. 

Tuesday 


Association members arose early Tuesday 
for the annual “glad hand” breakfast, at 
which L. S. Patterson of Mexia presided. 

Dave Paul of Wichita Falls was called 
upon, “When business gets rotten at home,” 
he said, “I go out and get it. I’ve sold 15 
watches here in Dallas, right under Ar- 
thur Everts’ nose. He doesn’t know it, but 
] have.” 

Next was Chase Holland, Angelo, 
who was to be made president of the asso- 
ciation later in the day. “I try to make 
my business a pleasure,” he said. “My 
clerks and customers are simply playmates. 
We have a2 little argument now and then, 
but it’s soon settled.” He also discussed 
the value of advertising, suggesting that 
for some jewelers 10 percent of gross re- 
ceipts, instead of five, would be a proper 
allotment for advertising expense. 

Mr. Patterson again spoke. He _ began 
with a short discussion of the matter of 
putting prices on articles on display in the 
window, saving he never puts a price there 
unless it’s “so low that nobody in town 
could possibly sell it for less.” 

Marcus Baerwald, former president, 
spoke briefly on the need of optimism. “We 
need optimism more than anything else,” 
he said. “We can always get along some- 
how, just so we don’t get cold feet and 
quit trving.” 

H. L. Tuers, Gruen Watch Co., ad- 
dressed the convention on “Salesmanship.” 

The morning session closed with another 
inspirational message from Henry _ T. 
Hinsch, Dallas underwriters’ president, 
and a luncheon at which delegates were 
guests of the advertisers in the convention 
program. 


San 


TUESDAY AFTERNOON 


A brief “question box” at 1:30 p.m. was 
followed by the annual address of Louis 
Hausmann of New Orleans, who handed 
the “bootlegging wholesalers and jobbers” 
a wallop. He also took issue with Mr. 
Patterson on the uselessness of price tags 
in the window. 

ADDRESS OF LOUIS HAUSMANN 


“It’s important to display your goods as 
attractively as possible, but to me it seems 
just as important to put the price on them. 
We recently bought 50 bracelets, put them 
in the window at $5 each, and soon had to 
re-order. Last week we ordered the fourth 
lot of 50, and I expect they’re gone by 
now.” 

Mr. Hausmann told of hearing an asso- 
ciation member say he had saved $2,000 
this year through charging for small re- 
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pairs and other services he had given free 
until told not to at last year’s convention. 

“But how many of us are still cleaning 
and repairing wrist watches for $5 or 
less?” he asked. “You pay a_ high-priced 
watch mechanic, you accept responsibility 
for the watch in case of fire, you have your 
store overhead—you’re just as much en- 
titled to a fair price as is your doctor or 
your garage man. So you ought to charge 
$6.50 or more for every watch you repair. 
Put a price on your services that will give 
you a living profit, and then stand by it.” 

Mr. Hausmann told of seeing a jewelry 
store, “21 years in business,” advertising 
an anniversary sale with prices “25 and 

















ARTHUR A. EVERTS, CHAIRMAN OF THE 


RESOLUTIONS COM MITTEE 


50 per cent off.” “What man can sell at 
50 percent off and stay in business?” he 
asked the meeting. 

“Try to build confidence in your busi- 
ness,” he suggested. ‘Let people know 
that when you say a thing, you'll stand 
by it. Hausmann used to be regarded as 
the cheapest jeweler in New Orleans, 15 
vears ago, but he kept his word with peo- 
ple, moved into the best section, and is now 
regarded as one of the best. 

“Build confidence by telling the truth. 
If a woman brings a diamond ring to be 
repaired and you see it has a flaw, tell her 
so. If the diamonds in her earrings don’t 
match, tell her so when you take them—if 
you don’t, and she discovers it later, she'll 
always have a suspicion that you ‘switched’ 
diamonds on her. * * *” 

The only way to preserve the respect of 
your credit customers is to demand that 
they keep their word with you, Mr. Haus- 
mann said. In giving credit he gets a 
definite statement as to when payments will 
be made; and if they are not made then, 
one day of grace is allowed. Then a tele- 
phone call, reminding them they’ve “over- 
looked” the matter, usually brings most of 
them in. 

“A jeweler can often create his own de- 
mand,” he said. “If a man asks for a $50 
watch, show him a $250 one, explain the 
difference between them, and if he doesn’t 
spend at least $100 with you, there may 
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be something wrong with your salesman- 
ship. You'll never hurt a man’s feelings 
by showing him the best thing in the house, 
and assuming that he considers himself 
worth the best.” 

He closed with an appeal to jewelers to 
observe the Golden Rule, particularly as to 
traveling salesmen. 


H. E, PELZ DISCUSSES GIFT DEPARTMENT 


H. E. Pelz, Marshall, Tex., was called 
upon to discuss the gift shop business. 

“It’s just as fair for a jeweler to have 
a gift shop, as for other stores to handle 
jewelry,” said Pelz. “The oldtime drug 
store is now a lunch counter with lots of 
side lines. The oldtime dry goods store is 
now a department store with a big jewelry 
department. The oldtime hardware man 
now specializes in china, and even the book- 
stores are selling items from the jeweler's 
list. 

“So my store has reversed the process. 
We added a piano and phonograph depart- 
ment, then a Kodak shop. When we got 
a mezzanine floor we put a gift shop on 
it, and people go through the whole store 
and upstairs to reach the gift shop, fre- 
quently stopping to buy something else on 
the way. 

“When anybody enters the store we ask 
if he’s seen the gift shop, and if he hasn't, 
show him up. Once having seen it, he 
always comes back, usually bringing friends. 
We run ‘dollar specials’ every Saturday, 
not for the profit in these articles indi- 
vidually, but for the number of people they 
bring to the store and the number of sales 
that result incidentally. 

“And as for advertising, we've tried 
every kind, and find none that will sell 
more goods than your own show windows. 
We have a corner with 20 feet of windows 
on each side, the 40 feet being divided into 
eight windows. Some of them are changed 
almost daily, and all at least once a week.” 

The resolutions committee report  fol- 
lowed, presented by Arthur Everts, chair- 
man, and G. B. Moffett. In addition to 
the items already mentioned, the convention 
voted to support the Harvard Bureau both 
financially and personally; to endorse the 
proposed platinum stamping act; and to ex- 
tend sympathy and offers of help, if needed, 
to jewelers in the Mississippi flood area. 
It also resolved: 


“That jewelers everywhere see that their 
salesmen do not tell their customers that 
watches will keep perfect time, as no 
watch will, 

“That three months of free service on 
watches be given to replace the often 
misunderstood ‘guarantee.’ 

“And further, That we stop knocking 
our wonderful craft and learn the reason 
why we should be proud of such a charm- 
ing business that offers such a great 
opportunity through the blessing of 
humanity in many ways.” 


Henry Pancost of San Antonio, gave the 
auditing committee report, and W. D. Arm- 
strong of Brownwood, the nominating re- 
port, which resulted in the unanimous elec- 
tion of the new officers, as already related. 

It was voted to send the secretary—or 
as his alternate, the president—to the Na- 
tional Jewelers’ Convention at’ Milwaukee in 
September, with all expenses paid. 
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FLORENCE T. KAYE, Inc. 


Announces the removal of their office on 
June 1, from the 10th floor, to larger and i 
more commodious quarters at Suite No. 
1103 on the 11th floor of the same building. 
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Gem Imports During March 





Comparative Statistics Covering Diamonds, Pearls, and Colored 
Gems for This Month and First Quarter Compiled 
by Department of Commerce 


WasHINGTON, April 28—Gem_ imports 
continued to increase in March, with an 
aggregate value of $6,851,020, as compared 
to $5,515,827 in the preceding month. Just 
as in February, however, importations were 
smaller than in the correspoinding month of 
last year when the total value was $7,854,329. 
The successive increase for month to month 
this year is due to steadily gaining imports 
of diamonds. Rough diamonds imported in 
March were valued at $1,616,731, as com- 
pared to $583,414 in February, and $1,569,924 
in March, last year. Importations of cut 
diamonds last month had an aggregate value 
of $3,924,060, against $3,506,884 in the pre- 
ceding month and $4,614,783 in the corre- 
sponding month of last year. 

Imports from Belgium and the Nether- 
lands showed a large increase while imports 
from France, the United Kingdom and other 
countries showed a sharp decrease from Feb- 
ruary imports. The incoming shipments by 
countries are shown in the table below. Im- 
ports of glaziers’, engravers’ and miners’ 
diamonds also increased during March. 

A decline of about 25 per cent in imports 
of pearls occurred in March, total imnorts 
reaching a value of $386,466 as compared 
to! $496,448 in February. Imports from 
France practically doubled, totaling $300,261, 
against $163,884 in February, but imports 
from the United Kingdom had a value of 
only $71,866, as compared to $321,510 in the 
preceding month. Last month’s imports were 
much smaller than in March last year when 
the total was $520,224. Imports from France 
were practically the same but the imports 
from other countries were small in com- 
parison. 

Imports of imitation precious stones in 
March were large, totaling $258,565 as com- 
pared to $159,958 in February, but did not 
reach the March, 1926, imports, which had 
a value of $300,421. The imports of precious 
and semi-precious stones, cut but not. set. 
exclusive of diamonds, declined considerably 
last month, having a value of $437,495, as 
compared to $564,866 in February and $594,- 
599 in March, last year. The imports of 
rough, uncut precious stones, exclusive of 
diamonds, in March were negligible, having 
a value of only $9,269, as compared to $33,- 
639 in the preceding month and $22,835 in 
March, 1926. 

For the first quarter of the current year 
imports of precious stones, pearls and imita- 
tions had an aggregate value of $17,520,714, 
as compared to $24,175,510 in the first three 
months of last year. Imports of diamonds, 
pearls and other precious, semi-precious and 
imitation stones were smaller without excep- 
tion. The first quarter’s imports of rough 
diamonds had a value of $2,515,882 as com- 
pared to $4,445,269 in the first quarter of 
1926. Imports of cut diamonds totaled $11,- 
418,919, as compared to $15,572,578: and im- 
Ports of pearls, $1,066,467, against $1,341,174. 
In other precious and semi-precious stones 
the disparity was not so great. 


The total imports of cut colored stones, 
exclusive of diamonds, during the first three 
months of the year amounted in value to 
$1,314,291, as compared to $1,370,361 in the 
first quarter of last year. Imports of rough 
precious stones had a value of $60,563, 
against $75,656, and imitation precious stones 
$638,861, as compared to $772,559 in the 
March, 1926, quarter. 

The imports of precious stones, pearls, and 
imitations in March, and in the first three 
months of this year, as compared to the 
corresponding periods of last year are shown 
in detail in the subjoined table. 


IMPORTS OF PRECIOUS STONES, PEARLS 


MARCH. 
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The toastmaster will be William J. High- 
field, potentate of Lulu Temple. The quartet 
of Lulu Temple of Philadelphia will furnish 
the musical selections and there will be danc- 
ing following the dinner. 

The program for the convention follows: 


Thursday, May 5 

Daylight Saving Time 
Reception of Delegates, DuPont Bilt- 

more Hotel. 
Luncheon—Gold Ball Room. 
Convention Opened (Club Room). 
Address: 

Raymond Rubican, of 

Young & Rubican Advertising Co., 
General Business Discussion. 
Convention banquet, Gold Ball Room. 
Speakers: 

Hon. Thomas F. Payard. 

Josiah Marvel. 
Dancing—Gold Ball Room. 


Friday, May 6 


Daylight Saving Time 
Business Session (Club Room). 


10.00 a.m 


12.00 Noon 
2.90 P.M. 


6.45 P.M. 


10.00 a. M. 








\ND IMITATIONS, MARCH, 1927, AND 
1926 














Three Months Ended 
March, March, ————_—- ‘ 
1927 1926 March, 1927 March, 1926 
Precious stones, pearls and imitations, total....... $6,851,020 $7,854,329 $17,520,714 $24,175,510 
Diamonds— 
eae ee ep aa aan 1,616,731 1,569,924 2,515,882 4,445,269 
REET CRU ODS o ois avers cic c6 ss erencce de wre . 3,924,060 4,614,783 11,418,919 15,572,578 
Imported from— 
RRRPIR co ows ond Sta ears aeareters os See acers 1,718,250 2,007,859 4,494,330 6,494,752 
RO MN En s cin Gra) we ovine, Neck. aE Rw <a 23,690 129,104 325,725 334,731 
IPEROUIRRIRS a(a.55 oem ewncaceaeoun . 2,073,642 2,302,362 6,178,790 8,009,453 
(Ui sn a a 90,928 163,609 367,832 699,634 
PEE OOS ITROB os 656.4006 6 8 6 5.0.4.6 We ee Herelm edie 17,550 11,849 52,242 34,008 
Glaziers’, engravers’ and miners’ diamonds.... 218,434 231,543 505,731 597,913 
PEALE, NOE RIRUNE OF GRbe ic os cr cccscchccecces 386,466 520,224 1,066,467 1,341,174 
Imported from— 
PVE are hace ee suaa ee ees 300,261 307,148 525,922 626,681 
United Kingdom ........ 71,866 193,038 485,813 661,886 
a a a Pa emokes 14,029 12,069 14,029 
I TI oa os. 55h os ee ex 14,339 6,009 42,663 38,578 
Dniitatron Precious StOMES... ......- 0 2.6. s swan ages 258,565 300,421 638,861 772,559 
Other precious stones, rough, uncut............ 9,269 22,835 60,563 “75,656 
Other precious and semi-precious stones, cut but 
WU Ns os oa ts aie ew smal cue nw nee enaken 437,495 594,599 1,314,291 1,370,361 
° Reports of Officers. 
Convention Program General discussion and _ unfinished 
7 business. 
Annual Meeting of Maryland and Delaware ~~ Eleetion-: of officers’ and selection of 
; inte place for next convention. j 
Retail Jewelers’ Association to Be Held Speakers: 
‘Imington. Del.. May 56 Conrad ; Ae Brotherly, President, 
. at Wilmington, Bil y American National Retail Jewelers’! 
Witmincrton, Det., April 28.—The annual Asssciation. 
convention of the Maryland and Delaware H. S. Mosher, Pinkerton Detective 
etal 7 : iati held in th Agency. 
Retail Jewelers ay ag ai d ‘ 6. 12.00 Noon Delegates and their friends leave 
DuPont-Biltmore otel, ay an , DuPont Biltmore Hotel in motors 
promises to be the best attended and most for luncheon at Brinton Lake Club. 
: : s ; ia- e 
a ae” this aggressive assoc For the Ladies 
tion as ever held. ‘ : Mrs. JosepH KERN, Chairman 
C. J. Brotherly, president of the American 
National Retail Jewelers’ Association, E. W. Thursday, May 5 
Chamberlain, president of the Ohio Retail ” Rin a so 
: ’ iation: F. L. ‘ esident 12.00 Noon Luncheon—Gold Ball Room. 
Jewelers Association F L Davis, - — 2.00 p.m. Trip to F. S. DuPont’s Gardens at 
of the Pennsylvania Retail Jewelers’ Asso- Lenawend 
ciation and some of the most influential man- 6.45 p.m. Convention banquet—Gold Ball Room. 


ufacturing jewelers of New York, New 
Jersey, Pennsylvania, Maryland and Virginia 
will attend the convention. 

Governor Albert Ritchie of Maryland, 
Governor Robert P. Robinson of Delaware 
and Congressman Robert G. Houston of 
Delaware, will be important guests at the 
banquet to be held on Thursday evening, 
May 5, in the Gold Ball Room of the 
DuPont-Biltmore Hotel. 

United States Senator Thomas F. Bayard 
of Delaware and Josiah Marvel first Presi- 
dent of the Bar Association of Delaware, will 
be the chief speakers. 


it 


Dancing—Gold Ball Room. 


Friday, May 6 
Daylight Saving Time 
Visit Wilmington Industries. 
Teave DuPont Biltmore Hotel in 
motors for Luncheou at Brinton Lake 
Club. 


10.00 a. M 
12.00 Noon 








C. J. Merkel, well known former jeweler 
of Manistique, Mich., together with his 
brother has purchased a controlling interest 
in a large department store at Mason City, 
Ta., according to a news dispatch from that 
city. 
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Jewelry Exports Drop 





‘Sales Made in March to Forty-two Countries 
with Canada Taking About Half the 
Tota!—Gold and Silver Exports 
Show Gain 


Wasuincton, D. C., April 28.—Exports of 
jewelry slumped in March, shipments having 
an aggregate value of only $78,096, as com- 
pared to $111,037 in the preceding month and 
$88,078 in March, 1926. For the first three 
months of the year, however, exports led the 
trade in the first quarter of last year by a 
considerable margin. The total for the quar- 
ter this year was $263,007, as compared to 
$195,048 last year. 

Jewelry was exported in March to 42 
countries. Shipments to Canada, the princi- 
pal market, gained, totaling in value $43,450, 
against $39,033 in March last year. Ship- 
ments to Brazil, Colombia, Germany, India 
and Australia also increased, but these gains 
were offset by smaller exports to many other 
countries, notably Italy, United Kingdom, 
Mexico, Cuba, Dominican Republic and 
Argentina. The March exports of jewelry 
by countries, are shown in the accompany- 
ing table. 





EXPORTS OF JEWELRY, MARCH, 1926-1927, 
BY COUNTRIES 
March, March, 
1927 1926 
IN cia ests v5 Seaa) cMhstehahars $77 

Rois ore ore. 6; alps SSos 1,003 $533 
Eee een 24 8,157 
Nr er ae ar 200 si 
SSSA cee ener ieee 204 er 
United Kingdom ........... 1,819 2,431 
Maes coe Aerators ey «Gewese 43,450 39,033 
I 36836 da neve o's hoes 986 774 
SUN I ely Sin wv oe 374 152 
rr eer 706 508 
RENE ay oc 4 Rise ais.o oe oes 205 229 
or ar ere 620 926 
eee ear 2,011 3,974 
NEE ota dors. a 4 cid aie 6 hase 38 40 
aren reer ee 195 812 
on ne ee 2,876 5,140 
Dominican Republic ........ 68 1,422 
Dutch West Indies.......... 416 60 
Haitian Republic ............ 461 579 
Maren TSlIAHdS. 66.655 cess 71 Has 
NS ere en 110 2,659 
DR gies ct, auiarnenee 95 sale 
en eee 6,925 5,419 
MEE acoso ca san ores wisiow b0e 85, 9 5 re 484 150 
SIREN) Fs Sssereeei ola ae esas 5,264 3,090 
MPteaty GiiANA .vccce esc c cue 50 see 
SEES avs Gia 5 W esta gs einai 450 sare 
oo Ee cree eee 50 333 
ESA eer esr rareern 103 569 
EN rs ec lnie's sb cmlalacet 737 7i3 
MERE TANG. (oa .0 00-0 60S waters 1,403 96 
Pema Malaya ....2.0...05> 280 980 
IIE Sc Ns ears ate a Ga 139 mr 
RS eee rere 311 656 
Dutch East Indies........... 176 ates 
oo BL eee ree 70 suas 
Philippine Islands .......... 3,450 3,396 
A ee ee 243 Sian 
RUNNER ocssheid. 5 ands Biase 1,672 987 
British South Africa........ 221 741 
British West Africa......... 25 oe 
a ae ere eens 25 stiti 
Czechoslovakia ............6: ne 15 
ret eres 280 
Se ee ero 725 
ed 25 
Oe ee 408 
MEWTOUNCIANG 6.06:600.0:c000056 art 192 
British West Indies.......... aes 35 
UME has ered aie aus Wie oe 778 
Java and Madura........... nate 92 
SE aS are ; 539 
pS rere nara ere $78,096 $88,078 


Exports of gold and silver ware were 
generally larger in March than in February 
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and showed a gain over exports in March, 
1926. Silverplated tableware exports have 
been well maintained, with a value in March 
of $18,639, as compared to $15,854 in the pre- 
ceding month and $21,260 in March last year. 
Exports for the first three months of this 
year were valued at $54,973, against $56,343 
in the first quarter of 1926. 

In gold plated articles the March export 
value was $37,157, practically the same as in 
February, but somewhat smaller than the 
March, 1926, exports. Exports for the first 





——March, 1927-—. -——March, 1926—_, 
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of $580,237, as compared to $362,127 in the 
first three months of last year. 

Imports of other manufactures of gold and 
silver were smaller last month than in Feb- 
ruary, with the exception of plated articles, 
and imports to date this year are far below 
imports in the corresponding period of last 
year. 

The details on imports of jewelry and 
gold and silver manufactures in March and 
the first quarter of 1927, as compared to im- 
ports in the corresponding period of 1926, 
are presented in the following table: 


IMPORTS OF JEWELRY AND PLATED WARE, MARCH, 1927, AND MARCH, 1926 


_ —Three Months Ended—————_, 
c-——March, 1927 7-——March, 1926——, 


Quantity Value Quantity Value Quantity Value Quantity Value 

Jewelry, number........ 288,873 81,549 566,966 138,863 1,543,427 253,473 1,480,260 391,835 
Metal articles for per- 
sonal use and adorn- 

MEN Sad ola ay Guleeeee, ~ tack es 1°8,408 ree LE? 5 ee ae SSO.237F © awetes 362,127 
Manufactures of gold 

and silver n. e. s.: 

Lame and Cahn, tinsel 
wire bullion and 

tHVORGS, TORE © sic 5000/0 163,613 145,015 228,923 292,096 420,340 396,506 496,264 651,492 
Braids, fabrics, laces, 

WS deweieRecesasesstea 9 #420 TSS90G° ak News BOGGS lk sateen SIZ ORS Alewatdc 516,240 
All other, including 

PUMICE AUGER cicccccas | Seer pK ok 2 rer ROGIGS knees SIS TIS” awe 355,391 








quarter had a value of $120,999, as compared 
to $110,820 in the first three months of last 
year. Exports of gold manufactures dropped 
in March to $80,054 from $260,768, but ex- 
ports for the quarter, valued at $379,613, 
were 50 per cent greater than in the first 
three months of last year. Export trade in 
silver manufactures has been fairly steady, 
March shipments having a value of $15,723, 
as compared to $17,638 in the preceding 
month and $12,353 in March last year. Ex- 
ports for the first quarter had a value of 
$46,783, as compared to $57,091 in the cor- 
responding period of last year. 








Jewelry Imports in March 





Comparative Statistics for This Month of 
First Quarter in 1926-27 


Wasuineton, D. C., April 28—Importa- 
tions of jewelry last month gained over [eb- 
ruary, shipments having an aggregate value 
approximately 15 per cent. greater. The 
number of pieces which entered during 
March totaled 288,873, with a value of $81,- 
549, as compared to February imports, num- 
bering 239,532, valued at $69,382. Last 
month’s imports of jewelry were small as 
compared to March, 1926, shipments of 566,- 
966 pieces, valued at $138,863. 

Jewelry imports for the first quarter of 
the current year were slightly larger in quan- 
tity but 35 per cent. smaller in value than in 
the first three months of last year. Aggre- 
gate imports for the three-month period end- 
ed with March were 1,543,427, valued at 
$253,473, as compared to imports in the cor- 
responding period of last year of 1,480,260, 
valued at $391,835. 

Imports of metal articles for personal use 
and adornment, the description given in the 
customs records to a wide variety of articles 
closely related to jewelry, have as much if not 
more significance than the importations of 
jewelry itself. Imports of this class of goods 
in March had a value of $188,468, as com- 
pared to $206,751 in February and $132,723 
in March last year. Imports during the first 
quarter of this year had an aggregate value 


Paris Jewelry Styles 





Special Correspondence from an American 
Expert Now Touring France 


Paris, April 26.—Pearls continue to be the 
fashionable thing here. There is, however, 
quite a change in the clasps. They are more 
conspicious and you see many real jeweled 
clasps on imitation pearl necklaces. 

One clasp seen on the Rue de la Paix had 
two large pear-shaped diamonds set hori- 
zontally in a platinum frame. Another 
beautiful clasp was as large as a 50-cent 
piece, very intricate diamond design with a 
high cabochon sapphire in the center. 

The large clasps seem to be in vogue and 
have emeralds, rubies and sapphires com- 
bined with small diamonds. 

The latest novelty is the floral design pin 
made of small diamonds and platinum, and 
worn in the lapel of the coat or suit, instead 
of flowers. The most attractive ones are 
made in the pansy design, also in carnation 
and daisy with stems in platinum. Colored 
stones or enamel are being used to lend 
color to the design. Pins of every descrip- 
tion especially in large elaborate designs are 
heing worn. 








Daylight Bandits Rob Nashville, 
Tenn., Jewelry Store 


NASHVILLE, Tenn., April 29—Two day- 
light diamond bandits with levelled revolvers 
closeted three men in a rear anteroom and 
walked out of the McGhee Bros. jewelry 
store, 210 Capitol Blvd., with about $5,000 
worth of gems at 5:30 o’clock Thursday 
afternoon. The firm carried insurance. 

No trace of the thieves had been picked 
up by nearly a dozen officers some time later. 
It is not known whether they escaped in an 
automobile or not as no one saw them dis- 
appear at a time when downtown streets 
were crowded with home goers. 

Practically all of the stolen property was 
taken from the show window and included 
about 50 rings. Between $70 and $80 was 
taken from a small vault which was open. 





THE: JEWELERS CIRCULAR May 4, 1927 





CPRARL &/VECKLACES SAPPHIRES 


GOODFRIEND Bros 


RUBIES 542, ~FIFTH AVENUE 
NEW YORK CITY 


ESTABLISHED 1897 


y lap 
> 


<hasr 
Tose” 


5) ARTHUR SILBERFELD} 
Ny — oS 


V DIRECT IMPORTERS 


2 West 46 Street — New York. 


ANTWERP : AMSTERDAM: 2 TULPSTRAAT 





























May 4, 1927 


Boston Jewelers’ 


THE JEWELERS’ 


Bowling League 





Prizes Presented and Vaudeville Entertainment Enjoyed at 
Sixth Annual Banquet 


Boston, Mass., April 29.—With a banquet, 
vaudeville and presentation of valuable prizes 
featuring the occasion, the 1926-7 season of 
the Boston Jewelers’ Bowling League was 
rolled down the alleys into history and 
happy memory at the American House last 
night. It was the sixth annual banquet and 
brought out a record attendance, including 
the principals of most of the manufacturing, 
wholesale and retail jewelers within automo- 
bile distance, as well as the officers of the 
State and local; jewelry associations. Every 
man there last night had a “spare” and 
registered highest individual score, so far 
as making his neighbor at the banquet table 
happy was concerned. 

The season’s games have been hotly con- 
tested, with teams and individuals register- 
ing phenomenal scores. It was not until the 
very last moment that Harkins and Murphy 
loomed as certain winners, but the con- 
tingent deserves highest credit for having 
“lifted” the cup, for it fought a steady 
uphill struggle all through the schedule. 

John Ramsay was in fine fettle as presi- 
dent and grand mogul at the function last 
night. John chooses his words with rare 
taste, just as in “the good old days” con- 
noisseurs used to sample wine. The verbal 
vintage John served last night will long be 
remembered by his auditors, not only for its 
selection, but for the spirit of good com- 
radeship it circulated. 

At the head table with President Ramsy 
were Arthur Stern of Lynn, president of the 


Massachusetts and Rhode Island Reiail 
Jewelers’ Association, James H. Parks, 
president of the Boston Jewelers’ Club, J. 
Charles Stever, Frederick W. Hawkes, of 
the Ripley Howland Mfg. Co., Herbert Mil- 
ler, Fred Faller, Rev. W. D. Roberts of 
East Boston, and Louis Rosenberg, former 
president, 

After blessing had been invoked by the 
Rev. Mr. Roberts the guests and members 
sat down to a menu fit for the most. fas- 
tidious. Here it is: Grapefruit with Cherry, 
Olives, Radishes, Philadelphia Pepper Pot, 
Casserolette of Lobster Newburg, Filet Mig- 
non of Beef Mirabeau, Croquette Potatoes, 
Stuffed Tomato, Heart of Lettuce, Russian 
Dressing, Sultana Roll, Assorted Cakes and 
Coffee. 

The guests included representatives of 
Waltham Watch and Clock Co., Gorham 
Mfg. Co. Elgin National Watch Co.. 
Massachusetts and Rhode Island Retail 
Jewelers’ Association, Moore Pen Co., Suss- 
feld, Lorsch & Schimmel, Hamilton Watch 
Co., J. F. Sturdy’s Sons Co., Dominick & 
Haff, International Silver Co. Bates & 
Bacon, E. B. Horn Co., Seth Thomas Clock 
Co., The Webster Co., Shiman Mfg. Co.. 
W. G. Clark & Co., Bigelow Kennard Co.. 
A. Stowell & Co., Inc., Shreve, Crump & 
Low Co., Thomas Long Co., Smith, Patter- 
son Co., D. C. Percival & Co., I. Alberts 
Sons Co., Ripley, Howland Mfg. Co., Hodg- 
son, Kennard & Co., Harkins & Murphy 
Co., Lenox Jewelry Co., J. M. Kirby Co., 


CIRCULAR 





71 


M. S. Page & Co., THE JEWELERS’ CiRcU- 
LAR, the Keystone, the Boston Globe, the 
3oston Herald. 

Then along came E. E. Hardy, of D. C. 
Percival & Co., who made the presentation 
of prizes, one of the most valuable and 
artistic collection of trophies ever assembled 
in the bowling world. Mr. Hardy had a 
special piece of praise for each winner, team 
or individual, and the company greeted the 
lucky recipients with most inspiring ap- 
plause. 

The greatest share, of course, fell to the 
Harkins & Murphy team, consisting of Cap- 
tain Richard A. O’Donnell, Redmond J. 
Murphy, Joseph V. Harkins, William F. 
Redmond, George C. Mullin, Joseph A. 
MacDonald, Henry J. McGrath and C. V. 
Hoffman, which won the first prize, a hand- 
some silver trophy, the gift of the Gorham 
Mig. Co., through W. L. Stone, head of the 
Boston offices. 

Next came the vaudeville, which kept the 
audience in high glee for several hours. The 
program was perfect. Lorenz E. Ernst and 
Charles A. Orcutt, banquet and entertain- 
ment committee, certainly staged a “stun- 
ner.” 

TEAM STANDING 


Won Lost 
Harkins & Murphy........... 79 25 
A. Stowell & G®.: Inc........, 78 26 
De CesPereivale Coe. i505: 56 48 
Shreve, Crump & Low Co..... 52 52 
Hodgson, Kennard Co......... 52 52 
Eo Be Prot €Cosc.c.e0 8s dae, Oe 53 
‘PHomas (Lone Coin... sce 50 54 
I, Alberts Sons: Coe... .o..c<50: 49 55 
MES Pasedt Cosson 47 57 
Ripley, Howland Mfg. Co..... 46 48 
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€o., George Mullin, John T. Donnelly, 
Richard O’Donnell, William’ Redmond, 


as 


of the volume a year ago. The total, imports 
of grain, nuggets, etc., for the first three 


Lenox oo. Iry 2 Co Pe > = Henry J. McGrath; Team 2, five silver months of this year. amounted to 31,765 
vp aan wo Aang 41 63 bowls, presented by International Silver Co., ounces, valued at $3,238,913, as compared to 
J. M. "Ke oa Ca i 4] 63. -won by A. Stowell & Co., Albert V. Steeves, 16,350 ounces, valued at $1,625,362, imported 
aa li iil Harold A. Kennedy, Michael H. Kaplan, in the corresponding period of last. year. 


The prizes were awarded as follows: 

First team prize, silver cup to be won three 
times, presented by Gorham Co., won by 
Harkins & Murphy Co. 

High individual pin fall, 7,839, silver cup 
to be won three times, presented by Dominick 
& Haff, won by Samuel M. Robinson, of 
Hodgson, Kennard Co. 

High individual average, 100 39/78, 14 
karat Elgin watch, presented by Elgin Na- 
tional Watch Co., won by Samuel M. Rob- 
inson, of Hodgson, Kennard Co. 

High individual three string total, 376, 


Martin Walsh, William A. Maloney; Team 
3, five belt sets, presented by Bates & 
Bacon, won by D. C. Percival & Co., War- 
ren Donnelly, Lorenz Ernst, Lance Camp- 
bell, Louis Marr, Stuart McKenzie. 

High averages on each team, 14 Moore 
pens, presented by the Moore Pen Co., won 
by: Francis C. Wenz, Shreve, Crump & Low 
Co., 94 8/78, Charles Hoskins, E. B. Horn 
Co., 92; Hugh L. Brown, Thomas Long Co., 
90 73/78; Warren C. Donnelly, D. C. Perci- 
val & Co., 93 8/78; Charles O. Housman, 
Hodgson, Kennard Co., 92 25/63; Harold C. 
Briggs, Smith, Patterson Co., 92 45/63; 
Alfred Armitage, Bigelow, Kennard Co., 
89 52/78; John Ramsay, Ripley-Howland 
Co., 93 56/75; Morris Sheingold, I. Alberts 
& Sons, Inc., 94 58/78; Martin Walsh, A. 








The quarter’s imports of bars, sheets, plates, 
etc., amounted to 3,777 ounces, valued at 
$446,284 this year, against 8,149 ounces, 
valued at $931,938, last year. 

Imports of platinum metals were gen- 
erally larger in March, 1927, than in: March 
last year, with the exception of pal- 
ladium, but the increase in quantity was not 
reflected in import value. For the first quar- 
ter this year imports of osmium and palla- 
dium are much smaller than in the first three 
months of last year, while imports of iridium 
and rhodium, although small, are larger than 
last year. ‘ 

The statistics of imports of platinum and 
platinum metals in March and in the first 
quarter of this year, as compared to imports 
in the corresponding periods of last year, are 
presented below. 


IMFORTS OF PLATINUM AND PLATINUM METALS 


Three Months Ended 


——— ————} 
-—-March, 1927. ——March, 1926-——. —March, 1927—. ——March, 1926—~ 





~( Platinum—troy ounces: Quantity Value Quantity Value Quantity Value Quantity Value 

= Ores of platinum metals ' 

yy Custis CONTEND) occ. i kc tees 16 1,877 were A iotaatnahe 891 92,239 

x Grains, nuggets, sponge } 

e Oe OE a wisin a osine..6-0 20,907 2,119,908 5,366 498,207 31,765 3,238,913 16,350 1,625,362 

Fa Ingots, bars, _ sheets, 

eo. ARIE Cll. ok ed beaaee's 1,597 183,329 2.230 274,432 3,777 446,284 8,149 931,938 

x Tlatinum metals and 

yy rating combinations 

EY thereof: 

>) ROUEN sss ateiesernree vines 106 11,823 36 12,643 560 66,205 393 78,681 

RY Osmium or osmiridium. 991 50,988 364 50,973 1,388 70,590 1,867 291,928 

) i eS ee 47 2,611 763 44,507 505 31,609 1,809 116,408 
Rhodium and ruthenium 322 11,774 148 11,473 505 19,833 483 35,905 








Hearing on Application to Remove 








Stowell & Co., 94 60/78; William F. Red- 
mond, Harkins & Murphy Co., 90 68/48; Ed- 
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SILVER CUP WON BY HARKINS & MURPHY CO. 


Hamilton watch, presented by Hamilton 
Watch Co., won by George C. Mullin, of 
Harkins & Murphy Co. 

Second high individual average, 98 50/75, 
Waltham clock, presented by Waltham 
Watch & Clock Co. won by Louis Mc- 
Kenna, of E. B. Horn Co. 

Third high individual average, 96 61/78, 
Seth Thomas clock, presented by the Seth 
Thomas Clock Co., won by Harry M. Solo- 
mon, of J. M. Kirby Co. 

High individual single string, 144, 14 
karat onyx ring, presented by Ripley, How- 
land Mfg. Co., won by Richard A. O’Don- 
nell, of Harkins & Murphy Co. 

Second high individual three string total, 
363, pair of field glasses, presented by Suss- 
feld, Lorsch & Schimmel, won by Israel 
Rosenberg, of Thomas Long Co. 

Second high individual single string, 141, 
smoke stand, presented by M. D. Arnow, 
won by Albert V. Steeves, of A. Stowell Co. 

Fourth high individual average, 95 22/75, 
silver brush and comb set, presented by 
Webster Co., won by Leroy Clark, of 
Thomas Long Co. 

Fifth high individual average, 95 13/78. 
pair 14 karat links, presented by Shiman 
Mfg. Co., won by Edward P. Austin, of 
M. S. Page & Co. 

Individual prizes for three high teams: 
Team 1, five Clark lighters. presented by 
W. G. Clark Co., won by Harkins & Murphy 


ward Freiman, Lenox Jewelry Co., 91 29/75; 
Phillipe J. Webber, J. M. Kirby Co., 
91 70/78; Richard Palfrey, M. S. Page & 
Co., 91 59/75. 

Five men with the lowest averages who 
have rolled every game, five Waldemar and 
knife sets, presented by J. F. Sturdys’ Sons 
Co.: Frank Lane, 86 34/78; Harrison 
Locke, 86 42/78; Henry Lendman, 86 43/78; 
Herbert Libby, 87 17/78; George (Pop) 
Nicholls, 87 43/78. 








Platinum Imports 





Increase Noted in Shipments of Ingots, Bars, 
etc., During March 

WasuHincTon, D. C., April 29.—A sharp 
increase in imports of platinum in March 
was confined to grains, nuggets, sponge and 
scrap, the shipments of ingots, bars, sheets, 
plates, etc., being slightly smaller than in 
February. Imports of grains, nuggets, etc., 
amounted to 20,907 ounces, valued at $2,119.- 
908, as compared to February imports valued 
at $470,954, and March, 1926, imports of 
5,366 ounces, with a value of $498,207. 

Last month’s imports of ingots, bars, etc., 
amounted to 1,557 ounces, valued at $183,329, 
against February imports of 1,645 ounces, 
valued at $196,854, and imports in March last 
year of 2,230 ounces, valued at $274,432. 

As compared to platinum imports during 
the first quarter of last year, the imports of 
grains, nuggets, etc., in the three-month pe- 
riod ended with March this year, were prac- 
tically double, while shipments of ingots, 
bars, sheets, etc., reached only 50 per cent. 


Canadian Duty on Crude 
Platinum Metals 


WasHincton, April 28—The Canadian. 
Advisory Board on Tariff and Taxation will 
hear an application on May 17 for the re- 
moval of the Dominion’s present duty on the 
importation of palladium, rhodium, ruthe- 
nium, osmium, iridium and platinum sponge, 
when used for manufacturing platinum, | 
platinum wire, etc., the Commerce Depart- 
ment has been advised by American Trade 
Commissioner L. W. Meekins, at Ottawa. 

The hearing before the Canadian board 
will be held at Ottawa. Any change in the 
Canadian duty on platinum metals would ap- 
ply to importations from the United States. 








Jewelers’ Gold Bars Withdrawn and | 
Exchanged at New York 
Week ending April 29, 1927 

Tne U. S. Assay Office reports: 


Gold bars exchanged for gold coin... $1.021,792.62 
Gold bars paid depositors........... 54,194.84 


Total $1,075,987.46 


Of this, gold bars exchanged for gold | 
coins are reported as follows: 





Date Exchanges 
PEN Cb atte coo ive leo eas die eaae $575,162.77 , 
bax Reeser ah hal ae ara ean 81,556.09 
~ 7 a ote aR a rere ra See 163,797.92 
_ ON oti Basta Sialentecietes etane Serer 76,865.74 
- rs Sey ae ae eae equate ote wie maalaters 124,410.10 

BOG \.washewtsacaveusacueures $1,021,792.62 








Charles A. Johnson will open a jewelry 
store at 308 Bush St., Red Wing, Minn. 
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Tennessee Jewelers Meet 


Thirteenth Annual Convention of State Retailers’ Association Held at Nashville, April 
27 and 28—Interesting Addresses and Trade Discussions—New Officers Chosen and 


NasHvitte, Tenn., April 30.—The 13th 
annual convention of the Tennessee Retail 
Jewelers’ Association, held at the Hermitage 
Hotel, here, Wednesday and Thursday, was 
well attended by jewelers from all parts of 
the State and some visitors from without 
the State. The program was replete with 
interest and the entertainment features were 
good. 
Wednesday 

Following registration of members the 
meeting was called to order by President 





S. H. CAYCE, RETIRING PRESIDENT 


S. H. Cayce, Chattanooga, Tenn., who briefly 
welcomed the jewelers and said that the as- 
sociation is making progress. 


OTHER ADDRESSES 

The address of welcome was made by J. P. 
W. Brown, president of the Chamber of 
Commerce, Nashville, and the response was 
given by T. H. McClure, of Chattanooga, 
and visitors were then formally introduced. 
President Cayce made his formal annual 
address and he was followed by E. H. Hugh 
Murray, Pulaski, Tenn., long time secretary 
of the association, who made his report as 
secretary and treasurer. It showed a neat 
balance in the treasury, a few new members 
and a few losses in members, but the total 
about equal to former years. In closing Mr. 


‘ Murray talked on co-operation between re- 


tail jewelers and members of other branches 
of the craft and congratulated the conven- 
tion on its fine atendance and the representa- 
tive character of the program. 

N. B. Shyer, one of the veteran retail 
jewelers of Nashville, was invited to address 
the convention. Briefly and pointedly he ex- 
Pressed the pleasure of greeting so many 
friends in the convention, and stated that 
now as always he stood ready to do anything 





Other Business Transacted 


to further the good of and work in harmony 
with his fellow jewelers. 

W. W. Dupree, of the George T. Brod- 
nax, Inc., Memphis, remarked on trade con- 
ditions in his city. He stated that the Mem- 
phis local association had not been very 
active in two or three years. 

Jack Gates, manager of the Graves-Dix, 
Inc., Memphis, discussed merchandising 
methods. He urged the keeping of stock 
well classified. Mr. Weinstein, retail jeweler 
at Nashville, also spoke on merchandise 
methods. He had something to say about 
watches and watch crystals, the recouping 
of shrinkage in the repair trade profits and 
made some valuable suggestions. 

President Cayce spoke on the relations of 
merchant to merchant and of the merchant 
to the public. 

Before the noon luncheon at the Her- 
mitage Hotel the entertainment program 
that the local jewelers had planned was out- 
lined. It embraced a golf tournament and a 
banquet at the Woodmont Country Club, 
followed by a dance. 


WEDNESDAY AFTERNOON 


In the afternoon, “Co-Operative Christmas 
Publicity” was the subject of a very inter- 
esting talk by Fred Goldner, Nashville. He 
remarked on the passing of the old idea that 
it was not ethical to advertise and advocated 
group advertising at certain seasons of the 
year. He outlined the results of the Christ- 
mas advertising campaign at Nashville. 

“What the National Retail Jewelers’ As- 
sociation Is Doing for the Retail Jewelers” 
was the subject of an eloquent and thought- 
ful address accompanied by facts and figures 
by William Frasier, regional vice-president 
of the A. N. R. J. A., Durham, N. C. The 
research work and its great importance, the 
combination of ethics and quality in the mer- 
chandise plan, organization in the retail trade 
just as other industries have organized, the 
record of work done and the flattering aspect 
of work ahead, the gigantic well directed 
and resultful work of the national advertis- 
ing side, the educational work, the efficiency 
in merchandise efforts; the publicity other 
than printed; theatre and out-of-door pub- 
licity, were all elaborated on. At his close, 
President Cayce extended the thanks of the 
convention to the speaker, and he was re- 
quested to give some information on the 
Platinum Stamping bill, and on other spe- 
cial subjects in which the convention felt 
interest. Mr. Frasier kindly consented to 
do so and occupied a few minutes in the dis- 
cussion. 

Committees were then appointed as fol- 
lows: 

Legislation—Jack Gates, Memphis; R. L. 
Grady, Jackson; Charles Rolfe, Nashville, 
and J. D. Hope, Knoxville. 

Auditing—I. C. Breese, Franklin; E. W. 
Helm, Columbia, and E. S. Clifton, Rogers- 
ville. 

Resolutions—Will W. Dupree, Memphis; 


Fred Goldner, Nashville, and A. H. Ruth, 
Shelbyville. 

By-laws—Fred Goldner, Julius Goodman, 
Memphis; James A. Cayce, Nashville, and 
O. K. Steuer, Memphis. 

National Publicity Henry McClure, 
Chattanooga; Howard Rese, Ira Templeton, 
Chattanooga; James Hope, Knoxville, and 
Gilbert Fox, Nashville. 


Thursday 


The session opened on Thursday at 10 
A. M. with an address on “Truthful Adver- 





W. G. FRASIER, REGIONAL VICE-PRESIDENT OF 
THE A. N. R. J. A. 


tising,” by Jacques Back, Nashville. This 
subject was a continuation of the round- 
table talks by W. W. Dupree and other 
members on the first day. 

“Trade Abuses and How to Correct Them” 
was the subject of a paper by Miss Sadie 
Hartman, secretary of the Associated Re- 
tailers of Nashville. 

“The Making of a Watch,” courtesy of the 
Elgin National Watch Co., Elgin, IIl., a mov- 
ing picture film, was presented by J. B. 
Caughey, factory representative of the Elgin 
watch concern. 

The committee reports embracing resolu- 
tions and recommendations a_ thoughtful 
word for deceased members, etc., occupied 
a half hour at the second day session. They 
became a part of the official minutes. 

The election of officers resulted as fol- 
lows: President, W. W. Dupree, Memphis, 
Tenn.; vice-president, George H. Smith, 
Knoxville, Tenn.; vice-president, E. S. 
Clifton, Rogersville, Tenn.; secretary- 
treasurer; E. H. Murray, Pulaski; directors, 
S. H. Cayce, Chattanooga; W. W. Benz, 
Nashville; A. H. Ruth, Shelbyville; C. C. 
Breece, Franklin; D. A. Pleas, Morristown ; 
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J. W. Gates, Memphis, and D. M. Meeker, 
Dyersburg. 

Representatives to the national conven- 
tion, W. W. Dupree, Memphis, new presi- 
dent-elect, and the secretary, EF .H. Murray, 
Pulaski. 

There had been considerable discussion as 
to the next convention city. Several Ten- 
nessee cities wanted the meeting. Memphis 
was selected. Mr. Gates and Mr. Logsden 
gave the invitation. 

A question box and informal discussion 
ed by William Frasier, regional vice-presi- 
dent of the A. N. R. J. A., Durham, N. C., 
was a further event of the morning and quite 
interesting, affording opportunity to get the 
information that the merchant desires. 

The delegates met on the Capitol Boule- 
vard at 2 p. Mm. and took an automobile 
trip to interesting historical points that 
abound in Nashville and to the golf tourna- 
ment at the Woodmont Country Club. Sev- 
eral of the members were accompanied by 
their wives and daughters, and for these a 
bridge party was given in the loggia of 
Hotel Hermitage on the first afternon, with 
prizes by the Nashville jewelers. 

There were good exhibits in the conven- 
tion hall by the Young-Neel Co., whole- 
salers of Nashville; the Dennison Mfg. Co. 
and the John S. Milam Optical Co., the last 
named also a Nashville firm. The Dennison 
exhibit covered attractive displays, cases and 
cartons. 

The time of the next annual meeting will 
be left open, pending announcement of dates 
of other conventions. 








Wholesalers Meet in June 





Arrangements Being Perfected for Entertain- 
ment of Delegates to Annual Convention 
of National Wholesale Jewelers As- 
sociation at Providence, R. I., 
on June 6, 7 and 8 


ProvipENCE, R.1., April 30.—The conven- 
tion publicity committee appointed by the 
New England Manufacturing Jewelers’ and 
Silversmiths’ Association to co-operate as 
other committees from the association will, 
with the National Wholesale Jewelers’ 
Association in arranging for the annual 
convention to be held in Providence, at the 
Biltmore Hotel, on Monday, Tuesday and 
Wednesday, June 6, 7 and 8, is sending out 
a circular letter to all the members of the 
Manufacturers’ Association and others call- 
ing attention to the coming convention and 
urging full attendance and support at the 
several business sessions as well as the 
social features. 

Adopting the policy that it followed on 
the occasions of the annual conventions 
here a few years ago both of the Whole- 
sale Jewelers’ Associations and of the Re- 
tailers’ Association, the local association 
has left the selection of subjects to be dis- 
cussed and the business to be transacted en- 
tirely with the officers and committees of 
the convention association. Its efforts have 
been and will be directed to the social or 
entertainment features and these have not 
yet been fully completed as the local asso- 
ciation has waited until the business pro- 
grams were arranged. This has somewhat 
retarded the local arrangements. 
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Today, in addition to its circular letter, 
the Publicity Committee, which consists of 
Lawrence J. Walsh of J. F. Sturdy Sons 
Co., Attleboro; Frederick A. Ballou, Jr. of 
B. A. Ballou & Co., Inc., Providence, and 
Edward H. Cummings of the General 
Chain Co., Providence, has announced from 
President Archibald Silverman, the appoint- 
ment of the following committees: 

Registration—Albert B. Lemon of E. L. 
Logee Co., Providence; Stuart E. Brown, 
of Brown & Dean Co., Providence; Ber- 
tram J. Drabble of the LaSalle Ring Co., 
Providence; Harold R. Johnson of O. R. 
Johnson & Co., Auburn, R.I.; Morgan W. 
Rogers of Parks Bros. & Rogers Co., 
Providence; George Weller of the Mason 
Box Co., Providence; Walter Wood of 
Comstock & Wood Co., Providence. 

Pomham Dinner Committee—Joseph F. 
Rioux of Bliss Bros., Attleboro; Stephen 
H. Garner of Leach & Garner Co., Attle- 
boro; Lawrence E. Baer of Baer & Wilde, 
Attleboro; Wallace D. Kenyon of the 
Webster Co., North Attleboro; Victor H. 
King of Ostby & Barton Co., Providence; 
Ellis W. MacAllister of Irons & Russell 
Co., Providence; Charles A. Mealey of the 
Hadley Co., Providence; Paul B. Paris of 
Cohn & Rosenberg, Inc., Providence; Ed- 
mund T. Sommer of J. J. Sommers Co., 
North Attleboro, and Herbert K. Sturdy of 
J. F. Sturdy & Sons Co., Attleboro. 

Monday morning will be devoted to regis- 
tration and getting-together with a short 
business session for organization with busi- 
ness session in the afternoon. There will 
also be business sessions on Tuesday and 


‘Wednesday mornings. The social event for 


Monday evening has not yet been worked 
out but will be announced later. Tuesday 
afternoon there will be a golf tournament 
at one of the near-by country clubs under 
the auspices of the Manufacturing Jewelers’ 
Golf Association, which, on this occasion 
will hold its opening tournament of the sea- 
son. This will be followed by a dinner 
at the clubhouse and suitable trophies will 
be awarded to the players, both in the 
guests and membership classes. 

Wednesday afternoon a Rhode Island 
shore dinner will be served at the famous 
Pomham Club, with games and other fea- 
tures in the evening. The details of these 
affairs are now being perfected. In addi- 
tion to the first circular letter that is being 
sent out at this time by the publicity com- 
mittee, nearly 100,000 of the artistic stick- 
ers for placing on letters and packages, 
have been distributed to the members of 
the association and are being generally 
used. Those desiring stickers may obtain 
them by communicating with Woodward 
Booth, secretary of the Manufacturers’ 
Association, Room 209 Biltmore Hotel, 
which with 211 is the headquarters of the 
association. 

These rooms have been arranged for the 
convenience of the members of the associa- 
tion while a separate room is for the 
accommodation of buyers visiting this city, 
manufacturers and others for making 
appointments, holding conferences and for 
meetings of committees and other activities 
connected with the jewelry industry, 








Hawks & Frantz is the successor to D. P. 
Hawks, Seattle, Wash... - REAR 
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Married Fifty Years 


Mr. and Mrs. August Oppenheimer, New 
York, Celebrate Golden Wedding Anni- 
versary and Receive Many 
Congratulations 





Fifty years of married life was celebrated 
last Monday by August Oppenheimer, head 
of the firm of Oppenheimer Bros. & Veith, 
diamond importers, 527 Fifth Ave, New 
York, and his wife. Mr. Oppenheimer 
marked the event by taking the day off and 
while at home, received a great many mes- 
sages of congratulation. One of the mes- 
sages was in the form of a telegram coming 
from the National Jewelers Board of Trade 
of which Mr. Oppenheimer was at one time 
president. 

Mr. Oppenheimer was married on May 2, 
1877, in New York to Frances Meyers. He 
came into the jewelry business about 65 
years ago and has been associated with the 
industry ever since. He was born in Ger- 
many and was educated in Europe. 

He came to the United States when a 
young man and became connected with the 
firm of Hirsch & Oppenheimer, who were 
then engaged in the watch and jewelry busi- 
ness. Seligman Oppenheimer, a member of 
Hirsch & Oppenheimer, was a brother of 
August Oppenheimer and during his early 
connections with this concern Mr. Oppen- 
heimer travelled in their interest. Later, he 
became a partner in the business and the 
firm thereafter became known as Oppen- 
heimer Bros. & Hirsch. The firm then car- 
ried watches, jewelry and diamonds and 
when the business later was changed to Op- 
penheimer Bros. & Veith, they went into the 
diamond and precious stone business exclu- 
sively. 

Mr. Oppenheimer is affiliated with a great 
number of organizations in the trade and 
at the present time is president of the Jewel- 
ers Protective Union, and a director of the 
Jewelers Safety Fund Society. He was at 
one time president of the National Jewelers 
Board of Trade and is also now a director 
of the Maiden Lane Savings Bank and of 
the Maiden Lane Safe Deposit Vaults. 

The telegram received from the Board of 
Trade reads as follows: 

“The officers and directors of the National 
Jewelers Board of Trade extend heartiest 
congratulations on your Golden Wedding 
day. The privilege of enjoying such an 
event comes into the lives of but few people 
and as you celebrate your 50th anniversary, 
it is our sincere wish that you may enjoy 
many added years of health, happiness and 
prosperity.” 








After a short experiment extending over 
a period of two months the South African 
custems department has rescinded the regula- 
tion prohibiting the importation of articles by 
letter post. Assistant American Trade Com- 
missioner William L. Kilcoin, at Johannes- 
burg, reported to the Department of Com- 
merce last week that the change in attitude 
on the part of the customs officials was 
brought about by the vigorous protests of 
jewelers and importers of small articles who 
pointed out the difficulties caused by the pro- 
hibition. The principal complaint of the 
jewelers and others was that denied the 
privilege of importation by. letter.post-smal- 
parcels of value could not be registered. 
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Howard Wateh 


Goes on the air! 


At 9 P.M. on Tuesday, April 5th, a radio announcer 
in New York gave the following message to millions 
of radio listeners: | 
“Tonight we inaugurate a new service— that of giving 
you the exact time by radio—through the courtesy 


of the Howard Watch Company, makers of fine 


American watches. 


“Through this service, you may accurately check 
your watches and clocks at or about nine o’clock 
Eastern Standard Time every weekday evening, and | 
at or about nine fifteen o’clock—on Sunday evenings. | 


* Here is tonight’s announcement. Are you ready? 
“It is now exactly 9 o’clock—no minutes and 30 


seconds by the Howard Watch.” 


These Howard Watch time announcements are being 
sent to millions of radio listeners from the follow- 


ing stations: 


WEAF WEEI WJAR WRC 


New York Boston Providence Washington 
WCAE WTAM WWJ WSAI 
Pittsburgh Cleveland Detroit Cincinnati 
KSD WOCe® WDAFo WGY 
St. Louis Davenport Kansas City Schenectady 
WFI_-WLIT WMAQ e& 
Philadelphia Chicago 


(1) Every night on alternate months (2) Silent Monday nights 
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‘Bes new service to the public is established as a 
fixed Howard policy which will be of unlimited value 
to the jeweler who handles Howard Watches. 


Think of the millions of men going into their 
pockets every night to compare their watches with 


the Howard! 


Think of these millions of men hearing “‘ Howard.,””’ 
“Howard,” “Howard” night after night! 


And think of the millions of men—many of them 
coming into your store as the days and weeks go 
by—who will think Howard whenever fine watches 


are spoken of ! 

If ever there was an opportunity to increase sales, 
this is it! 

And certainly your own assortment of Howard 


Watches should be broad and representative. Your 
jobber is ready to supply you at short notice. 


tHE 


HOWARD 


WATCH 


THE KEYSTONE WATCH CASE COMPANY 
Established 1853 
Riverside, N, J. 


(3) Alternate nights (4) Mon., Wed., Fri. nights 
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What They Want When They’re “On Their Toes” 


We are constantly on our toes, putting 


Have you ever observed that sculptors 
express aspiration and high determination 
by representing their subjects in an attitude 
“on their toes”? .... When he is ready for 
The Ring, mark well, he is mentally “on 
his Toes.” 


Yet, many a false step is made by standing 
still, Sales movement with wedding rings 
demands more than glimpses of creation 
that intrigue the eye. That enlivening 
sales touch must be present—that sure 
relief from monotonous conformity to 
tradition. 








liveliness—and_ therefore attractiveness— 
into our creations. Here, then, is authority 
in fashioning rings that keeps the Style 
within the bounds of good taste, together 
with a superiority of handicraft that keeps 
the Style within the ring. 


Skilled craftsmen, aided by modern and 
complete equipment, impart a character to 
these rings that subtly conveys the desired 
mental impression. A little pep in your 
step now will secure the business of those 
“on their toes.” 


The symbol depicted in each corner is your assurance— 
the mythological mark enshrined in primitive lore and 
romance—representing “S” that represents reliance su- 
preme. Look for this symbol in the ring. 


Your Jobber is “On His Toes”, too, Ready to Help You 


A. SUDEROV 


“Mountings That Mount to Greater Achievement” 


71 Nassau Street 








MANUFACTURING JEWELER 
IMPORTER OF DIAMONDS 


NEW YORK 








Copyright, 1926, by A. Suderov, New York City 
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Chicago Jewelers Discuss Crime 





Great Dinner at Palmer House Addressed by Members of the 
Crime Committees, Prosecuting Officials, Judges and Others 


Cuicaco, April 27.—One of the most rep- 
resentative gatherings of jewelers ever held 
in Chicago attended the April meeting of 
the Chicago Jewelers’ Association held last 
night in the Red Lacquer room of the 
Palmer House. It had been announced that 
the meeting would be turned over to the 
Good and Welfare Committee for a general 
report of their activities and a discussion 
of the crime situation. About 175 jewelers 














S. Y. BALL, PRESIDENT 


were present and every moment was an in- 
teresting one from the time the first course 
of the menu was served until the last talk 
had been made. 

President Sydney Y. Ball called the meet- 
ing to order shortly after 8 o'clock and 
briefly told of the object of the meeting and 
congratulated the organization upon having 
the service of Albert Ellbogen and his com- 
mittee. He then turned the meeting over to 
Mr. Ellbogen. Mr. Ellbogen noted the 
progress they had been able to make 
through the consistent co-operation of courts 
and enforcing officers. He submitted figures 
to show the relief that has been secured to 
the trade since the committee began to func- 
tion. During the past seven months the 
value of jewelry secured in hold-ups has not 
exceeded $50,000, while only a few years ago 
the value in one year exceeded $1,000,000. 
Credit for this was given to the breaking 
up of one band that has operated here for 
several years. 

Mr. Ellbogen then spoke of the work being 
done in New York and the co-operation that 
has existed between the organizations of 
the two cities. He stated that the chairman 
of the Jewelers’ National Crime Commit- 
tee of New York was present, but needed 
little introduction to a gathering of this 
kind, and presented Otto D. Wormser. 

Mr. Wormser first expressed the regret 
of Richard C. Murphy, of New York, who 
expected to be present. As attorney for the 


committee he was detained on a case on trial. 
The speaker said their first work was to 
arouse the public to resent the crime condi- 
tion instead of accepting it as a matter of 
course. He told of their success and stated 
that the committee had the hearty co-opera- 
tion of 450 subscribers. It was the opinion 
of Mr. Wormser that if the “fences” could 
be eliminated there would be few hold-ups, 
and efforts should be directed to that end. 
In closing he thanked Chicago for the co- 
operation they had received from this city 
and assured the local committee of New 
York’s hearty co-operation. 

Chairman Ellbogen then asked Francis V. 
Healy, of Goldman, Allshouse & Healy, at- 
torneys, to come to the speakers’ table and 
tell of the experiences he and the commit- 
tee had had in their efforts to apprehend 
and prosecute criminals operating in the 





ALBERT ELLBOGEN, CHAIRMAN 


jewelry field. Mr. Healy took up several of 
the most prominent cases and gave complete 
details to show what difficulties confront the 
committee in these cases. He pointed out 
that the greatest difficulty is to get witnesses 
to appear. Mr. Healy’s talk was most in- 
teresting from start to finish, and he received 
many compliments for the comprehensive 
manner in which he presented the story of 
the committee’s activities. He complimented 
the police officers and the representatives of 
the States Attorney’s office who have as- 
sisted in the work. 

Deputy Superintendent of Police Mc- 
Dowell then made a short talk which he 
prefaced by extending greetings on behalf 
of Chief Mike Hughes, recently appointed 
as head of the police department, and stated 
that he was authorized to assure the jewelers 
of complete co-operation. He mentioned 
several cases the prosecution of which failed 
through the inability to secure the appear- 
ance of witnesses who had been either 
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bribed or intimidated by the defendants. 
Hon. George Gorman, first assistant 
State’s Attorney, was the next speaker, and 
received special attention from Chairman 
Ellbogen in his introduction. Without de- 
preciating in any degree the assistance re- 
ceived from other enforcing and prosecuting 
sources, Mr. Ellbogen feels that to Mr. 
Gorman is due the great credit for the as- 
sistance given in the prosecution of criminals 
working in the jewelry field. He has never 
been too busy to give the jewelry commit- 
tee or its representatives an attentive hear- 
ing, and in every case assigned the attorney 
of their choice to handle a prosecution. 
Mr. Gorman talked in a very interesting 
way about the business of the State’s Attor- 





0. D. WORMSER, CHAIRMAN JEWELERS’ 
NATIONAL CRIME COMMITTEE 


ney’s office and told of the difficulties they 
encountered in prosecution work. He said 
that one reason he had co-operated so 
heartily with the jewelry trade was be- 
cause when a case was brought to his office 
by the Good and Welfare Committee of the 
jewelry trade he was assured of intelligent 
co-operation in the case, knew the case 
would be well prepared as to evidence and 
witnesses present. 

He complimented the committee and their 
attorney, Francis V. Healy, for their intelli- 
gent and earnest work and gave it as his 
opinion that their efforts would greatly re- 
duce crime against the jewelry trade. 

Judge William J. Lindsay, Chief Justice 
of the Criminal Court of Cook County, ex-- 
plained the position of judges in the ma- 
chinery that works for justice in a com- 
munity. He said that often justice failed 
because of the trial procedure provided for 
in the criminal code and urged the jewelers 
to get back of the movement to revise the 
criminal code as proposed in the present 
State legislature. In closing he compli- 
mented the jewelers in securing the service 
of Francis V. Healy to prepare and prose- 
cute their cases and said they had chosen 
wisely when they selected him. 

Chairman Ellbogen then stated that the 
meeting would hear from the jewelry trade’s 
own “Big Bill.” William Schlossman came 
to the front and, without any preliminary 
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Vacheron & Constantin 


CELEBRATED WATCHES 


gro" * Roy, 


C s 
OnstaN® 


WIN AGAIN 


ANNUAL GENEVA OBSERVATORY CONTEST 
1926— 1927 


Receiving the 


GREATEST NUMBER of FIRST PRIZES 


In Competition for Pocket Watches 





For Single Watches 
First Prize—2 Second Prizes 


For Series 
First Prize 


SPECIAL PRIZES 
For Mean Daily Variation 


The Only First Prize 


For Average Running 


The Only First Prize 


All of the watches receiving the above prizes were of the regular pocket sizes. 





Sole General Agents for United States and Canada 


EDMOND E. ROBERT, Inc. 


3 Maiden Lane New York City 
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remarks, asked a rising vote of all those 
present who favored a continuance of the 
work. 

The vote being unanimous, he then stated 
he would have them prove it and asked who 
would be the first to give $1,000. Quick as 
a flash came a response from H. Paul Juer- 
gens that Juergens & Andersen Co. would 
give the first $1,000. Charles Gustafson an- 
nounced C. H. Knights-Therale would add 
$200 to their original subscription. Other 
donations of $1,000, $750, $500 and down to 
$50 each were announced in rapid succession. 

Up to this time subscriptions approximat- 
ing $12,500 had been received. The goal 
set is $25,000, and as a number of whole- 
salers and manufacturers have not yet sub- 
scribed it is believed the amount will be 
reached. 








Hold Meeting and Dinner 
Members of Greater Chicago Retail Jewelers 
Assn. Attend Interesting Session and 


Are Addressed by New President 


Cuicaco, April 29.—If there had been any 
doubts as to the interest of the jewelers in 
Chicago in the new organization known as 
the Greater Chicago Retail Jewelers’ Asso- 
ciation, it was dispelled by the attendance 
and interest at the mass meeting held last 
night in the main dining room of the 
Y. M. C. A. building when nearly 200 were 
present for the dinner and business sessions. 

After dinner and over cigars, secretary- 
treasurer Herman C. Stern called the meet- 
ing to order and after a few brief remarks 
of welcome announced that A. J. Kirchberg, 
president, had resigned his office at the last 
meeting of the Board of Directors, on ac- 
count of not having sufficient time to give to 
the welfare of the association, and that the 
members of the board elected William Gib- 
son, of Cole & Young, to succeed him. He 
then introduced Mr. Gibson. 

Mr. Gibson gave a very interesting ad- 
dress, saying he had just returned from 
Detroit where he had attended the organiz- 
ing of the Mutual Credit Jewelers’ Associa- 
tion. He said he had visited some of the 
retail stores in that city and briefly told of 
how some of these stores operate. He sug- 
gested that retailers of Chicago go into gift 
wares if they had not done so already, and 
told of the success his firm had had in 
doing extensive advertising. 

Following President Gibson’s talk, Secre- 
tary H. C. Stern was called on to read the 
minutes of the last meeting. These were 
approved as read. He also read several let- 
ters that had been received from various 
organizations throughout the country com- 
plimenting them on their new association 
and wishing them success. 

Following Mr. Stern’s reports, the presi- 
dent called on L. G. Hughes, to read the 
Constitution and By-Laws that had been 
drafted by members of the committee and 
were up for adoption. After a few changes 
they were accepted as read. 

Flint Grinnel, manager of the Chicago 
Better Business Bureau, told what is being 
done by the Bureau and asked that they be 
allowed to co-operate with the association 
in ridding the city of false jewelry adver- 
tising, “fake” auctions and unethical business 
methods. He invited the association to ap- 
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point a committee that they could confer 
with from time to time. Mr. Grinnel’s talk 
was most interesting and he received a 
hearty applause of appreciation. 

A. M. Hirsch, first vice-president of the 
organization was then called on to give his 
report of the meeting held between their 
Board of Directors and the wholesale and 
manufacturing jewelers of Chicago. These 
two meetings were recently held for the 
purpose of co-operating with one another for 
the betterment of business. 

At the completion of Mr. Hirsch’s talk, 
Harry Stout, Springfjeld, Ill., president of 
the Illinois Retail Jewelers’ Association, was 
introduced. He expressed his good wishes 
to the organization and invited all present 
to attend the 20th annual convention of the 
Illinois Retail Jewelers’ Association, which 
will be held at LaSalle, Ill, on May 2 
and 3. 

President Gibson then decared the business 
meeting closed and opened it for discussions. 
Many of the retailers present as well as 
wholesalers took the floor and gave short 
talks for the bettering of the jewelry in- 
dustry in and near Chicago. Out of these 
talks it is believed that a better understand- 
ing prevails between the wholesalers and 
retailers and a great deal has been 
accomplished. 








Death of Charles E. Hansen 


Manufacturing Jeweler and Inventor of 
Jewelry and Alloying Processes a 
Victim of Heart Trouble 
Provipence, R.I., April 30.—Funeral 
services for Charles Emanuel Hansen, 
manufacturing jeweler, inventor of jewelry 
and alloying processes, and active as a 
teacher in the Jewelry and Silversmithing 
Department of the Rhode Island School of 
Design, during its earliest days, and 
familiarly known to many in the craft. 
were held Thursday afternoon at 12:30 
o'clock. Burial was at the North Burial 
Ground, following the rites at the Trinitv- 
Union Methodist Episcopal Church. He 
died suddenly from heart trouble last Mon- 

day, at his home 45 Mawney St. 

Mr. Hansen was in his 70th year, having 
been born in New York City in 1858, and 
received his early educational training in 
that city, following which he entered the 
husiness world by taking employment at a 
jewelry concern. Later he became a manu- 
facturing jeweler and developed a _ con- 
siderable business so that in 1893 he was 
recognized as one of the largest diamond 
mounting jewelers in New York. After 
a while he came to Providence to accept 
an advantageous offer from the Gorham 
Mfg. Co., as overseer of gold work for that 
concern, which position he held for seven 
vears, before resigning to go into business 
for himself again. 

In May, 1908, the new venture was 
launched under the firm style of Hansen, 
Follis Co. A new company was later 
formed under the name of Hansen-Bennett 
Co., which was later removed to Attleboro. 
where, soon afterwards Mr. Hansen severed 
his connection. 

After that Mr. Hansen was employed by 
local factories and also by the Shepard 
Mfg. Co., of Melrose Highlands, Mass.. 
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where he remained until August, 1913, 
when he interested outside capital and 
formed the Hansen Co. in this city, which 
was incorporated under the laws of Rhode 
Island with an authorized capital of 
$50,000. About a year later Mr. Hansen 
withdrew from active connection with the 
business, 

In the meanwhile he had been engaged 
from the opening of the department as an 
instructor in the Jewelry and Silversmith- 
ing Department of the Rhode Island 
School of Design and had been devoting 
considerable time and study to various 
alloys for the jewelry industry. For sev- 
eral years he manufactured an alloy which 
he called “platinide” which he sold to 
various manufacturers, and also manufac- 
tured a small amount of handicraft jewelry 
in a small shop in the basement of his 
home. He then formed a partnership with 
Samuel E. Bolles. In November, 1924, the 
business was removed to its present loca- 
tion, on Mason St. This business was re- 
cently dissolved as a corporation. 

On March 9, 1921, the Platinide Co. was 
incorporated under the laws of Rhode 
Island with an authorized capital consist- 
ing of 500 shares of common stock without 
par value to take over the “platinide” busi- 
ness that Mr. Hansen had been conducting 
from his home. Mr. Bolles was elected 
president and Mr. Hansen secretary and 
treasurer, and began the manufacture of 
white gold and alloy in large quantities. 

He was a member of the Providence 
Chamber of Commerce, the Kiwanis Club, 
the Rotary Club and other commercial 
organizations; was a member of Nestell 
Lodge of Masons and of the Tall Cedars 
of Lebanon. His widow, Mrs. Mary N. 
(Gurnett) Hansen and six children, survive 
him. 








Death of Albert L. Fleckhamer 

Provipenck, R.I.. April 30.—Funeral 
services were held Thursday afternoon for 
Albert Louis Fleckhamer, office manager for 
D. M. Watkins Co., manufacturers of 


jewelers’ findings, corner of Pine and Fos- 


ter Sts., with which concern he had been 
associated for fifteen years. Mr. Fleckhamer 
died on Monday in his 39th year, follow- 
ing an operation at the Rhode Island Hos- 
pital several weeks ago. The services were 
held at the Graham home, 571 Broad St., at 
1 o'clock, with burial at the North Burial 
Ground. The services were attended by the 
employes of the firm in a body, the plant 
being closed during the funeral hour. 

Born in this city on June 6, 1888, Mr. 
Fleckhamer received his education in the 
public schools and entered Brown Univer- 
sity with the class of 1910, but left college 
before the completion of his course to accept 
a position as screw machine draftsman with 
the D. M. Watkins Co. and rose to the 
position of superintendent about five years 
and a half ago. 

Mr. Fleckhamer was actively identified 
with Redwood lodge of Masons, Providence 
Royal Arch Chapter of Masons, and the 
Order of Eastern Star and with Eagle lodge, 
Independent Order of Odd Fellows. He 
was the son of Albert J. and Nellie G. 
Fleckhamer, who survive him with his 
widow, nee Mary E. Ralph and a nine-year- 
old daughter. 
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The Metropolitan Museum of Art 
Announces the Publication of 


AMERICAN SILVER OF THE 
XVII AND XVIII CENTURIES 


by 
C. Louise Avery 





For Dealers and Collectors 


This admirable study, clearly and concisely written, 
of the history, technique, and forms of Colonial silver 
plate, is generally conceded to be a standard work on 
the subject, and is therefore of the utmost value as an 
authentic guide in purchasing and collecting. It con- 
tains as well a list of the foremost Colonial silver- 
smiths, an outline of their lives, and a description of 
their hall-marks. The second half of the book is a 
carefully annotated catalogue of the famous Clear- 
water Collection of American silver in the Museum. 
141 beautiful half-tone illustrations, 216 pages. 


$5 bound in paper, $6 in boards, postage 10c. 


Orders and Inquiries should be addressed to 
The Secretary, The Metropolitan Museum of Art, New York City 














MIKIMOTO PEARLS 


(Round Cultured Pearl) 


Mikimoto Pearl Necklaces 


K. MIKIMOTO 
535 FIFTH AVENUE, 
NEW YORK 


Pearl Culture Farms: 


GOKASHO BAY 
AGO BAY 
OMURA BAY 
NANAO BAY 
ISHIGAKIJIMA, RIUKIU 
PALAO ISLAND 


Offices: 
TOKIO—GINZA 
O8AKA—AWAJLMACHI 
LONDON—DIAMOND HOUSE 
HATTON GARDEN, E. C. 1 




















Always Reliable 
Gold Alloys and Solders 


Alloys for bluish-white gold, the color 
that is so desirable; and the color holds. 
Alloys for green gold that will please 
you. @Solders for white gold, green 
gold and for yellow gold—in 1-dwt. 
pieces, distinctly marked to avoid mis- 
takes at the bench. Solders are strong, 
easy to handle, and the colors are 
good and permanent. 


Write for Complete Information. 


THE S.S. WHITE DENTAL MFG CO. 
INDUSTRIAL DIVISION 


152 W. 42nd Street New York, N. Y. 


FACTORY ADDRESS 
Prince Bay, Staten Island, N. Y. 





We Buy Sweeps, Scraps and Waste Materials 
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EMIL AUGENSTEIN 


(Diamond Setter) 


Announces 


the opening of a first class workshop for 
setting— 


Diamonds — Emeralds 


and all kinds of fancy stones. With his 
twenty years’ experience he is capable of 
turning out the best of workmanship. 


36 West 47th St. New York City 


(Room 1101) 


( 











Practical Course in Adjusting 


a review of the laws governing the motion of the balance 
and balance spring in watches and chronometers, and appli- 
cation of the principles deduced therefrom in the correction 
of variations of rate arising from want of isochronism, 
change of position and variation of temperature. 


Elucidated and Demonstrated 
by original experimental researches in the actual problem, 


showing the causes that are operative in the variation of 


rate, and leading to correct remedies. To which have been 
added chapters on 

How to make a balance arbor with modern appliances; 
how to clean a watch properly; and, the lever escapement 
—some current defects in it and how to remedy them. 


By THEO. GRIBI 
Price $1.50 


THE JEWELERS’ CIRCULAR PUB. CO. 
11 John St., New York 
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Kansas Jewelers Hold Convention 


Enthusiastic Meeting at Topeka, April 25, 26 and 27—Golf Tournament on Monday— 
Addresses and Discussions Features of Tuesday and Wednesday Sessions—Officers 
Re-elected—Banquet Tuesday Evening—Kaw Krows Night 


ToreKA, Kans., April 28—From an edu- 
cational viewpoint, the 22nd annual conven- 
tion of the Kansas Retail Jewelers’ Associa- 
tion, which adjourned here Wednesday 
night, set a new high mark for future of- 
ficials to shoot at. Floods in southern and 
southeastern Kansas cut down the attend- 
ance somewhat, but about 100 jewelers and 
“Kaw Krows,” the commercial representa- 
tives calling on the jewelry trade, were in 
attendance. 

The association members were so well 
pleased with the program and management 
of association affairs generally that they re- 














V. W. HUFFMAN, RE-ELECTED PRESIDENT 
elected all the old officers for another year. 
V. W. Huffman, Herington, president ; John 
A, Davis, Topeka, vice-president, and H. J. 
Tholen, Hays, secretary-treasurer, are the 
officers of the association. 

Jewelers and Kaw Krows began arriving 
in Topeka Monday morning. A golf tourna- 
ment Monday afternoon, with valuable tro- 
phies and prizes offered by the Kaw Krows, 
through the courtesy of the manufacturers 
and wholesalers serving this territory, at- 
tracted 35 “sweetshooters.”’ 

President Huffman won the championship 
cup. Charles W. Green, of Junction City, 
won second place and a loving cup... Third 
prize, an ancestral sandwich tray, went to 
W. G. Glick, also of Junction City. Mr. 
Green continued his winning streak by mak- 
ing the greatest number of holes in par and 
receiving as reward a beautiful hand-tooled 
leather golf bag. A. J. Geiger, of Sabetha, 
won the consolation prize. H. Whitney, 
Kansas City, made the low medal score for 
a player not a jeweler, winning a miniature 
golf bag and machie-niblick ice-tea spoons. 

Monday evening a dinner was enjoyed at 








the Hotel Jayhawk, where convention head- 
quarters were maintained. 


Tuesday 


The program proper began Tuesday morn- 
ing at 10 o’clock, when President Huffman 
called the meeting to order and introduced 
Earl Brown, secretary of the Chamber of 
Commerce, who delivered the address of 
welcome. E. W. Carruth, Herington jewel- 
er, responded and paid tribute to the efforts 
of President Huffman and Secretary Tholen 
to make the Kansas association one of the 
outstanding trade organizations in the mid- 
dle west. He also excused the rather small 
attendance at the convention, saying that in 
these days when bandits were operating with 
alarming boldness in Kansas and Oklahoma, 
it was expecting quite too much of retail 
jewelers in small towns to leave their valu- 
able stocks. 

Secretary Tholen made a brief report, 
showing the progress of the association dur- 
ing the past year. Thirty-five new members 
were added and a great deal of association 
business transacted. About 2,000 letters on 
various subjects were sent to members of 
the association during the year, according to 
Mr. Tholen. These letters had to do with 
legislative matters, educational topics, win- 
dow displays and similar matters. 

Pryor Irwin, merchandising specialist of 
the extension department of Kansas Univer- 
sity, delivered three addresses Monday. All 
were upon topics closely allied with the 
jewelry trade, and members of the associa- 
tion were unanimous in declaring that his 
series of lectures were instructive and alone 
worth the cost of attending the convention. 
His subjects were: ‘Planning for More 
Business,” “How Far to the City Limits,” 
and “The Master Salesman, or Getting Re- 
turns from Advertising Expenditures.” 

Prof. Irwin told the jewelers that the day 
has long since passed when any merchant 
can sit idly in his store and wait for busi- 
ness to come. He must go after business, 
meet competition on its own grounds, and 
use advertising facilities of their towns to 
attract the customers who buy jewelry. He 
declared that the jewelry trade cannot ex- 
pect to make adequate profits with a turn- 
over of only 0.8 annually, as shown by the 
Harvard Research Bureau and other sta- 
tistical reports. 

“Wise planning, good salesmanship and 
proper advertising will lift the jeweler out 
of his ‘slough of despond’ and put him on a 
more even basis with other lines,” Prof. 
Irwin said. “While planning for more busi- 
ness, why not also plan for some profits.” 


TUESDAY AFTERNOON 


At the afternoon session Tuesday, Ed B. 
Fanske, Pierce, Nebr., secretary of the Ne- 
braska Retail Jewelers’ Association, told the 
convention that a reputation as a price cut- 
ter was easy to obtain but hard to live down. 


He said this was the worst thing a jeweler 
could fasten onto himself, since his custom- 
ers could rarely be educated back to paying 
fair prices to him once he reformed and 
tried to make money out of his business. 

One of the important things accomplished 
by this association, according to Mr. Fanske, 
was the putting out of business of slot ma- 
chines which dispensed cheap jewelry. A 
law was enacted which permits a jeweler to 
sell watches left for repairs if the owner 
does not call for it within a year. 

Mr. Fanske told of the reaction upon the 
jewelers of Nebraska’s famous marriage 





H. J. THOLEN, SECRETARY 


bans law, which required a 10-day notice 
posted in the courthouse before young 
couples were permitted to marry. Theo- 
retically this was a good law, he said, and 
would probably have worked if surrounding 
States had followed suit with similar stat- 
utes. As it was, couples went to other 
States and were married. They purchased 
wedding rings, and often other necessities, 
such as household furnishings, where they 
were married. The jewelers succeeded in 
getting the 10-day clause eliminated from 
the Nebraska law and now are enjoying a 
trade in wedding rings denied them while it 
was in force. 

Pure advertising laws which carry heavy 
penalties for merchants who run misleading 
advertisements in newspapers or other pub- 
lications were enacted in Nebraska largely 
through the efforts of the N. R. J. A., ac- 
cording to Mr. Fanske. Jewelers in his 
State have also popularized the slogan: 
“Buy Jewelry in the Jewelry Store,” he said. 

In closing his address, Mr. Fanske urged 
every retail jeweler to carry his insurance 
in the Jewelers’ Mutual. 
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Practical Course in Adjusting 


a review of the laws governing the motion of the balance and balance spring 
in watches and chronometers, and application of the principles 
deduced therefrom in the correction of variations of rate 
arising from want of isochronism, change of position 
and variation of temperature. 


Elucidated and Demonstrated 


by original experimental researches in the actual problem, showing the 
causes that are operative in the variation of rate, and leading to 
correct remedies. To which have been added chapters on 
HOW TO MAKE A BALANCE ARBOR WITH MODERN APPLI- 
ANCES; HOW TO CLEAN A WATCH PROPERLY; AND, THE 
LEVER ESCAPEMENT—SOME CURRENT DEFECTS IN IT AND 
HOW TO REMEDY THEM. 


By THEO. GRIBI 
Price $1.50 
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iss DAML CHICAGO, ILL. 


MAX HIRSCH 


IMPORTER of WATCHES 
“ORGANIZED FOR SERVICE—MAINTAINED BY SERVICE” 


I am organized to foster friends; to make them grow stronger day by day. Other friendships 
may decline, mine grows because I promise you good wrist watches at reasonable prices. Every 
day of your business life will gain contentment through the knowledge that I am standing ever 


at your call. 
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Frank Bangs, Salina, past president of the 
Kansas association, reported on the national 
convention held in Philadelphia. He out- 
lined for his fellow-jewelers the various 
forms of service offered, paying particular 
attention to the insurance through the asso- 
ciation’s own company. 


The Banquet 


Tuesday evening the Topeka jewelers 
were hosts to the visiting jewelers at a ban- 
quet, served at the Jayhawk Hotel. Follow- 
ing the serving of the dinner, a program of 
vaudeville, music and special features was 





ED B. FANSKE, OF NEBRASKA, WHO ADDRESSED 
THE CONVENTION 


given complimentary to the visitors. Miss 
Helen Malmstrom sang cabaret songs. J. J. 
Gould, Great Bend jeweler, gave a physical 
culture demonstration for the benefit of the 
rotund delegates. Mrs. J. M. Catren, To- 
peka entertainer, sang a number of songs 
and gave impersonations of birds. Miss M. 
L. Addis and John A. Davis, Topeka jewel- 
ers, had charge of the banquet arrangements. 
Miss Addis was toastmistress. 


Wednesday 


Wednesday morning Supt. C. M. Reed, of 
the Pinkerton Detective Agency, delivered a 
short address on the “Jewelers’ Security Al- 
liance,” and urged all retail jewelers to be- 
come affiliated with the Alliance. He re- 
lated some of the long and tedious methods 
used in capturing criminals who had victim- 
ized Kansas jewelers. 

The Osage hills in northern Oklahoma is 
a favorite hiding place for bandits operating 
in Kansas, he said. The records of some of 
these denizens of the Osage country reads 
like a fairy story, yet they kill honest citi- 
zens and drive high-powed cars across the 
State line to comparative safety. 

Mr. Reed’s assertion that Ray Terrill, one 
of the most notorious bandits in recent his- 
tory, had been shot down and captured was 
heartily applauded by the convention dele- 
gates. Terrill was recently placed in an 
Oklahoma jail to await trial on a dozen or 
more charges, ranging from petty theft to 
murder. 

Secretary A. W. Anderson, of the A. N. 
R. J. A., was unable to be present because 
of serious illness in his family, and sent his 
two papers to be read before the conven- 


THE JEWELERS’ CIRCULAR 


tion. T. L. Combs, Omaha, past president 
of the national association, came to Kansas 
to substitute for Mr. Anderson and read 
both of his papers, making remarks of his 
own in comment upon the ideas projected by 
the secretary. 

Mr. Combs told the convention that the 
jeweler was his own savior; that he could 
solve his own problems by studying his busi- 
ness properly and applying the same princi- 
ples to other lines successfully used to draw 
customers. 

The papers prepared by Secretary An- 
derson were on “Fire Insurance’ and on 
“The National Publicity Association.” 

Governor B. S. Paulen delivered a short 
address at the beginning of the Wednesday 
afternoon session. His remarks were along 
the lines of clean business methods, and he 
complimented the Kansas jewelers on their 
ethical practices, urged them to do all they 
could to eliminate the unfair competition of 
drug stores, clothing stores and other deal- 
ers in cheap jewelry. 

Governor Paulen is a business man, being 
interested in the hardware and banking busi- 
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ness, in his home town of Fredonia. He 
said that it was always a pleasure to speak 
before an assembly of business men, and 
that in his estimation the jewelers were, for 
the most part, of the highest type and 
among the best citizens in their respective 
communities. 

Prof. L. N. Flint, head of the journalism 
department of Kansas University, gave the 
jewelers some new ideas on advertising their 
business. He recently sent out a question- 
naire to jewelers, and from the answers re- 
ceived tried to work out some concrete ex- 
amples by which much of the advertising 
waste could be stopped. 

How to get more people into a jewelry 
store, what to tell them when they arrive 
and salient features of making customers 
come back were discussed at length by Prof. 
Flint. He said that Kansas retail jewelers 
were noted for their lack of attractive ad- 
vertising on timely articles of merchandise 
and advised them to study their trade papers 
more closely. 
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“One of the most advantageous helps to 
the jeweler is often overlooked when the 
local retailer fails to take advantage of the 
national advertising put out by manufac- 
turers of his wares,” said Prof. Flint. 
“Every nationally circulated magazine is 
read by the customers of jewelry stores and 
they know what is being offered. To tell 
them that those desirable articles can be 
purchased from the home-town man_ the 
same week the display advertisements ap- 
pear in the big publications, is the easiest and 
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least expensive form of advertising—and 
gets the biggest returns.” 

Resolutions thanking the Topeka jewelers, 
Chamber of Commerce, Kaw Krows and 
various visitors for their attendance at the 
convention were adopted in the closing hour 
of the meeting. All Kansas jewelers were 
urged to become members of the Jewelers’ 
Security Alliance and to subscribe to the 
Jewelers’ Publicity Fund. 


Resolutions 


ResoLtveD: That the Kansas Retail Jewelers As- 
sociation is indebted to the various speakers on our 
program for their efforts in this our twenty-second 
annual conventicn a success. 

ResotveD: That we appreciate fully the efforts 
of the Topeka Jewelers in making our visit a most 
enjoyable one. 

ReEsoLtveD: That we wish to thank our most 
worthy secretary, Herman Tholen, for his untiring 
efforts in behalf of the Kansas Jewelers and to 
keep our association in a progressive move to better 
our condition. 

RESOLVED: That we wish to thank Frank Bangs 
for able representation of ‘our association at the 
national association meeting last August at Phila- 
delphia, which was done at a considerable sacrifice 
of time and money. 

Resotvep: The Kansas Jewelers in convention 
at Topeka wish to thank heartily the Kaw Krows 
for their fine entertaining of their visitors while 
in Topeka. 

ResotvepD: The Kansas Association of Retail 
Jewelers again wish to thank Fred Sands for his 
continued loyal efforts by publishing in the Mid 
Continent Jeweler and his presence at all annual 
meetings, of his full share of success brought to 
the Kansas jewelers’ meetings. We urge all Kansas 
Jewelers to subscribe and pay for yearly subscrip- 
ticns to the Mid Continent Jeweler. 


* * * 


ResotvepD: We again urge and recommend that 
all Kansas Jewelers become members of _ the 
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Jewelers Security Alliance, no jeweler in this day 
can afford to be without this protection. 

ReEso.tvep: We extend a vote cf thanks to T. 
L. Combs for his presence at the meeting, having 
made a special trip from Omaha to be present at 


the meeting. 
* . * 


We lament very much that our most 
A. W. 


RESOLVED: 
worthy secretary of the A. N. R. J. A., 
Anderson was unable to attend this meeting. 

REsoL_veD: That we Kansas Retail Jewelers As- 
sociation further urges each and every jeweler, 
whether a member of our asscciation or not to 
subscribe to the jewelers’ publicity fund in order 
to further the getting of the public to buy jewelry 
and silverware from the jewelers. 

The convention adjourned and the dele- 
gates prepared to attend the banquet given 
by the Kaw Krows. The officers were given 
authority to choose the 1928 convention city. 
Topeka and Wichita Chambers of Com- 
merce both invited the association to hold 
its next meeting in their respective cities. 

Tuesday evening the Kaw Krows were 
hosts at one of the most elaborate banquets 
ever served in the new Hotel Jayhawk. 
More than 250 guests, including visiting 
jewelers, their wives or friends, and mem- 
bers of the Kaw Krows, were present. 
After dinner, at which favors were given 
the ladies and music furnished by two or- 
chestras, the entire group went to the roof- 
garden, where the evening was spent in 
dancing and enjoyment of vaudeville and 
musical programs. 

L. P. Firstenberger, president, and Fred 
Sands, secretary, of the Kaw Krows, were 
in charge of the entertainment in honor of 
the retail jewelers and they were voted an 
appreciation for their efforts to please. It 
was perhaps the noisest banquet ever given 
in Topeka, a dozen noise-making devices be- 
ing furnished each table. 








Kaw Krows Hold Annual Business 
Meeting—Exhibitors at the 
Convention 


Topeka, Kans., April 28.—Simultaneously 
with the annual convention of the Kansas 
Retail Jewelers’ Association, held here Tues- 
day and Wednesday, April 26 and 27, the 
Kaw Krows, composed of traveling repre- 
sentatives of manufacturers serving this ter- 
ritory, met and helped entertain the visiting 
jewelers. 

In addition to promoting a golf tourna- 
ment for the benefit of their friends, the 
jewelers, the Kaw Krows furnished much 
of the entertainment. The banquet Wednes- 
day night was unique and at the closing fea- 
ture of the double convention marked a new 
record for future meetings to shoot at. 

The business meeting of the Kaw Krows 
was held Wednesday morning. The officers 
were re-elected for another year. L. P. 
Firstenberger, Wichita, is president; E. W. 
Locke, Kansas City, Mo., vice-president, and 
Fred Sands, Kansas City, secretary-treas- 
urer. 

Representatives of the manufacturers re- 
port excellent results from their displays at 
the convention. Visiting jewelers took ad- 
vantage of the opportunity to order Fall and 
Winter stocks. 

The International Silver Co. had a splen- 


did display of solid silver services. Also 
“Mother’s Day” specialties in salt nut 
spoons, jelly spoons, pickle forks, etc. The 


prize exhibit of the International was a 
$75,000 table set in 14-karat gold, done in a 
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Wedgwood pattern. C. C. Robinson was in 
charge of the International exhibit. 

Nancy Deane patterns were featured by 
R. Wallace & Sons Mfg. Co., of Walling- 
ford, Conn. This pattern is particularly 
popular in Kansas just now. English and 
Colonial homes are being erected in the 
newer additions in all the large cities, and, 
according to Charles M. Barry, Chicago, 
who was in charge, there is a brisk demand 
for this style of silver. 

Gilman & Young, St. Louis, had a won- 
derful exhibit of glassware, in delicate de- 
signs and coloring. Excellent examples of 
Etruscan pottery, pressed glassware, Saxony 
ware, Dresden china and other lines were 
shown. 

C. P. Dunn demonstrated. “Pieces of 
eight,” silverware; English silver services of 
Wellington pattern and flat pieces in Her- 
aldic and Argosy designs were also fea- 
tured in the “1847” line. 

The Bosco-Nelson Pryor Co., Webb City, 
Mo., manufacturers of hand-tooled leather 
gocds, had an interesting exhibit, shown by 
F. I. Johnson, of Topeka. Handbags, flat 
pocketbooks, billfolds, looseleaf binders, desk 
pads, cigarette cases, clocks and many other 
pieces were in this exhibit. 

Milligan & Co., of Chicago, had a display 
of “synthetic” pearls. 

The Holmes & Edwards Co., Bridgeport, 
Conn., were represented by C. E. Carlstrom, 
Kansas City, with a display of Colonial Cen- 
tury patterns in solid silver. 

Ransburg fancy glass, Indianapolis: Gift 
Shop Necessities, Kansas City, and the Art 
Colony, New York, were represented by W. 
C. Chaves, Kansas City, with an interesting 
display of plaques, vases and features in the 
modern glassware lines. 








Connecticut Convention Program for 


Annual Meeting at New 
Britain May 5 
New Britain, Conn., May 2.—Jewelers 


from all parts of the State are expected to 
arrive in this city, Wednesday evening and 
Thursday morning to attend the 14th annual 
convention of the Connecticut — Retail 
Jewelers Association which opens in the 
Shuttle Meadow Club, at 10 a.m., on May 5. 
The first morning’s session which will be 
officially opened by an address of welcome 
hy Gardner C. Weld, Mayor of New Bri- 
tain, will be devoted to submitting of a num- 
ber of interesting reports and the appoint- 
ment of committees. The jewelers will en- 
joy a luncheon with the New Britain Ro- 
tary Club and at 2 p. m., the afternoon and 
closing session of the conventicn will be con- 
vened. In the evening, there will be a ban- 
quet at which two addresses will be de- 
livered, one by Rabbi Gershon Hadas and 
one by Bartley J. Doyle. 

The program for the convention is as 
follows: 


Thursday, May 5 


10:00 Registration. in charge of Secretary. 

10:30 Address of welcome, Gardner C. Weld, 
Mayor of New Britain. 

10:45 President’s message. 

11:00 Secretary’s report. 

Appointment of committees. 

11:15 Report of Committee of Trade Conditions, 
C. C. Costello. 

12:15 Luncheon with the New Britain Rotary Club, 


Speaker: Bartley J. Doyle. 
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AFTERNOON SESSION 
Treasurer’s Report. 

Report of Delegate to National 1926 Con. 
vention, Sturman F. Dyson. 
Address: James H. Noyes, 
Jewelers Security Alliance. 
Address: H. L. Coburn, Vice-President, 
American National Retail Jewelers Asso. 

ciation. 
Address: Frank M. 
Connecticut. 
Report of Nominating Committee. 
Election of Officers. 
New Business and General Discussion, 
Adjournment. 


Secretary, 


Todd, Bridgeport, 


EVENING SESSION 

Banquet. 

Musical Selections. 

Chorus Singing, Bert Armstrong, Leader, 

Address: Interpretation of Jewelers’ Code. 
of Ethics, Rabbi Gershon Hadas. 

Address: Bartley J. Doyle. 








Rob Salesman’s Car 





Thieves Get Jewelry Worth $15,000 While 
Buffalo Firm’s Traveler Is Eating in 
a Philadelphia Restaurant 


PHILADELPHIA, Pa., May 3.—A luncheon 
which Harry Rubenstein, a salesman for a 
3uffalo wholesale jewelry house, enjoyed, 
in this city was a _ costly one. While 
he was in a restaurant eating, thieves man- 
aged to open the window of his automobile 
parked in front of the cafe and take two 
sample cases containing rings and _ other 
jewelry valued at about $15,000. 

Rubenstein is employed by the firm of 
White, Wile & Warner of Buffalo, and has 
been covering the Pennsylvania territory for 
some time. He came here last week, visited 
his trade and, after calling on several cus- 
tomers in the northern section of the city, 
went to a restaurant at 1933 W. Lehigh 
Ave. for luncheon. Knowing of the many 
jewelry automobile robberies in this city, 
Rubenstein took a seat near a window in 
the cafe, where he could keep his eye on the 
car which was parked directly in front of 
the place. As he had locked the door of the 
machine, he felt safe, but when he returned 
to the car he found one of the windows had 
been opened in some unexplained way and 
the two cases taken. 

The salesman reported his loss to the 
police of the Hunting Park Ave. station, 
who are puzzled as to how the thieves man- 
aged to open the car window. No finger- 
prints were found on the knob of the car 
door and nobody in the restaurant or its 
vicinity saw any person about the automobile 
while Rubenstein was in the restaurant. 
The salesman told the police he felt safe in 
going into the place as the section is a busy 
one and numbers of people were continually 
passing by. 

He did not say whether the jewelry was 
insured or not. 








The business of E. Hahn & Co., Ltd., 
26-27 Hatton Garden, London, E. C. 1, Eng- 
land, is being voluntarily wound up for 
family reasons. E. Hahn will continue to 
carry on the business in the future under the 
stvle of E. Hahn & Sons. All debts owing 
by E. Hahn & Co., Ltd., will be paid by 
FE. Hahn and all accounts due to the com- 
pany are payable to the above address 
the ordinary course. 
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Latest Tariff Rulings 





Customs Court Hands Down Rulings Fixing Correct Tariff 
Rates on Various Kinds of Jet Articles; 
Also on Other Jewelry Items 


REAL JET BRACELETS 


Without affirming the collector’s décision, 
the United States Customs Court overrules 
a protest of the Barnard Hirsch Co., San 
Francisco, having to do with the proper 
tariff classification of certain bracelets com- 
posed of jet. In describing these articles, the 
Court writes: 

“The merchandise is invoiced as ‘real 
Whitby Jet Bracelets.’ The proof is that 
the small pieces of jet of which these brace- 
lets are composed are known as ‘plaques’ in 
ihe trade; that the witness has never known 
them referred to as beaded bracelets, nor 
has he ever known the component parts, 
either loose or made up, referred to by any- 
one as beads. On cross-examination it was 
disclosed that the bracelet, No. 18, is com- 
posed of small articles made with two holes 
in the middle, strung on a cord or string; 
that they are composed of real jet, not imi- 
tation.” 

On entry the collector at San Francisco 
assessed duty thereon at 60 per cent. ad va- 
lorem under the provision in Par. 1403, Act 
of 1922, for “* * * articles not orna- 
mented with beads, spangles, or bugles, not 
embroidered, tamboured, appliqued or scal- 
loped, composed wholly or in chief value of 
beads or spangles other than imitation pearl 
beads and beads in imitation of precious or 
semi-precious stones, * * *’ The im- 
porter claimed duty at but 50 per cent. ad 
valorem under the provision in Par. 233 for 
“* * * jet, wholly or partly manufac- 
tured into- monuments, benches, vases and 
other articles, and articles of which these 
substances or any of them is the component 
material of chief value, and all articles com- 
posed wholly or in chief value of agate, rock 
crystal, or other semi-precious stones, except 
such as are cut into shapes and forms fitting 
them expressly for use in the construction 
of jewelry, not specially provided for.” 

In holding that the protestant did not con- 
vince the Court that the jet bracelets in 
question are dutiable under said Par. 233, 
Judge Sullivan writes in part as follows: 

“The sample of this merchandise is not 
before us, being in San Francisco. While 
the evidence is not entirely satisfactory, it is 
uncontradicted, and indicates that these 
bracelets are not composed of beads. It is 
sufficient to overcome the presumption of 
correctness attaching to the action of the 
collector, as such presumption cannot be 
weighed against sworn testimony. We 
therefore hold that the classification of the 
collector of this merchandise as articles in 
chief value of beads was erroneous. 

“Is it dutiable as claimed by the plaintiff? 

“Subsequent to the trial, counsel stipu- 
lated that this protest may be suspended 
under suit 2368, and it was so ordered. That 
case has since been decided by the Court of 
Customs Appeals, U. S. v. Hirsch, 13 Ct. 
Cust. Appls. 181, T. D. 41050. The mer- 
chandise covered by the Hirsch case, as 
stated by the Appraiser in his report, which 


was included in the record by agreement of 
counsel, was ‘a fine quality of’ jet jewelry 
comprising earrings, brooches, pins, etc.’ It 
was classified under the provision in Par. 
1428, covering ‘Jewelry, commonly or com- 
mercially so known, finished or unfinished, 
of whatever material composed, valued 
above 20 cents per dozen pieces, 80 per cent- 
um ad valorem; * * *,’ 

“The Court held, the presumption that it 
was jewelry, arising from the collector’s 
classification of the merchandise, had not 
been overcome by the protestants. In its 
head note to that case the Court stated: 
‘Following U S. v. Doragon Co. et al., 13 
Ct. Cust. Appls. 182, T. D. 41051, and 
United States v. International Forwarding 
Co., 13 Ct. Cust. Appls. 190, T. D. 41052, 
the provision of Par. 1428, Tariff Act of 
1922, for ‘Jewelry * * * of whatever 
material composed,’ includes jet; and the 
collector’s classification accordingly, of jet 
earrings, brooches and pins, should, in the 
absence of other evidence, have been sus- 
tained.’ 

“The plaintiff has not convinced us that 
these jet bracelets are dutiable under Par. 
233. If they are jewelry, and it may be that 
they are, they would not be dutiable there- 
under, but under Par. 1428. Under the cir- 
cumstances, therefore, we must overrule the 
protest, without affirming the collector’s de- 
cision.” 

JET BEADS, EARRING PARTS, ETC. 

In another decision certain Whitby jet 
beads, parts of earrings, stones, buttons, etc., 
imported by Ben Felsenthal & Co., the Nile 
Importing Co., and John Wanamaker, are 
held by the Customs Court to be dutiable at 
20 per cent. ad valorem under Par. 1429, Act 
of 1922, as claimed by the protestants, rather 
than as manufactures of jet, at 50 per cent., 
under Par. 233, or as beads, at 35 per cent., 
under Par. 1403 of the said act, as assessed 
by the collector. In concluding his opinion 
in favor of the importers, Judge Sullivan 
writes : 

“The Government did not introduce any 
testimony, and the evidence given by Messrs. 
Felsenthal and Neremburg stands uncon- 
tradicted. It is evident from this testimony 
that these beads and parts of earrings com- 
posed of real Whitby jet are ‘semi-precious 
stones, cut but not set, and suitable for use 
in the manufacture of jewelry.’ Such are 
specially provided for in Par. 1429. We 
therefore hold the items of Whitby jet beads, 
both temporarily strung and loose, and the 
items of Whitby jet earring parts, stones, 
buttons and drops, dutiable at 20 per cent. 
ad valorem under Par. 1429, and sustain the 
protests as to such articles to this extent.” 

SEWING CASES, NOT FITTED 

Mandel Bros., of Chicago, are overruled 
in a decision by the Customs Court holding 
certain metal sewing cases to have been 
properly returned for duty as metal articles 
valued above 20 cents per dozen pieces, de- 
signed to be worn on apparel or carried on 
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or about or attached to the person, such as 
and including “coin-holders, * * * match 
boxes, * * * powder cases, stamp cases, 
vanity cases, and like articles” at the rate 
of 80 per cent. ad valorem under Par. 1428. 
The protestant, in challenging this classifica- 
tion claimed duty under Par. 343 at 45 per 
cent. ad valorem, or under Par. 399 at 40 
or 60 per cent. ad valorem, which claims are 
denied by Judge Sullivan, who concludes his 
opinion in the Government’s favor as 
follows: 

“This merchandise is not dutiable under 
Par. 343 for the reason that as imported 
it does not contain needles. Being ‘designed 
to be carried on or about the person’ the 
provision under which it was classified is 
more specifically applicable to this merchan- 
dise than the general provision in Par, 399 
for metal articles not specially provided for. 
The testimony does not at all overcome the 
presumption attaching to the collector’s ac- 
tion. In fact the weight of the testimony 
tends to sustain his classification.” 


FITTED NEEDLE CASES 
The Customs Court, in another ruling, 
argued in the name of Dieckerhoff, Raffloer 
& Co., Inc., holds that certain needle cases 
containing a combination of needles and other 
articles should not have been assessed at 
80 per cent. ad valorem under Par. 1428, as 
articles designed to be carried on or about 
the person. The cases in question, contain- 
ing needles, duty is now fixed thereon by 
Judge Sullivan at 45 percent. ad valorem 
under Par. 343, Act of 1922; as “needle 
cases * * * furnished with * * * combina- 
tions of needles and other - articles,” as 

claimed in the importer’s protest. 


FIX 80 PER CENT. DUTY ON LIPSTICK HOLDERS 
Certain metal containers for lipsticks, im- 


” ported by the Lionel Trading Company, are 


held by the Customs Court to have been 
properly returned for duty at 80 per cent. 
ad valorem under the provision in Par. 1428, 
Act of 1922, for “* * * and articles valued 
above 20 cents per dozen pieces, designed 
to be worn on apparel or carried on or about 
or attached to the person, such as and in- 
cluding buckles, * * * powder cases, stamp 
cases, vanity cases, and like articles; * * * 
composed of metal, whether or not enameled, 
* * *” Among other things, the importer 
claimed duty at 40 or 60 per cent. ad valorem 
under the provisions of Par. 399, 

It is pointed out in the decision that 
the importer contended in its brief to the 
effect that, because the merchandise is im- 
ported empty and as imported is not car- 
ried on the person, and that, when imported 
filled with a lipstick it is classified under 
the toilet preparation provision in Par. 62, 
at 75 percent. ad valorem, said merchan- 
dise is not dutiable under Par. 1428, but 
as a metal article, not specially provided 
for under Par. 399. In affirming the 80 
per cent. assessment, Judge Sullivan writes, 
in part, as follows: 

“Incidentally many of the articles ¢o 
nomine mentioned in Par. 1428, designed to 
be worn on apparel or carried on or about 
or attached to the person are not likely to 
be carried in their imported condition, be- 
cause empty, and therefore are not useful 
in their empty condition. ‘Card-cases,’ for 
instance would not ordinarily be carried un- 
less there are cards in them, and it is doubt- 
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ful if they are imported filled with cards. 
The same may be said of ‘coin holders,’ 
‘match boxes,’ ‘mesh bags and purses,’ 
‘powder cases,’ ‘stamp cases,’ and ‘vanity 
cases,’ all eo nomine mentioned in Par. 1428. 
Match boxes, for instance, are not likely to 
be carried empty—it would be foolish and 
useless to do so. Should match boxes be 
taken out of Par. 1428, because it may be 
that metal match boxes, if there are such, 
imported filled, would be classified under the 
match provision in Par. 1417, and because 
empty match boxes are not carried on the 
person? We think not. 

“We believe the collector correctly classi- 
fied these lipstick holders, and overrule the 
protests.” 

RACING TIMERS 


Bayer, Pretzfelder & Mills, Inc., won be- 
fore the Customs Court ina ruling involving 
the proper tariff classification of certain 
merchandise reported by the Appraiser to 
consist of racing timers with clock work 
mechanisms for recording time in speed con- 
tests having seven jewels and adjusted. On 
entry, duty was levied thereon as clock 
work mechanisms having more than four 
jewels in the escapement at $4.00 each and 
45 percent. ad valorem under Par. 368. 
Judge Fischer sets aside this assessment, 
holding the merchandise to be more properly 
dutiable under Par. 367 of the Act of 1922, 
the movements at the rate of $1.25 each, as 
watch movements having seven and not 
mere than eleven jewels, and the cases at 
the rate of 45 percent. ad valorem as 
watchcases. 








Convicted as Receivers 





Three Men Are Found Guilty in New York. 
Court and One is Fined and 
Sent to Prison 


Three convictions of alleged receivers of 
stolen goods were obtained last week in New 
York, largely through the efforts of The 
Jewelers National Crime Committee. After 
a trial of three days, Isidor Pearl, a second 
hand dealer at Third Ave. and 97th St., was 
found guilty of criminally receiving stolen 
goods and on Friday, a verdict of guilty 
was returned against Ernest Belmont and 
David R. Jacobs, both jewelers with offices 
at 12 John St. All of these defendants were 
tried in Part 7 of the Court of General 
Sessions before Judge Mulqueen and a jury 
and were prosecuted by William R. Maloney, 
assistant district attorney. 

Last August, on information supplied by 
Richard C. Murphy, counsel for the Na- 
tional Jewelers Crime Committee, Isidor 
Pearl was arrested on a charge of not mak- 
ing proper entries in his books in compliance 
with a city ordinance. He was fined $25 
on this charge and was afterwards arrested 
for having in his possession articles of 
jewelry stolen from a man in the Bronx. 
These articles were identified through the 
efforts of Mr. Murphy and the jewelry was 
later seized by detectives. Pearl was placed 
on trial after being indicted and after listen- 
ing to testimony for three days, the jury 
returned a verdict of guilty. He was sen- 
tenced yesterday (Tuesday) by Judge Mul- 
queen to pay a $500 fine and to spend one 
year in prison. 
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Belmont’s and Jacobs’ trial consumed seven 
days and during that time both defendants 
took the stand. The information on which 
these men were arrested was obtained by 
an agent of Mr. Murphy. He testified that 
he bought from Belmont for $75 jewelry 
worth $500. This jewelry, it was claimed, 
was later identified by James T. Lee, a 
lawyer of East Hampton, L. I., whose home 
was robbed on July 23, 1926. The jewelry 
bought from Belmont was identified by Mr. 
Lee and consisted of a vanity case containing 
the initials “M. M. L.,” which are those of 
Mr. Lee’s daughter, a class pin, given to 
her at her graduation, a gold and platinum 
watch, the property of Mrs. Lee, and a baby 
ring, belonging to Mr. Lee. On the stand, 
both defendants testified they had never had 
the jewelry in their possession. 

Mr. Murphy’s agent, however, told the 
court that at the time he made this purchase, 
he was also dickering with Mr. Jacobs to 
buy a large quantity of pearls but negotia- 
tions were broken off when Jacobs learned 
with whom the supposed customer was con- 
nected. This informant was corroborated in 
his testimony by a watchmaker who had desk 
room in the offices occupied by Belmont and 
Jacobs. 

In his summation, Mr. Maloney likened 
both defendants to an iceberg, the top third 
glistening and bright and the submerged 
two-thirds rotten and dangerous. Sentence 
will be passed on these prisoners next Friday 
and in the meantime, they are in the Tombs. 








Found Not Guilty 


Rene Machine Acquitted of Breaking Into a 
Jewelry Store at Providence, R. I., but 
Is Arrested on Similar Charges 

Provipence, R.I., April 30—A _ jury 
which considered the case of Rene Machine, 
of Brockton, Mass., in Superior Court be- 
fore Judge J. Jerome Hahn, this after- 
noon returned a verdict of not guilty. After 
being acquitted however, he was re- 
arrested for Worcester police to answer to 
two charges similar to the one upon which 
he was given a trial in this city. 

Machine, also known to New England 
police under aliases of “Marchione,” “Mc- 
Kenzie” and “John Tilley,” was accused of 
breaking and entering the retail jewelry 
store of the Kay Jewelry Co., on West- 
minster St., during the early morning hours 
of Jan. 12 and larceny of 16 watches valued 
at $30 each, by breaking one of the front 
display windows and seizing the articles 
therein. 

Through an error the date appeared in 
the indictment as Jan. 17, which Judge 
Hahn instructed the jury to disregard, al- 
though Thomas H. Gardiner, counsel for 
the accused, argued the point in summing 
up the evidence. 

Machine was arrested in Springfield, 
Mass., Jan. 22, when, police alleged, jewelry 
identified as having been stolen from the 
Kay Jewelry Co.’s store was found in his 
possession, as was other property taken 
from Worcester stores which were broken 
into in a similar manner to that used in the 
Providence break. Although he did not 
take the stand in his defense, Machine was 
quoted by Providence police inspectors as 
saying that he had bought it from “Joe 
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and Tony” on Boston Commons. The po- 
lice also testified that Machine had a long 
criminal record, under various names and 
that he is wanted in several New England 
cities. 








Arrest by Philadelphia Police Be- 
lieved to Have Thwarted Robbery 
of $100,000 from Local 
Jewelry Store 


PHILADELPHIA, Pa., May 3.—Four young 
men, residents of the neighborhood, have 
been held for further hearings on charges 
of attempted burglary and a fifth is being 
sought, following an unsuccessful attempt, 
the police say, to rob the retail jewelry store 
of the S. J. Lyons Co., at 2635 Germantown 
Ave. The specific charge is attempted 
forcible entry. 

Diamonds unset and mounted, all valued 
at about $100,000 were in the safe of the 
store, a large consignment of stones having 
arrived at the store a day or two before the 
attempt. Whether the prisoners were aware 
of this is uncertain, but the police express 
opinion they had been “tipped off” to the 
fact, although amateurs were  attempt- 
ing to get into the store when discovered. 

Their arrests are due to the fact that 
Harry Armstrong, who lives at 2639 Hutch- 
inson St., in rear of the Lyons store, hap- 
pened to be awakened by a noise at an early 
hour in the morning, and saw four men on 
the roof of a small building in rear of the 
Lyons store, while a fifth man stood on the 
street below, apparently as a “lookout.” 
Armstrong suspected the men were up to 
no good purpose and telephoned to the police, 
who arrived in time to capture four of the 
men while the fifth one escaped. 

The prisoners, it is believed, were trying 
to effect an entrance to the store through a 
window. None of them had been arrested 
before, and all deny they were attempting to 
enter the store, although they could give no 
satisfactory excuse for their presence in the 
rear of the building at that hour in the 
morning. 

Magistrate Paton held them for further 
hearings, and they were remanded to give 
the police opportunity to arrest the other 
man wanted. 








New French marking regulations prohibit 
marking articles of either French or foreign 
manufacture, except articles of French 
manufacture intended for export, with the 
words “plaqué” (plated) or “doublé” 
(lined), with or without an indication of the 
precious metal used, when such articles con- 
tain only a thin covering of precious metal 
that will not leave a shell after the base 
metal is dissolved. Under the decree, the 
words “plaqué” or “doublé” must in all cases 
be followed by an indication of the precious 
metal used and the process of manufacture. 
Importers and manufacturers are given until 
Sept. ] next in which to comply with the 
regulations. This new decree supersedes 
that of Oct. 20, 1926. The marking require- 
ments particularly affect watchcases. The 
regulations apply to imported articles and 
also to articles in transit through France, 
according to a report received in the De- 
partment of Commerce from Commercial 
Attaché Chester L. Jones at Paris. 
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Antique Jewels Are Free of Duty 





New Ruling of Customs Officials Giving Free Entry to Nassak 
Diamond May Have Important Effect on Gem Trade 
—Jewelers Make Formal Protest 


WASHINGTON, D. C., April 28.—Any great 
diamond, the historic significance of which 
can be said to be greater than its mere 
yalue as a gem, may be imported into the 
United States free of duty, it was learned 
at the Bureau of Customs today. The re- 
port current in the trade that the Nassak, 
a famous diamond imported into this country 
some time ago, was entered duty-free, was 
confirmed by J. D. Nevius, Deputy Com- 
missioner of Customs. 

Commissioner Nevius stated that the 
Nassak diamond had been entered free as 
an artistic antiquity under Par. 1708 of the 
Tariff Act of 1922. He explained that the 
Bureau took the view that the great dia- 
mond properly should be so classified be- 
cause its value rests not so much in its 
worth as a diamond but in its historic 
associations. 

Such a gem, said Commissioner Nevius, 
does not, figure in ordinary commercial 
transactions. Its importation cannot be re- 
garded in that light and as it was more 
than 100 years old and an artistic antiquity 
in every sense of the term, he said, the 
Bureau ruled that it was entitled to classifi- 
cation under Par. 1708. 


Commissioner Nevius stated that he is 
quite certain that the Bureau will not 
rescind its ruling. 

None of the world’s famous gems ever 
has been accorded such treatment before 
upon entry into this country. So far as 
Commissioner Nevius and other officials of 
the Customs Bureau could recall such gems 
have been appraised in the usual fashion 
on their value as gems. The question was 
raised regarding the Hope diamond, which 
is in American hands. Commissioner 
Nevius expressed the opinion that if that 
diamond should leave this country and per- 
chance, return again, it would not be held 
subject to duty. 

Commissioner Nevius admitted the pos- 
sibility that, under the Bureau’s ruling, other 
great gems or articles of jewelry could enter 
this country duty-free as artistic antiquities 
and be thereafter broken up and sold. He 
had expected, he said, that the jewelry trade 
would object to the Bureau’s action on this 
account, but he is confident that the ruling 
will stand. 


The nuptial crown of Catherine of Russia 
recently was sold in London for the com- 
mercial value of the diamonds. Commis- 
sioner Nevius stated that he had no doubt 
this great ornament, if imported into the 
United States, would be accorded free entry, 
even though it may be the importer’s inten- 
tion at the time of entry to remove from 
the crown and sell on the market the 
hundreds and thousands of gems which it 
contains. 

_ Commissioner Nevius pointed out that any 
imported article must be classified for duty 
in its condition as imported. It follows, 


therefore, that any article judged to be of 
artistic antiquity in the condition imported, 


is entitled to free entry under that descrip- 
tion, even should its artistic antiquity be 
destroyed later. 

In the opinion of Commissioner Nevius, 
there will not be any great number of gems 
or pieces of jewelry entered into this 
country duty-free as a result of the decision 
of the Bureau of Customs. There are 
numberless gems more than one hundred 
years old but that requirement in itself will 
not entitle them to classification under 
Par. 1708, he said, as a great proportion of 
such gems lack any particular historic 
significance. 

Antiquity is a condition paramount to 
age, as Commissioner Nevius interprets the 
term. A gem, either large or small, may 
indeed have passed from hand to hand 
abroad for the past 200 years but unless it 
has been linked with some great figure or 
event in history it has no value other than 
that contributed by its size and degree of 
perfection as a gem and the skill evident in 
the cutting. Indeed, its value may have 
depreciated because the style of execution is 
old-fashioned. 

The age of a diamond alone clearly can- 
not substantiate a claim of antiquity, said 
Mr. Nevius. Antiquity is something more 
intangible than age. It invests the gem 
with an atmosphere which provokes the 
interest or captures the imagination of 
many peoples. 

Mere artistry, on the other hand, will not 
be considered a controlling factor in 
classifying a gem under. Par. 1708. There 
are comparatively modern gems that are 
better cut, for instance, than the Nassak 
diamond but that fact alone will not entitle 
them to free entry. 

Both factors—artistry and antiquity—will 
be considered in judging the tariff classifi- 
cation of importations for which free entry 
is claimed. Each case will be considered 
on its own merits, according to Commis- 
sioner Nevius. 

No opportunity will be present, he de- 
clared, for importers finding diamonds in 
old pieces, to import any considerable num- 
ber without payment of the duty. Com- 
missioner Nevius admitted that the action of 
the Customs Bureau is in effect a reversal 
of its former policy but he does not see 
anything in it prejudicial to the jewelry 
trade. 

Addison S. Pratt, counsel for the Ameri- 
can Jewelers’ Protective Association, stated 
that the association was very much con- 
cerned over this decision by the Treasury 
Department and that he had been instructed 
by the association to protest to the Secretary 
of the Treasury against the classification of 
this diamond as entitled to free entry as an 
artistic antiquity and to urge that it should 
be subject to the same rate of duty, viz., 20 
per cent. ad valorem, to which all other cut 
and unset diamonds are subject. 

“It will readily be seen,” said Mr. Pratt, 
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“that this decision opens the door to the 
entry, free of duty, of many diamonds which’ 
may be claimed to be of great age or to 
have historic associations connected with 
them, although such diamonds may be im- 
ported for the purpose of sale to others, 
just as other cut and unset diamonds would 
be. A very interesting question of law as 
to the meaning of an artistic antiquity is 
raised which will doubtless have to be de- 
termined eventually by the Customs Court.” 








Bulova Watch Co. Brings Suit Alleg- 
ing Infringement of Patents on 
Improvements in Watches 


Certain improvements in watches and 
watchcases are involved in a suit in equity 
filed on April 12 in the United States Dis- 
trict Court, New York, by the Bulova 
Watch Co., New York, against the Benrus 
Watch Co., 1 Beekman St., New York. 
The complainant in its action asks for a 
preliminary injunction pending this suit re- 
straining the defendants from further al- 
leged infringement, for costs and account- 
ing of profits and for such other relief as 
may be just in the opinion of the court. 

It is set forth in the bill of complaint 
that Joseph Bulova on Sept. 8, 1925, was 
the first and original inventor of the alleged 
improvements involved. On Jan. 11, 1927, 
last, Patent Letters 1,614,276 were issued 
by the Patent Office at Washington, D. C., 
for a term of 17 years to Joseph Bulova 
who, on Jan. 26, assigned them to the Bu- 
lova Watch Co. According to the com- 
plaint, the defendants have profited by their 
alleged infringing acts to the damage of 
the plaintiffs, who claim they notified: the 
Benrus concern of their alleged violation 
of Patent Letters 1,614,276. It is claimed 
that the defendants continued to infringe 
and for this reason the complainants insti- 
tuted suit and asked for an injunction, costs 
and accounting of profits and other relief. 

The patent mentioned in the complaint 
covers improvements which provide for a 
dust-proof inclosure for a watch movement. 

The Benrus Watch Co. contends, on the 
other hand, that it had its dust proof watch 
on the market before the issuance of said 
patent, and that the device which it sells is 
entirely different from anything shown in 
that patent, is fully justified, and does not 
infringe upon the foregoing Letters Patent, 
and is prepared to establish its position in 
court. It also contends that in view of the 
prior state of knowledge of practical men 
in the business and as disclosed in patents 
prior to the above named patent, that patent 
No. 1,614,276 is not valid, and should not 
have been granted by the Patent Office. The 
Benrus Watch Co. also state that they will 
ask the court to fix the amount of damages 
they have suffered by advertisements and 
notices sent out by the Bulova Watch Co. 








W. J. Probasco, employed at the Fisher 
Jewelry Co., Cedar Rapids, Ia. 12 years 
before becoming a partner in the business 
four years ago, has become sole owner coin- 
cident with its opening in a new location, 
222 Third Ave. The firm will now be 
known as the Probasco Jewelry Co. A. C. 
Fisher has been in business here 20 years 
and is retiring to go to California. 
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ClosingSessions of N. Y .StateConvention 


Interesting Addresses and Discussions of Timely Trade Topics Features of Tuesday and W ednes- 
day Sessions—New Officers Elected—Resolutions Adopted and Banquet Enjoyed 


—Exhibits Attract Much Attention 


Burrao, N. Y., April 27.—As the closing 
act of their three-day convention, members 
of the New York State Retail Jewelers’ 
Association today elected Edward Leininger, 
of Buffalo, as president, to succeed Emil 
J: Scheer, of Rochester, who retires after 
serving three years as chief executive. 

To succeed Mr. Leininger as vice-presi- 
dent, William D. McNeil, of Utica, was 
chosen. Charles E. Sunderlin, who has been 
secretary for the past five years, was re- 
elected, as was L. M. Campbell, of Canan- 
daigua, as treasurer. 





EDWARD LEININGER, PRESIDENT-ELECT 


Some new blood was injected into the 
executive committee, only two members, 
William G. McDougall, of New York, and 
Albert Kamp, Ossining, being retained. 
Samuel Feldman, Brooklyn, John J. Die- 
bold, Buffalo, R. E. Brigham, Oneonta, and 
E. M. Baringer, Gloversville, were chosen 
as successors to A. Landau, the Bronx; 
Henry Hepp, Troy; S. D. Burritt, Rochester, 
and Wm. D. McNeil, the latter vacancy be- 
ing caused through promotion. Mr. Brig- 
ham has been a member of the board before, 
having been treasurer of the association un- 
til Mr. Campbell’s election at Albany, two 
years ago, 

In several respects the convention which 
concluded its final session shortly after noon, 
today, was the best ever held by the New 
York State Retail Jewelers’ Association. 
The attendance indicated that the officers 
decided wisely in holding the convention in 
the Spring rather than during the Summer 
months, and that this procedure will be 
followed when arranging for next year's 
gathering, probably at Syracuse. 

Interesting, pithy addresses, in which 
verbiage was condensed into facts, so that 
ample opportunity was left for trade dis- 





cussions by every delegate who desired to 
participate, speeded up the sessions and made 
them less tiresome than is too often the 
case. Every topic in which the retail jeweler 
is interested was dealt with in its various 
aspects by speakers who evinced a_thor- 
ough knowledge of their subject and who 
left an indelible impression upon the minds 
of their audiences. 

Another feature which served to give the 
local conclave a coloring, found usually only 
at national conventions, was the exposition 
of watches, jewelry, silverware, china and 
glassware, leather goods and other gift 
merchandise. The jewelers, particularly 
from smaller towns, benefited from the op- 
portunity of viewing lines, which they had 
never before had an opportunity to see ex- 
cept by visiting factories or perusing cata- 
logues. Eighteen wholesale and manufac- 
turing jewelers exhibited in the rooms ad- 
joining the convention hall. The 33 more 
extensive lines of gift goods and plated ware 
were shown in rooms on the upper floors. 

All those who attended the convention 
appeared satisfied that the exhibition experi- 
ment had proved successful and it would 
seem at this time that when future conven- 
tions are held in Rochester, Syracuse or 
Buffalo, a similar exposition will be an 
added attraction. 

The idea of holding the annual banquet 
and ball on the second night, rather than 
the last day of the convention, proved pop- 
ular, in that the attendance was at its peak 
on Tuesday and those who desired to reach 
home Wednesday evening were enabled to 
do so without missing either business ses- 
sions or entertainment features. 

Speakers who touched upon economic sub- 
jects refuted the general opinion that the 
retail jewelry business is either in the throes 
of a depression or facing the possibility of 
a slump. On the contrary, general condi- 
tions were proven basically sound and the 
prospects pictured as particularly bright for 
the future. Jewelers were cautioned, how- 
ever, against comparing present-day business 
with their peak years, being urged instead 
to draw their contrasts from average good 
years. 

From reports which were read from all 
sections of the State and particularly New 
York city, it becomes evident that crime, as 
far as the jeweler’s interests are concerned, 
has lessened to a marked degree. This was 
attributed to the so-called Baumes law, with 
its mandatory life penalties for chronic of- 
fenders, by every speaker who dwelt upon 
the crime situation. It was therefore quite 
natural that among the principal resolutions 
was one which endorsed the provisions of 
this statute and urged its retention in our 
State legal code without modification. 

Other resolutions commended to the mem- 
bers the National Publicity Association, the 
Horological Institute and the . Harvard 
Bureau of Research, urging that jewelers 
support the helpful activities both morally 


and financially as well as taking the fullest 
advantage of the services which they afford. 

The convention endorsed the action of the 
State executive committee in appropriating 
$400 for the purpose of furthering the work 
of the Harvard Research Bureau over a 
four year period and of $1,000 toward build- 
ing up the National Publicity fund to the 
$4,000,000 mark desired within the next three 
years. 

A report of the first day of the convention 
was published in last week’s issue of THE 














WILLIAM D. MCNEIL, VICE-PRESIDENT-ELECT 


JEWELERS’ CircuLar. This included the ad- 
dress ot President Scheer in full and details 
as to the proceedings. 


Tuesday’s Sessions 

Edward H. Hufnagel, past president of 
State and national associations, prefaced his 
remarks on the new platinum law, with a 
resume of the State legislative committee's 
activities during the past year, explaining 
that he would be unable to remain for 
Wednesday’s session, when such a report 
would ordinarily have been made. 

That provision in the jewelry auction 
bill, sponsored by New York jewelers, which 
seeked to prevent the holding of such sales 
after sundown, was the principal reason for 
its defeat at the last session of the Legis- 
lature, Mr. Hufnagel said. It was incon- 
sistent in view of the fact that jewelers do 
business at night, according to the attitude 
of the legislators. The auctionsbill was not 
dead, however, the legislative chairman 
stated, declaring that he felt that jewelers 
would take a reasonable view of the situa- 
tion and amend the bill to meet the present 
objections. He spoke of the fearlessness of 
George V. McLaughlin, as New York police 
commissioner, in enforcing the law and sur- 
mised that had he not tread upon Tammany’s 
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toes he might still be in office. He termed 
Mr. McLaughlin a real friend of the 
jewelers. 

In reference to the new platinum law, 
enacted by the New. York legislature, Mr. 
Hufnagel saw in its provisions the elimina- 
tion of fake platinum. He expressed the 
hope that Congress would enact a similar 
measure when it re-convenes in December. 
The speaker then read a paper, explaining 
the features of this measure, which have al- 
ready been published in THE JEWELERS’ Cir- 
cuLar. At the conclusion of his remarks, 
Mr. Hufnagel told of the long struggle by 
the National Association to harmonize the 
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The iron and steel industry in March sur- 
passed production records of all time and 
naturally looks confidently towards the 
future. 

“Every depression has been forecast at 
least six months ahead by a drop in security 
values. There is no liquidation in the stock 
market at the present time to indicate any- 
thing approaching a slump in business. On 
the contrary, many securities have reached 
new high price levels. It is impossible to 
foresee logically any depression. If basic 
conditions are sound, employment normal and 
money plentiful there is no background on 
which we can base a pessimistic picture. 
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STATLER HOTEL, THE CONVENTION HEADQUARTERS 


various branches in regard to a platinum 
law. : 

S. T. Leaming, merchandise manager of 
the Buffalo Better Business Bureau, then 
delivered an address which will be published 
in a following issue. 

At the conclusion of Mr. Leaming’s re- 
marks, a motion, sponsored by Frank Ehren- 
fried, Buffalo, was adopted, extending “our 
appreciation to Mr. Leaming for his timely 
remarks, and through him commending the 
work being done. by Better Business bureaus 
throughout the country in behalf of the 
jewelry and other businesses.” 


ADDRESS OF ALEXANDER VINCENT 


“There are too many calamity howlers, 
too many pessimists seeking to spread the 
idea that we are on an unsound basis,” 
declared Alexander Vincent, secretary of the 
Sterling Silversmiths’ Guild of America, in 
his address on the “Progress of the Sterling 
Silver Industry.” 

“It is easy for the economist to confound 
these pessimists. There is no depression 
and we have every reason to look forward 
with confidence to the present and future. 
The agricultural industry is in a healthy 
state. The automobile industry is on a line 
with last year’s production. We are too 
Prone to compare our business with the peak 
years, instead of with average normal years. 


“Jewelers are too prone to accept the 
classification of their wares as_ luxuries, 
which is indeed unfortunate. No man can 
sell a luxury with the same degree of ef- 
ficiency as he can a necessity. The ques- 
tion of price should be eliminated in making 
a sale, or rather it should be the last factor 
entertained by the salesman in the jewelry 
store. Price and the notion of value is far 
from the mind of most customers. They 
are dependent upon the sales clerk for in- 
formation. There are many articles in the 
jewelry store which are not luxuries and, 
in fact, any article that is purchased for 
gift purposes should be lifted from the 
luxury category. 

“The jeweler has many natural advantages 
over business men in other lines, who have 
to create a demand for their merchandise. 
Even in the face of bad conditions ‘Jack and 
Jill’ marry, and their relatives feel they 
must buy gifts for them. We- must 
center our attention on the opportunities 
available for the sale of our wares. We 
should encourage high school girls to start 
accumulating a chest of silver. People who 
buy sterling for gift purposes testify to the 
durability of the merchandise. 

“The promotion of jewelry sales can be 
accomplished in no better way than by co- 
operation, Your competitors are not jewel- 
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ers but men engaged in other lines. Making 
people conscious of the jewelry store is your 
task.” 


TUESDAY AFTERNOON 


Charles T. Evans, representing the Na- 
tional Jewelers’ Publicity Association, was 
the first speaker at the afternoon session. He 
read the paper published on pages 97 and 98, 

ADDRESS OF WALTER H. JOHNSON, JR. 


Mr. Evans was followed by Walter H. 
Johnson, Jr., vice-president of the Marine 
Trust Co., Buffalo, who gave a brief talk 
on the topic “The Merchant and His Bank.” 

“In addition to his moral responsibility 
the bank expects the merchant today intel- 
ligently to keep up with modern business 
methods, to be a student of merchandising 
as well as a vendor of goods,” said Mr. 
Johnson. “Competition is particularly keen 
today and only the fittest will survive. 

“The retail merchant today is confronted 
with the problem of making both ends meet. 
There are now thousands of retail stores in 
the country. Ten years ago the average 
life of the retail store was seven years. To- 
day it is only five. Some of the factors 
entering into the shorter life of these stores 
is the necessity of paying higher rentals, 
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rendering more service and extending longer 
credit to patrons. 

“Turnover is one of your important prob- 
lems. It costs money to keep stock on hand. 
It ties up your capital, depreciates on your 
shelves and besides the loss of interest on 
money so invested, the merchandise must 
be insured. Therefore you should carry just 
stock enough of everything to meet the 
normal demand.” 

Mr. Johnson also pointed out that bank 
credit is essentially temporary credit and 
should be considered as such. It is because 
of this that banks impress upon their mer- 
chant customers the importance of keeping 
themselves in liquid position and leaving 
their earnings in their business. 

Herbert S. Mosher, of the Pinkerton Na- 
tional Detective Agency, representing the 
Jewelers Security Alliance, whose name did 
not appear on the regular program, was 
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afforded an opportunity to make a few brief 
remarks anent the crime wave. He spoke in 
part as follows: 


ADDRESS OF HERBERT S. MOSHER, MANAGER, 
CRIMINAL DEPARTMENT, PINKERTON’S NA- 
TIONAL DETECTIVE AGENCY, INC. 


It is my intention to advise jewelers in my ad- 
dress of the operations of old-time criminals as 
compared with the criminals of today, also the 
difficulties of detective work of the present day as 
compared with the past. 

The old-time criminal was usually a man between 
the ages of 25 and 40, of rough appearance, poorly 
dressed, unkempt, usually illiterate. As a rule, he 
operated with the same associates year in and year 
out and this group of bandits became known to the 
underworld as associates, and also to many police 
officers. His loitering places were a certain few 
saloons or sporting-houses. He went to and from 
the city or town where he operated criminally on 
railroad ‘trains and was not careful in advising 


~members of the underworld of his contemplated 


movements or criminal activities of the past or 
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future. This enabled the detective to bring about 
the arrest of the group and probable conviction by 
investigating the following points: 


(a) Secure an identification of the presence 
of the group of bandits in the town where the 
crime was committed on the day that the crime 
was committed. 

(b) Tracing them from the city or town 
through the aid of railroad employees—trains 
being few and passengers usually known by the 
train crews. 

(c) Having determined the identity of the 
bandits they would watch the particular loitering 
places of these bandits and in most cases be 
rewarded by locating them sooner or later at that 
place. 

(d) Failing to secure identifications, the 
detective in some cases might have secured in- 
formation as to the identity of the particular 
group of bandits who committed a criminal act, 
from some member of the underworld. 


The criminals of today are usually mere youths, 
17 to 28 years of age. This criminal dresses well, 
buys the most expensive clothes, is well groomed and 
resembles more the business man or coliege graduate 
than a bandit. He cares little fo. human life. In 
many cases he is a drug addict and his mentality, 
while under the influence of drugs, makes him a 
dangerous person. He does not loiter in any one 
place. He usually locates in an apartment in the 
residential section of the city, represents himself 
as a salesman or business man and it is most 
difficult to try to determine where he lives, because 
he has learned to keep this information from his 
most intimate friends. He also has the use of the 
automobile, which obviates the passing through public 
depots and riding on trains where persons are 
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carefully scrutinized by police officers and railroad 
crews. He spends his money freely in cabarets, 
first-class hotels and it is most difficult to select 
him as a bandit from the business men he associates 
with while at these cabarets and hotels, because his 
appearance, attire and mannerisms are the same as 
the business man’s or college youth’s. He has also 
learned to keep his own counsel, and may operate 
with certain associates on one job and probably 
not operate with them again for a year or more. 
Frequently, if the leader of the band, he will not 
advise his associates of what they intend to do until 
they are on the way to the scene of the crime. The 
underworld understands the purpose of this and does 
not resent the secrecy. Therefore, you can readily 
understand that today it is most difficult for the 
detective to learn the identity, location of, and then 
secure sufficient evidence to convict this sort of 
criminal, as compared to the old-time criminal. 

The present day criminal has also learned that 
the victim of a holdup is usually so terrified that 
his identification is doubtful and very often criminals 
will not even go to the trouble of wearing masks, 
especially those who have not been convicted on 
several occasions; depending almost entirely on the 
inability of the victim to identify, due to the state 
of mind that he is in at the time of the holdup. 
We can safely say that in over 80 per cent of the 
cases of holdup no positive identification can be 
secured. Therefore, no matter how efficient the 
detective may be, he is hampered because of the 
lack of identification. Not only is he hampered, but 
the chances for conviction are minimized. 

The jeweler of today should carefully study the 
actions of every stranger who enters his place of 
business. He cannot under ordinary circumstances 
recognize the stranger as a bandit by his looks or 
his dress as has been explained, but at times the 
bandit betrays his true nature by certain things that 
he does, certain questions that he asks or certain 
movements that he makes. We may be mistaken, 
but it is our belief that many jewelers, having so 
often been told to watch carefully for suspects, 
imagine that the bandit, holdup-man or burglar is of 
the rough, tough appearing type. In this they are 
mistaken. 

Therefore, it is important to be constantly ob- 
serving. automobiles that are parked nearby with 
engines running. In many cases it is a strong in- 
dication that those occupying the same are anxious 
to get away in a hurry, and the jotting down of 
the license number might help, although in many 
cases the car is a stolen one, to be used in that 
holdup only. 

Criminals of today have become so observing and 
careful that it is a most difficult thing to keep them 


. under surveillance. Adding to the difficulty is the 


use of automobiles, traffic congestions—all of which 
I am sure you gentlemen appreciate. 


The closing number on the afternoon’s 
program was a trip through the Gorham 
Co.’s plant, an interesting motion picture 
showing the manufacture of all of this firm’s 
products from the raw materials to the 
finished article on the dining table. It was 
the first showing of the picture, five reels 
in length. 

At its conclusion the meeting was ad- 
journed. 


The Banquet 


Because of a late start and an extended 
entertainment program, the speaking pro- 
gram at the banquet was of unusual brevity. 

President Scheer, -in announcing his in- 
tention to retire from office, declared that 
he would always cherish the friendships he 
had made during his tenure of office. He 
said that next to being President of the 
United States he believed the greatest honor 
which could be bestowed upon a jeweler 
was to be elected head of his trade organiza- 
tion. Mr. Scheer, in the course of his 
reminiscences, revealed that he was born in 
Buffalo and that his first experience in the 
jewelry business was in this city. He spoke 
of the organization of the State Association 
and referred to Chas. T. Evans as the 
“George Washington” of the organization, 
since he was one of those who founded it 
at Utica 18 years ago. 
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Mr. Evans then commended Mr. Scheer 
on his’ fine record as president and cited some 
of the benefits accruing to members through 
the efforts of the State organization. 

Mr. Leininger made a plea for the enroll- 
ment of every worth while jeweler into the 
State organization and declared that it was 
only by closest co-operation that the retail 
jewelers could solve the problems which 
still confront them. 


Wednesday’s Session 


Opening the closing day’s session, Jacques 
LeRoy, president of the New York Society 
of Watchmakers, made a plea for better 
watchmakers. He declared that more time- 
pieces had been ruined through incompetent 
work on the repair bench than would have 
occurred had they received no attention 
whatever. 

He then read a paper describing the pur- 
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poses of the Horological Institute and a 
history of its foundation. He urged jewelers 
to encourage this activity by employing only 
certified watchmakers, and by contributing 
to its upkeep. 

William D. McNeil led a trade discussion 
and under the caption, “Business Short Cuts 
Which Are Profitable,” he called upon L. 
M. Campbell of Canandaigua for a demon- 
stration. 

Mr. Campbell said that the “short cut” 
which he had in mind would interest prin- 
cipally those who operated gift departments 
in connection with their stores. He declared 
that there was a constant tendency toward 
these side lines in the jewelry store. 

Declaring that boxes which were required 
to pack glass and chinaware for customers, 
if purchased from a box manufacturer, would 
cost in the neighborhood of from 25 to 50 
cents, he then demonstrated how these boxes 
could be produced at a cost of seven cents. 
Reciting his personal experience, he said that 
he arranged with several stores, chiefly 
clothiers, to take off their hands any card- 
board boxes for which they had no use, at 
a cent apiece. These boxes he then covered 
with cretonne wall paper at a trivial cost 
for material and labor, and placed on each 
box a gold seal identifying the contents with 
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his jewelry store. The finished product made 
quite an attractive appearance. 

Quite an animated discussion of “fake” 
auctions, in which much was said on both 
sides of the question as it affects New York 
city, enlivened the final session. 

Phineas Peters, secretary of the Brooklyn 
Retail Jewelers’ Association, opened the 
forum by recommending the formation of a 
permanent committee to work on satisfactory 
auction legislation. He put his recommenda- 
tion in the form of a motion but withdrew 
it later at the suggestion of President Scheer. 
The latter pointed out that the State asso- 
ciation had previously set aside $500 to be 
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Bureau, Horological Institute and referred 
to the benefits to be derived from insurance 
taken through the national association, ef- 
fects of the platinum stamping law, and 
concluded his report by urging jewelers to 
keep fit by indulging in as much recreation 
as possible. 

Mr. Landau, chairman of the membership 


‘committee, reported that despite the fact that 


the association had dispensed with the serv- 
ices of a field secretary, there had been ap- 
parently no lagging interest on the part of 
the members, as indicated in the best at- 
tended convention in several years. He sug- 
gested that the field throughout the State 
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Treasurer L. M. Campbell, ‘the ‘father of the 


:-Exhibit idea in. New York: State, for the splendid 


manner in which he carried his plans through 
to completion. 

We extend our thanks to Mayor Frank X. 
Schwab of Buffalo, for his kindly words of wel- 
come, and to Rev. John N. Borton, for his part 
in opening the convention, and his participation in 
its further activities. 

We extend our thanks to the speakers who so 
kindly appeared before our convention and delivered 
addresses on various phases of business life, and 
offered many and timely suggestions which cannot 
but prove helpful to us if we profit by them. 

To the Buffalo Retail Jewelers’ Association, its 
officers, its committees, the individual members 
and their ladies, we express our cordial appreciation 
of the good fellowship, which permeated every 
meeting and social feature of the convention and 
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made available to any committee which could 
determine what form legislation should take. 

Mr. Landau then received permission to 
read a comprehensive report on the auction 
situation, in which he estimated conserva- 
tively that “fake” auctions reaped a ‘toll 
of $18,000,000 per year in the larger cities 
of this State. Besides taking this vast sum 
from the pockets of the legitimate jeweler, 
he said, this practice was undermining the 
public’s confidence in the jewelry store. 

E. H. Quigley, secretary to the A.N.R.J.A. 
president, threw a different light on the 
situation when he told of his experiences as 
a member of a former auction committee 
of the Jewelers Board of Trade. He 
declared that repeated efforts had been made 
to get the New York jewelers together on 
the question of effective repressive legisla- 
tion but that because of the opposition of 
quite a number of jewelers in the Greater 
City the project was finally given up as 
hopeless. Mr. Quigley declared that a large 
number of jewelers wanted the perpetual 
auction houses to remain, since these estab- 
lishments furnished an outlet for the dis- 
position of stock which the jeweler could 
not dispose of otherwise. 

Reports of standing committees followed. 

As chairman of the trade interests com- 
mittee, Albert Kamp, Ossining, reviewed the 
year’s activities of the National Jewelers’ 
Publicity Association, Harvard Research 


had been fairly well canvassed for members 
and that Greater New York now offered 
the best possibilities for increased member- 


. ship....He reported the loss of eight members 


through death during the past year. 
Treasurer Campbell’s report showed the 
coffers of the association in a healthy state. 
Two deferred city reports were then heard, 
one from Utica, by George Evans and the 
other by Russell Scheer, of Rochester. 
Charles Howe, past president, of Syra- 
cuse, invited the jewelers to hold their next 
convention in the Salt City, provided there 
was no objection to holding it in May, 
rather than April. The invitation was tenta- 
tively accepted. 
The election of officers and their installa- 
tion by Retiring President Scheer, followed. 


Resolutions 


The New York State Retail Jewelers Associa- 
tion has been most fortunate in the character and 
ability of the men who have directed its affairs 
during its 18 years’ existence, and the past three 
years under the leadership of our friend and co- 
worker, Emil J. Scheer have been among our most 
successful and we have seen our organization go 
steadily forward, and become of still greater use- 
fullness to its membership. 

We wish to record our thankful appreciation of 
the untiring and unselfish services of President 
Scheer, Secretary Sunderlin and their associate 
officers and committees, and to express the hope 
which we know will be fulfilled that their interest 
and servics will always be available to our associa- 
tion in particular and the cause in general. 

We wish to express our sincere thanks to 


which helped to make the dominating key note of 
the convention “Friendship.” 

Our exhibitors and our _program advertisers, 
assisted materially in the success of the conven- 
tion, and to them, and to the travelling repre- 
sentatives who were present at the convention, we 
feel indebted for their help, encouragement and 
co-operation. We hope that the exhibit feature may 
become a permanent part of our convention program 
and that those who favored us this year will be 
among those who will assist us in making next 
year’s convention a still. greater one from every 
standpoint. 

We would be lacking in the spirit of gratitude 
if we failed to give to our trade press a hearty 
thanks for all that they have done to develop and 
sustain interest in the association movement, and we 
shall hope that we shall always have that same 
splendid cooperation and good will as has evidenced 
the kindly feelings of the trade press in the past. 
The jewelry industry is fortunate in the splendid 
character of its trade papers, and the liberal spirit 
which has dominated their actions at all times. 

It is always customary to thank the Hotel 
management for its part in making a convention 
a success, but in this instance, we feel that our 
thanks are much more than the perfunctory follow- 
ing of an established custom. 

The Hotel Statler, through its manager, Elmore 
C. Green, its convention manager, Mr. ~Collison 
and its Maitre de Hotel, Joseph Becht, has demon- 
strated a spirit of helpfulness, interest and willing- 
ness which has done much to assist the local com- 
mittee in carrying into effect, its plans for your 
entertainment, and so we wish to express to the 
Hotel Statler, our thanks for what they did to 
help make this the most successful convention 
we have ever held. 

+ * * 

We pledge our support to the National Jewelers 
Publicity Association in its efforts to direct the pur- 
chasing public to the jewelers for his wares, and 
promise our co-operation, not only by our éash 
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contributions, but by following the suggestions and 
participating in the various tie-ups possible between 
national and local advertising and show window 
displays. 

* * * 

Our hope in the benefits to be derived through 
the services of the Business Research Bureau of 
Harvard University, have been long since justi- 
fied, and in the knowledge that these comparative 
figures and definite standards established become 
more and more valuable as the years roll on, we 
urge our membership to extend their full co-opera- 
tion in this most worthy enterprise, not only by 
contributing what you consider to be your share 
of the expense of this undertaking, but by send- 
ing in annually the report, asked for as it naturally 
follows that the more firms reporting. will make 
possible still better averages of what the various 
costs of operation are, and also rendering the ad- 
vice given more valuable because founded upon a 
wider knowledge of the facts in the matter. 

e #2 @ 


We commend to our membership, the work of 
the Horological Institute of which our own Edward 
H. Oufnagel is the President, and urge upon you 
that you extend your utmost assistance to this 
most worthy endeavor to place this branch of our 
industry upon a secure footing thus retaining in 
the jewelry store, one of its most important phases 
of service: the ability to properly repair watches 
and other timekeeping mechanism. With proper 
encouragement in time these certifficates showing 
a competent knowledge of theoretical and applied 
watchmaking will make it easy for the owner of 
an expensive timepiece to know with a certainty 
just who will be the man to whom he can entrust 
his watch for proper attention. Again we urge 
more than the payment of dues. We urge your 
encouragement of your watchmakers and apprentices 
to become proficient in their work to such an ex- 
tent that they may be worthy of the highest certifi- 
cate which this associaticn bestows. 


* 7 * 


It seems almost unnecessary to call the attention 
of our membership to the advantages of placing a 
share of their fire insurance with our own Jewelers’ 
National Mutual Fire Insurance Company, where 
it is possible to obtain adequate protection on the 
same basis as that furnished by the old line 
companies, and at a material saving in cost. The 
risks of our fire insurance company being s» 
scattered, and the risks being of such a high 
character, there never can be a serious loss, and 
a mutual company handling such preferred risks 
is certainly worthy of your attention and support. 

* * * 


The Better Business Bureau which is now fixed 
part of the civic and business life of more than 
forty cities is doing a splendid, uplift work among 
merchants and developng the idea of truth in busi- 
ness advertising and statements. It is engaged in 
studying all lines of business, learning from those 
engaged in a line, the different phases of activities 
and the problem in which each business produces 
and trying to help in the solving of these problems 
to the good of the purchasing public. To our 
members who reside in cities which maintain a 
Better Business Bureau we suggest that they become 
members and then assist in developing a higher 
standard of merchandising in their particular 
field to the final benefit of merchant and also his 
customer. 

* * * 

The New York State Association still insists that 
the proper protection of the purchasing public 
against fraud demands that some thing in the way 
of reform in the methods practiced in auction 
sales be taken, and we urge our officers to make 
every endeavor to obtain state and local legislation 
in co-operation with other branches of business, so 
that a uniform auction law may be enacted which 
will be fair to all; the merchant; the honest 
auctioneer and the innocent and uninformed pur- 
chaser of goods sold in this way. 


* * * 


We stand ready to spend $500 previously ap- 
propriated toward the legitimate expenses of any 
organized movement designed to obtain the passage 
of proper auction laws in this state, and trust 
that the action in this direction may be speedy 
and permanently helpful. 

We wish to record our appreciation of the ser- 
vices of Assemblyman Hutt and Senator Hickey 
of Buffalo, for their presentation and passage of 
the Platinum Marketing Bill, recently passed in 
this state. 

- * * 

We wish to go on record as emphatically endors- 

ing the provisions and operation of the Baumes 
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laws, and would deplore any changes tending to 
lessen their severity. 


Charles T. Evans 
Edward Leininger 

Harry N. Clark 

L. M. Campbell 

Wm, D. McNeil 

Albert Kamp, Committee. 





Convention Notes 

Edward H. Hufnagel was scheduled to speak at 
the banquet, but was forced to leave for home 
before the speaking program was reached. 

+ * * 

Hazel Dawn, star of “Rain,” which the jewelers 
had. enjoyed at Shea’s Court St. Theater the 
previous night, visited the jewelry exhibits. 

* * * 

Among the visitors from outside the State were 
Mr. and Mrs. J. W. Hoy, of DuBois, Pa., who 
had as their guest Mrs. E. M. Barr, of Buffalo, 
sister of Mrs. Hoy. 

* * * 

Buffalo newspapers were particularly generous in 

devoting space to the State association’s activities, 
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both before and during its sessions. Each paper 
gave a column daily, with half tones. 
* * * 


Charles H. Ash, of Benj. T. Ash & Son, Bing- 
hamton, son of a former president of the State 
association, was unable to make the trip this year, 
but sent in his stead D. N. Robbins, of his staff. 


. * * 


Complimentary remarks by Fresident Scheer at 
the closing session were well deserved by the mem- 
bers of the Buffalo Retail Jewelers’ Association, 
who perfected the arrangements for the convention. 

* - s 


Rain prevented the taking of the customary 
group photograph outdoors on Tuesday and a 
flashlight at the banquet in the evening was sub- 
stituted, which really gives a good idea of the at- 
tendance. 

* * * 

J. G. Dahlstedt, of the Mundie Jewelry Co., 
North Tonawanda, who broke a long record by 
missing last year’s convention because of illness, 
was on deck again this year and didn’t miss a 
business session. 

* * * 

No convention would seem complete without the 
appearance before its close of ‘“‘Charlie’’ Howe, of 
Syracuse, popular past president. ‘‘Charlie”’ ar- 
rived Tuesday evening in the midst of the banquet 
entertainment and received a spontaneous ovation. 

* e * 


The outstanding feature of the banquet was the 
presentation to retiring president E. J. Scheer b 
William D. McNeil of a 32nd degree Masonic 
charm, with diamond inset, in appreciation of Mr. 
Scheer’s efforts as president during the past three 


years. 
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E. H. Quigley, who drove here in his “Tin 
Lizzie’ from Newark, N. J., started for home in the 
same conveyance, via Rochester, Utica, Syracuse, 
and Albany, in each of which cities he planned to 
solicit from jewelers, subscriptions to the Harvard 
Research Bureau fund. 

- * * 


“Al” Hamburg, manager of John Wilson’s store 
in Syracuse, accompanied by Harry F. Kriden, 
stopped en route to the convention to see a ball 
game between two colored teams and did not arrive 
until late Sunday. Mr. Wilson arrived for Tues. 
day’s session and attended the banquet. 


* * - 


William G. McDougall, popular New York 
jeweler, had a lot of fun kidding his fellow-Scot, 
Campbell of Canandaigua, during the _latter’s 
demonstration of thrifty store-keeping. The New 
Yorker wanted to know why the corners of the 
paper clipped to permit folding could not also be 
saved in covering boxes for use in the gift 
department. 

* * . 

P. W. Hollenbeck of Catskill, with Mrs. Hollenbeck, 
both regular attendants at state conventions, utilized 
the trip to “break in” his new Buick car. He left 
home Sunday morning and covered 307 miles by 
nightfall, stopping over night at Batavia. He com- 
pleted the remaining 36 miles to be on hand for the 
opening session Monday morning. 


- * * 


George C. Lunt, of Rogers, Lunt & Bowlen Co., 
and William D. McNeil, accepted the invitation of 
Harry C. McCormack, of T. C. Tanke’s, Buffalo, 
to all visiting Kiwanians to attend a meeting of 
American and Canadian Kiwanians at the Hotel 
Statler Wednesday noon. Mr. McNeil was thus 
absent when his election as vice-president was an: 
nounced, 

* * * 

E. M. Baringer, proprietor of A. D. Norton Co., 
Gloversville, returned to the convention after an 
absence of six years. He was accompanied by Mrs. 
Baringer and had as their guest, Mrs. W. B. Hoops 
of Buffalo. Mrs. Baringer originally was from 
this city. Mr. Baringer took over the Gloversville 
store on the death about a year ago of Mr. 
Norton. It is one of the oldest stores in the State, 


* * * 


The entertainment at the banquet was furnished 
through the courtesy of Mr. and Mrs. Charles T. 
Evans and their son, Boyd. The latter played the 
violin,. as did Julian Caster, while Mrs. Evans 
formed a vocal trio with the Misses Jes-amine 
Long and Katherine Schwab. The Rev. John N. 
Borton, whose invocation opened the convention, 
substituted for Robert A. Munn as baritone solo- 
ist, and his efforts were well received. Miss Ro-a- 
mond Olief and R. Hufstader were accompanists. 

. * * 

Alfred O. Bald, former State secretary, now 
with the Bulova Watch Co., supervised a tour of 
the city and a visit to the Buffalo Consistory for 
the ladies attending the convention, on Monday 
afternoon. Points of interest in the city were vis- 
ited, including the new peace bridge between Buf- 
falo and Fort Erie, and a stop was made at the 
consistory for luncheon. There the ceremony of 
lighting the huge auditorium was given with Mrs. 
Florence Hengerer, soloist, and William F. Gomph 
at the organ. 

* * 7 

One feature which was not on the program of 
Tuesday’s session was the appearance during the 
afternoon of Mrs. Elizabeth Dickinson, proprietor 
of T. & E. Dickinson, Inc., Buffalo’s leading jewelry 
store. As probably the oldest woman actively en- 
gaged in this business in the United States Mr. 
Scheer asked her to favor the members with a few 
remarks. She said, in part: “I will celebrate my 
89th birthday this year and hope to live to be 
100, and to be able to continue to spend a part of 
each day in my store. I still love the jewelry 
business, and it has lost none of its fascination 
for me after 50 years in business.” 








Two Boy Scout League trophy cups have 
been on display in the window of the Sauger- 
ties Jewelry Co., Saugerties, N. Y., and have 
been attracting considerable attention. One 
is baseball cup won by St. Mary’s Scouts, 
Troop No. 3, and the other is the basket- 
ball cup won in 1925-26 by the Methodist 
Scouts, Troop No. 2, and in 1926-27 season 
by St. Mary’s Scouts, Troop No. 3. 
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The Work of the 
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National Jewelers 


Publicity Association 





An Address Delivered by Charles T. Evans Before the 18th 
Annual Convention of the New York State Retail 
Jewelers Association, at Buffalo, N. Y. April 26 


OR many years, the retail jewelers of 

this country were agitating for some 
form of national publicity which would cause 
the purchasing public to think of the jeweler 
in connection with the many occasions which 
call for a gift. For many years the jeweler 
has been seeking to add to his annual sales, 
by a participation in the gifts incident to 
Valentine’s Day, Easter, Mother’s Day, and 
so on, as well as continuing to sell his share 
of the gifts purchased at Christmas and for 
weddings and birthdays. 

Manufacturers and wholesalers were some- 
what hesitant to join in a group movement 
for publicity, as returns being indirect are 
hard to trace, and to many it seemed as 
though this method was questionable. 

However, we have seen the Sterling Sil- 
versmiths Guild, each member of which has 
been operating his own individual campaign, 
unite in general advertising, based upon the 
slogan, “It is Sterling, More cannot be said.” 
I think that the action of this group of far- 
seeing men, has done more to endorse the 
general publicity movement than any other 
one act. 

Individual advertising is always desirable, 
and should be carried on, whenever possible, 
but each manufacturer, wholesaler and re- 
tailer should set aside some amount each 
year toward a general publicity fund, because 
in the aggregate, a large amount of money 
is available to cary on a national campaign 
of the industry, without prejudicial cost to 
the individual. 

In talking to the New York State Retail 
Jewelers’ Association, I feel that I am talk- 
ing to a group of wide-a-wake men, who are 
thoroughly alive to the benefits and de- 
sirability of national publicity, and I do not 
intend to waste any of your time discussing 
the merits of a proposition in which I know 
you already firmly believe, and toward which 
practically everyone of you has subscribed 
his bit, and has indicated his co-operation in 
other ways, such as using the material fur- 
nished by the National Publicity Association, 
and in coupling his window displays and local 
advertising with the national magazine pub- 
licity. 

There are certain pjoints regarding the 
work which is being carried on, that the 
National Jewelers’ Publicity Association 
wants you to know about, and as briefly as 
possible, I shall tell you some of these inter- 
esting facts. 

You have been informed by mail, and 
through the trade papers, of the several ad- 
vertisements which have appeared in the 
Magazines of national circulation, and many 
of you have displayed framed copies of these 
advertisements in your windows, thus tying 
up in a definite way with the national adver- 
tising and demonstrating to your local public 
that you are keeping in touch with the vari- 
ous happenings in your trade, and indicating 
to it, that you are operating a store where 


one is certain to find new and up-to-the- 
minute merchandise. 

Possibly you will be interested to hear the 
amount of publicity (other than paid ad- 
vertising) which this association has been 
able to secure at a nominal cost, when com- 
pared with the results accomplished. The Na- 
tional Jewelers Publicity Association states 
that it was able to secure the publication of 
prepared articles, which occupied space in the 
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magazines, which would have cost, if paid 
for $148,750, and in daily and Sunday papers, 
space to the value of more than $100,000 has 
been secured, without cost, other than the 
amount paid to the writers, which was slight- 
ly less than $2,000. 

The association has also been able to se- 
cure co-operation with the producers of mo- 
tion pictures, and on the stage, and has also 
been able to have a number of radio talks 
broadcasted. 

At present, it is furnishing the material for 
a feature reel, which will be released this 
Spring, which shows the arrival of a pros- 
pective purchaser at a Fifth Ave. Jewelry 
store, and pictures have been taken of the 
exterior and interior of the store, as well as 
the selection of the jewels, with various close- 
ups to accentuate the different articles of 
jewelry and silver. 

Of course, it naturally follows that with 
the paid advertising which the association as 
such, and its individual members, are doing, 
that it is going to be possible to obtain more 
and more of this most valuable advertising, 
with little or no cost. 

It also naturally follows, that as the pub- 
licity association demonstrates its efficiency, 
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and its worthiness, that more and more will 
its opinion and advice be sought by those who 
wish authoritative information on subjects 
involving jewelry and kindred lines. 

The question naturally resolves itself into 
just how can the publicity association be 
made most effective, and its promoters offer 
the following suggestions : 

They submit that while the results justify 
the expenditure of the money which they 
are now spending, that to obtain proper re- 
sults, in keeping with the industry and its 
possibilities, that plans should be developed 
which will make possible the spending of 
$1,000,000 per year. 

Instead of performing two functions as the 
association is now doing in a limited way— 
national advertising and publicity—the plan 
is to organize and operate various depart- 
ments under the directions of experts, one 
of which will handle the national magazine 
advertising. This, they state, requires a 
minimum of $200,000, and should ultimately 
reach a maximum of $500,000 per year. 

A publicity department to supply news- 
papers and magazines with articles and news 
favoring jewelry store products. A minimum 
for this department should be $50,000 per 
year, and a maximum of $100,000. 

A style department to influence jewelry 
styles and co-operate with style artists to se- 
cure the inclusion of jewelry in styles illus- 
trations. A minimum of $50,000 per year is 
required with a maximum of $100,000. 

A department to secure the featuring of 
jewelry store products on stage and screen, 
which will require a minimum of $25,000 
with $50,000 as a maximum. 

A jewelers’ service department to supply 
dealers with cuts, mats, advertising copy and 
window display and merchandising helps, 
would require $50,000 as a minimum with a 
maximum of $100,000. 

A trade ethics department to combat 
fraudulent trade practices and fraudulent ad- 
vertising, and other similar complaints. $50,- 
000 should be available as a minimum with 
$100,000 as a maximum. 


We shall also require an administration 
department to administer the finances and 
direct the work. This will require a mini- 
mum of $25,000, with a maximum of $50,000. 

In order to make effective and efficient 
progress in popularizing the jewelry store 
merchandise, a minimum of not less than 
$500,000 and preferable a $1,000,000 per year 
for four years should be available. 


The ideas mentioned and the amounts sug- 
gested, are figures submitted by the National 
Jewelers Publicity Association, which is 
being conducted by men who have the inter- 
ests of the entire trade at heart, and who 
have become familiar with the needs of the 
trade through careful study of its problems 
over a period of years, and I for one, am 
willing to accept their figures and suggestions 
as being the goal towards which our efforts 
should be directed, and that we should not be 
satisfied with anything less than the best 
efforts of which we are capable. 

I am sure that we have all long since 
recognized the fallacy of considering that 
our competition comes from those engaged 
in the same line of business and recognize 
that our real competition comes from other 
lines of merchandise. It is self-evident that 
each person has his or her favorite trading 
place for certain lines of goods, and while 
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there are a few pepole who visit every store 
which sells the class of goods which they are 
interested in, that the larger percentage of 
people go directly to their jeweler, if they 
are considering a diamond, a watch, or a 
piece of silver, and unless he fails altogether 
to meet their ideas or ideals, or there is some 
other good and sufficient reason for his not 
doing so, he will make the sale then or later. 

However, we must not forget the other 
hands held out for the dollar for which we 
are reaching, and sometimes they get it in- 
stead of us. 

I know personally of a father and mother 
who were considering the purchase of an 
Oriental rug and an antique buffet or side- 
board, who had their attention called to the 
desirability of purchasing a silver tea set, 
as being the gift which the family should 
make, because of the fact that it can be a 
family heirloom forever afterward. The 
parents, because of this appeal, gave the mat- 
ter consideration, looked, and then gave the 
young couple their choice, which resulted in 
the sale of the silver. 

National publicity will do just this. It will 
make people think of the jeweler and his 
merchandise ; make them wonder whether the 
money they are going to invest in the gift, 
would not be more wisely expended, if in- 
vested in wares of permanent value, and of 
such lasting qualities that the recipient may 
have same to enjoy long after the purchaser, 
perhaps, has passed on. 

I sometimes consider the vast amount ex- 
pended in flowers, and while we all love 
flowers and their beautiful sentiments, we 
cannot but drop a thought to the vast amount 
of money spent in a temporary pleasure to a 
recipient, where the same amount might have 
bought and paid for an article which would 
have been equally as pleasing, and yet would 
have been lasting. 

Many sensible people in past years, made 
many gifts of silver flatware, over a period 
of years, and while the silver business has 
been materially increased by the campaigns 
of national advertising, there is still much that 
can be done, with proper co-operation be- 
tween the local dealer and the manufacturer. 

Many pieces of jewelry could be made to 
sell at prices comparable with corsage bou- 
quets, and in the: aggregate would mean 
thousands of dollars to the jewelry trade. 

Of course, the matter of individual choice 


.-is more easily handled in flowers, where 


orders are sent by telegraph, than is possible 
in the jewelry field, but the jeweler can very 
easily feature his ability to ship goods any- 
where, and guarantee their safe delivery. 

Most everybody at some time or other 
takes a chance, and many feel that this pub- 
licity game is a chance, with little oppor- 
tunity to learn whether you have won or not. 

However, we can all afford to take a small 
chance, and through the national association 
these small amounts are gathered together 
into a large aggregate sum, which cannot but 
do the industry, as a whole, a great deal of 
good. 

It is not too much to say, that if the 
jeweler is to have a future, such as he de- 
sires, he will have to fight for it. Competition 
for the consumer’s dollar is stronger, every 
day, and because of our small establishments, 
and the size of the industry as a whole, we 
do not seem to make the impression upon the 
buying public which we are anxious to make, 
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and unless we can do a large amount of this 
co-operatively through national publicity, I 
do not think we will ever do it otherwise. 

If one takes the time to study the figures 
showing how the American public spends its 
money, he will be forced to the conclusion 
that the jeweler, comes in for a compara- 
tively small portion of that amount. Of 
course, this is due largely to the lasting 
qualities of the merchandise. A diamond does 
not have to be replaced, but it can some- 
times be re-set to advantage. A watch lasts 
for a generation, but we can sometimes sell 
an extra watch. A set of silver is passed to 
the next generation, and so on. However, 
these statements, which account for the fact 
that our sales cannot be so great, also present 
the strongest sort of argument why our 
wares should be selected to commemorate the 
great events. of our lives and those of our 
relatives and friends. 

The jewelry business is a good business. 
Most of those who engage in it, make a 
comfortable living, and are happy as a result. 
The jeweler meets his customers, ordinarily, 
when they are happy. The Christening 
present; the gifts of early childhood which 
are treasured most, come from the jewelers; 
the engagement and wedding rings, and so on. 

We are therefore in touch with our cus- 
tomers at the important points of their 
careers. What we lose is the opportunity to 
supply some of the more trival gifts, which 
involve smaller amounts, but which in the 
aggregate run into vast sums. 

It is through the field of the national 
magazine advertising that the thoughts of the 
reading public can be and will be directed 
toward the jeweler, and he must be ready to 
meet them through his show windows; his 
advertising; his store displays, and his man- 
ner, when they turn in his direction. 

More lookers will result, and as a result, 
more purchasers, but bear in mind that na- 
tional advertising will only direct a‘ reader’s 
thought towards your store as a type, and 
that the real sale will be the result of your 
ability to persuade the public that your wares 
will best represent theit thoughts towards the 
one for whom they are considering the gift. 

Do not expect too much from national ad- 
vertising in the way of direct, traceable re- 
turns. It is helpful, and constructive, but 
as it is general in style and scope, so will the 
results be, equally general, and hard to trace. 

Co-operate in everyway possible with the 
aims and purposes of the campaign, as well 
as with the advertisers who advertise specifi- 
cally most definite article. 

Do your part always, in the way of con- 
necting up locally through your advertising 
and show window displays. Be quick to ac- 
cept offers of special displays from manu- 
facturers, thus indicating that spirit of co- 
operation so necessary to the success of any 
undertaking. 

I have extracts from a great many letters, 
which I have not taken your time to read, 
indicating that the leaders in our trade, are 
all enthusiastic over the possibilities of na- 
tional advertising, and are willing to show 
that belief by a contribution as liberal as they 
can afford. 

New York State has always been respon- 
sive to appeals calculated to advance the in- 
terests of the trade as a whole, and I am sure 
will always do its share to help carry on the 
work of publicity. 
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New Hampshire Convention 





Program Completed and Committees Ap. 
pointed for Meeting to Be Held at 
Nashua, May 17 and 18 


Mancuester, N. H., April 29.—The pro- 
gram for the annual convention of the New 
Hampshire Retail Jewelers’ Association to be 
held at the Carpenter Hotel, here, May 17 
and 18, has been arranged and committees 
appointed. 

The program is as follows: 


Tuesday, May 17 


-M. Registration at Carpenter Hotel. 
M. Convention called to order. 

Address of welcome by Hon. A. E. 
Moreau, Mayor of Manchester. 
Address of welcome by F. H, 

Emerson, Pres. Chamber of Com- 
merce. 
President’s message. 
Secretary-Treasurer’s report. 
Appointing of Committees (nomina- 
ting, etc.). 
Address by Geo. 
Boston. 
Subject: ‘The next six months.” 
Address by Conrad J. Brotherly, 
ries, A. N. BR. J. A. 
Subject: ‘‘National Publicity.” 


E. Mclllwain, 


Tuesday Evening 


Question Box. 


Wednesday, May 18 


Breakfast Conference and Discussion. 
Meeting called to order. 

Address by D. H. Johnson, Dennison 
Mfg. Co., “Store and Window 
Display.” 

Address by P. J. Coffey, National 
Jewelers Publicity Association. 

Subject: “National Jewelers Board 
of Trade.” 

Executive Meeting. 

Report of committees. 

Election of officers. 

New business. 

Report of resolution committee. 

12.00 Noon Start for Manchester Country Club 

for an afternoon of golf and sports. 

6.30 p.m. Banquet Hotel Carpenter. 

Presentation of Golf and Sport Prizes, 
Entertainment and Dancing. 


7.30 P.M. 


8.00 a. 
9.00 a. 


10.00 a. M. 


The committees for the 1927 convention of 
the association are as follows: 

Banquet—M. E. Banks, chairman; S. 
Fineblit, H. J. Lemay. 

Entertainment—F. X. Vadeboncoeur, chair- 
man; T. J. Lemay, C. M. Pickett. 

Golf—A. U. Burque, chairman; M. E. 
Banks, P. H. Safford. 

Question Box—P. H. Safford, chairman; 
A. C. Duncan, H. C. Cardin. 

Reception—W. L. Fickett, chairman; J. 
Geoffrion, T. R. Varick. 

Sports—E. L. Rickard, chairman; E. O. 
Davol, E. A. Vadeboncoeur, P. A. Carson. 

Social—R. A. Quimby, chairman; H. E. 
Hurlburt, E. R. McClintock, Addie Fiske 
Goodell. 

Resolutions—F. F. Stearns, chairman; A. 
DeMontigny, E. N. Whitecomb. 

Auditing—A. J. Potter, chairman; K. E. 
Peterson, A. R. Watson. 








Lynn Cook, 14 years old, son of Lloyd 
Cook, the manager of the Tegun Co., Hart- 
ford, Conn., saved Buell Gatterdam, eight 
years old, from drowning recently when the 
boy fell into the Olentangy river, near Co- 
lumbus, O. The Gatterdam boy was car- 
ricd down the stream for more than 100 feet 
before he was rescued. 
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lowa Jewelers Elect New Officers 


Members of State Association Meet at Sioux City, April 27 and 28 for Annual Convention— 
Reports Submitted and Trade Topics Discussed—Social Features Much Enjoyed 


Sioux City, Ia., April 29.—More than 150 
lowa jewelers met at the annual State con- 
vention of the lowa Retail Jewelers’ Asso- 
ciation here, Wednesday and Thursday, to 
elect officers for the coming year and to 
transact other business of the association. 

Elmo B. Roper, Creston, Ia., who was 
secretary and treasurer of the association 





pert advice enables the purchaser to wear 
the jewelry that is most suited to him or 
her and that best accentuates the wearer’s 
personality and charm. Positive desire to 
deal fairly and to be of the greatest service 
possible to the commuuity should be the 
main theme of the convention we are now 
holding.” 





$65 PIES 


The Banquet 


On the evening of the first day of the con- 
vention the jewelers and their wives at- 
tended the big annual banquet and ball at 
the Hotel Martin. There was no formal 
program at the banquet.. Music for dancing 
was furnished by a 12-piece orchestra. 








NEW OFFICERS OF THE IOWA RETAIL JEWELERS’ ASSOCIATION ELECTED AT THE SIOUX CITY CONVENTION 


during the past year, was elected president 
of the State organization at the final busi- 
ness session of the convention on Thursday 
afternon. Other officers elected were L. S. 
Robinson, Glenwood, Ia., vice-president ; 
Wilson T. Clarke, Sioux City, Ia., secretary 
and treasurer; Lafe Major, Perry, Ia., di- 
rector; I. Fuiks, Iowa City, director, and 
Earl George, Sioux City, delegate to the 
national convention, which will be held at 
Milwaukee in September. 

Outgoing officers of the association are: 
Earl George Sioux City, president; Lafe 
Major, Perry, Ia., vice-president; Elmo 
Roper, Creston, Ia., secretary and treasurer, 
and L. S. Robinson, Glenwood, Ia., director. 


ADDRESS OF PRESIDENT GEORGE 


“The mission of the retail jewelers is the 
crystalization of the most precious human 
emotions,” Earl George, retiring president, 
told the jewelers in the annual president’s 
address. “The justification of the retail 
jewelry business is evident on every hand. 
Our precious gems and metals have all the 
inspiration and beauty of flowers but in a 
more permanent form, when properly com- 
bined with art and expert workmanship. 

“It is the ideal of the modern jeweler to 
supply that piece of jewelry that will be 
Most appropriate for the occasion. Our ex- 


Reports were given by Elmo Roper, secre- 
tary, and by Ray Swenson, delegate to the 
national convention last year. 


WEDNESDAY AFTERNOON 


Principal feature of the afternoon pro- 
gram of the first day of the convention was 
the address by State Senator Guy Gillette of 
Cherodee, la. “The jeweler is one of the 
oldest, if not the oldest, of the craftsmen 
of the world,” said the senator. “There has 
been no tribe so savage that its members 
did not want and have some form of orna- 
ments of the jewelry type, either of showy 
metals, shells or similar material. 

“Nothing could be more wrong than to 
apply the term of parasite to the jeweler, as 
has been done by a few of the unthinking. 
The jeweler, through his craft, appeals to 
our sense of the aesthetic and the beautiful. 
He is the poet of the workmen of the world. 
He expresses sentiment and beauty through 
the medium of beautiful settings, ornaments 
and jewels, rather than in words or pic- 
tures.” 

The senator dealt humorously with those 
he characterized as parasites, which, he said, 
include bootleggers, dead beats and those 
who take advantage of civic improvements 
without contributing to them, and others 
who prey upon society. 


Thursday - 
At the forenoon session of the final day of 
the convention, J. F. Larkin talked on the 
“Jewelers’ Security Alliance.” 


ADDRESS OF E. 0. LITTLE 


Ed O. Little, who represented the national 
association and the Jewelers’ Publicity As- 
sociation, spoke on new modes in jewelry. 

“At a recent diplomatic and official recep- 
tion in Paris,” said Mr. Little, “where the 
representatives of various nations were pres- 
ent, thus showing the modes in various cap- 
itals rather than in Paris alone, it was no- 
ticed that scarf pins were coming in again. 
Very small, almost insignificant, as if on 
sufferance, they nevertheless were worn by 
the majority of the younger men present. 
Black or very dark ties were naturally worn 
and the pins were worn almost concealed, 
where the tie is broadest, just below the 
collar. 

“One small pearl, mounted on a golden 
pin, too small pearls or. branches or a cluster 
of three tiny pearls-were seen. While white 
pearls were the rule, a single black pearl 
was worn by some and there were several 
diamond tie pins. In the latter, solitaire dia- 
monrs were set in platinum. 





“For afternoon dresses, for matinees or,’. 


the boulevards, more fancy and ornate ties.“ 


: 
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are worn, and for these more elaborate tie 
pins were worn. Some of the more beautiful 
luminous Egyptian stones are seen, beauti- 
fully carved, remarkable for their workman- 
ship rather than their intrinsic value.” 


THURSDAY AFTERNOON 


Charles E. Miller, Albia, Ia., nationally 
known boys’ work devotee, and principal 
speaker on the afternoon program of 
the final day of the convention, said: 
“A whole town nowadays rises or falls to- 
gether. It is impossible to have an out- 


standing store at a crossroads, regardless of 
which kind it is. 


For any one merchant to 








WHO REPRESENTED THE 
A. N.R. J. A. 


E. 0. LITTLE, 


be prosperous, all of the merchants must 
be prosperous. Present day business life 
represents the sum total of the community 
enterprise. 

“All the troubles to which we fall heir are 
due to our neighbor. Trouble with our 
neighbors became acute when the second 
home in the world was established, and it 
never has been solved to the present day. 
Our neighbors are responsible for schools 
and penitentiaries, churches and jails, high 
taxes, credit losses, bank failures and the 
spreading of all kinds of pestilences and dis- 
eases. 

“However, none of us can carry on our 
business or profession without them, and 
there is no place in the world fit to live in 
that we do not find them. In spite of every- 
thing, they constitute the sole source of our 
income, for we cannot make any money 
doing business with the members of our own 
family. If we make any money or have 
any enjoyment in life, it must come through 
harmonious relations with our neighbors.” 

J. R. Perkins, Council Bluffs, Ia., talked 
on “Business Ethics.’”’ Committee reports 
and general discussion occupied the balance 
of the afternoon program. 

Closing features of the convention were a 
stag party for the men at the Kiwanis Kabin 
at Stone Park and a theater party at the 
Rialto Theater for the women guests. A 


“ buffet lunch and refreshments were served 
“.*at the stag party, and a most enjoyable time 
“is reported. 
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Death of Harry Payton 


Providence Jeweler and Silversmith Dies 
Suddenly of Heart Failure 


ProvipeNce, R.I., April 30.—Harry Pay- 
ton, president of the H. Payton Co., manu- 
facturing jewelers and silversmiths at 40 
Clifford St., was stricken by heart failure 
last Sunday, while visiting in Atlantic City 
and died almost immediately. He was in 
his fifty-fifth year and was well-known 
throughout the jewelry trade wherein he 
traveled as a salesman and manufacturer 
for upwards of thirty years. His funeral 
was held from his home, 27 Harvard Ave. 
at 2 o’clock, Tuesday afternoon, and burial 
was at the Congregational Sons of Israel 
and David Cemetery on Reservoir Ave. 

Born in Russia, Mr. Payton came to this 
country while in his teens and at the age 
of 19 years became a resident of Provi- 
dence, where he has since made his home. 
He became identified with the jewelry in- 
dustry and finally accepted a position with 
the firm of E. L. Spencer & Co., where he 
remained for 15 years. He began business 
for himself in Worcester, Mass., in Sep- 
tember, 1904, but discontinued the follow- 
ing January when he went to New York 
and there started in again in a small way. 
There he became associated with Edward 
Zellenka and they organized and incorpora- 
ted a business under the laws of New 
York with an authorized capital of $12,000, 
each holding sixty shares. Zellenka retired 
from the business in 1912 when Mr. Pay- 
ton purchased his interest and the business 
was continued by the latter, his wife, and 
Jacob Newman as officers and stockholders. 
The corporation, however, was dissolved in 
1913 and Mr. Payton continued alone, using 
the old corporate firm style of H. Payton 
Co. He became interested in a separate 
business, handling dry-goods as H. Payton, 
but shortly discontinued that line. 





In 1915 the business was reorganized and 


in August, 1916, was removed to this city, 
a factory being taken at 40 Clifford St., 
Mr. Payton having charge of the factory. 
Since that date several changes occurred 
in the membership of the corner, but Mr. 
Payton always retained the controlling in- 
terest. Mr. Payton was prominent in the 
social life of this city, having been an ac- 
tive member of several Jewish associations 
and was also a member of the New Eng- 
land Manufacturing Jewelers’ and Silver- 
smiths’ Association. He is survived by his 
widow, Mrs. Sarah (Newman) Payton, 
seven children, and by one brother, Leon 
Payton, of New York City. 








L. W. Rubinstein, New York Jeweler, 
Tells of Jewelry Business 
in Foreign Lands 


L. W. Rubinstein, 15 Maiden Lane, 
New York, whose letters describing his 
trip around the world were published 
in these columns from time to time 
and were followed closely by many mem- 
bers of the jewelry trade, has returned 
to New York, arriving recently on the 
Aquitama. Early in July Mr. Rubinstein 
will start out again on another leg of his 
journey which will take him to Germany, 
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Switzerland and Spain and in September or 
October he will return to this country with 
Mrs. Rubinstein, who is still in Europe. 

Mr. Rubinstein told a JEwELERS’ CIRCULAR 
reporter that the jewelry business at Delhi, 
India, was excellent at the time of his visit 
and that the jewelry stores there were among 
the finest in the world. They compare in 
many respects with the best Paris shops. 

Pearls and star sapphires, he remarked, 
are exceptionally popular and are worn by 
best people. Star saphires are being bought 
up by English merchants, but the natives 
still hold many of these stores for prices 
which they expect the Americans to pay. 

In Cairo not many diamonds are worn, 
according to Mr. Rubinstein, who asserts 
that beautifully cut crystal bead necklaces 
are extensively worn. While in Cairo, Mr. 
Rubinstein met M. D. Rothschild of the 
American Gem & Pearl Co., who is now in 
the Orient. 

Business in Athens, Greece, was just open- 
ing up when Mr. Rubinstein was there. He 
also visited a number of important cities in 
Italy, including, Naples, Venice, Rome and 
Genoa, where, he stated, emeralds are widely 
used. While in Rome, Mr. Rubinstein had 
an audience with the Pope. 

In Monte Carlo the jewelry stores were 
largely stocked but business was not up to 
expectations. The Paris merchants, said Mr. 
Rubinstein, were just getting ready for the 
Summer trade and in anticipation of the ar- 
rival of many Americans were boosting 
prices. 








Jury Disagrees 





Venire Hopelessly Deadlocked in Case of 
Louisville, Ky.. Man Who Was Tried 
on Robbery Charge 
LouIsvILLeE, Ky., May 2.—A verdict hope- 
less, the jury in the case of Fred E. Stevens, 
Jr., secretary of the Dixie Jewelry Co., in- 
dicted with six others for robbery of $50,000 
worth of uncut diamonds March 1, 1926, 
was discharged at 5:20 o’clock Saturday 

afternoon by Judge A. T. Burgevin. 

The jury had been considering the case 
since 9:30 o’clock Friday night. J. B. 
Snadig, foreman, reported that the body had 
failed to reach a verdict. 

Date for a new trial will be set this 
morning. Stevens will continue under the 
$25,000 bond set at the time of his indict- 
ment. 

The diamonds were stolen from Herman 
Hamburger of Kionka & Hamburger of 
New York. Others indicted with Stevens 
were John Cardin, George Patton, Paul 
Vernon, John W. Stratton and Willard 
Schleeter. 

The jury made a request for the books 
and sales slips introduced in Stevens’ de- 
fense as part of the alibi built up by his 
counsel, W. S. Heidenberg and James P. 
Edwards, during the trial. Judge Burgevin 
told the jurors it was desirable for them to 
reach a verdict not in conflict with their 
conscience and that each should consider 
the opinions of other jury members. The 
court pointed out that the trial was a great 
expense for the State. 

The second trial will be filled with diff- 
culties since some of the State’s principal 
witnesses are residents of New York, the 
prosecution contended. 
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Mississippi Valley Flood Fund 





Jewelers Contribute Liberally Through American Red Cross to 
Aid Sufferers in Area Swept by Overflow 


The appeal sent out by the National Jewel- 
ers Board of Trade asking the trade to aid 
the victims of the Mississippi Valley flood is 
meeting with a hearty response from the 
trade, and at the time THE JEWELERS’ CriR- 
CULAR had gone to press $5,837 had been 
collected. All subscriptions should be made 
out to the order of the Red Cross and sent 
to the Board’s offices at 22 W. 48th St., 
New York. 

The following subscriptions have been re- 
ceived : 

$2,500—International Silver Co. 

$100—Reichman Bros. Emile Tas, 
Schenck & Van Haelen, William S. Hedges 
& Co., Untermeyer-Robbins & Co., Kohn & 
Co., Newark, N. J.; L. & M. Kahn & Co, 
Whitelaw Bros., Bulova Watch Co., Mayers, 
Osterwald & Muhlfeld, Goldsmith, Stern & 
Co., Stern Bros. & Co., A. Wittnauer Co., 
Ketcham & McDougall, Inc., Sussfeld, 
Lorsch & Schimmel, Larter & Sons, H. O. 
Hurlburt & Son. 

$57—Employes of A. Wittnauer Co. 

$50—Albert Lorsch & Co., Charles H. 
Conant & Bro., Freudenheim Bros., Inc., 
Joseph L. Herzog & Co., S. L. Van Wezel, 
Bernard Rice’s Sons, Inc., American Gem & 
Pearl Co., Aaron Lauterbach & Bro., Jules 
Franklin, Inc., Leo R. Strauss & Co., Birn- 
baum Pressel Co., Inc., Walter Lampl and 
M. Sickles & Sons. 

$25—-Maurice Tishman, Meyer & Gross, 
A. Jaffe & Son, Wolf-Solomon Co., Alpheus 
L. Brown, Belgard & Frank, Inc., William 
J. Ward, La France Jewelry Mfg. Co., H. Z. 
& H. Oppenheimer, Aisenstein-Woronock & 
Sons, Inc., Hilpert & Trabinger, Katz & 
Ogush, Inc., R. & J. Dreyfus, Blancard & 
Co., Inc., Eventov Diamond Co., J. A. & 
S. W. Granbery, Sloan & Co., Buss-Linthi- 
cum-Thorson, Inc., American Standard 
Watch Case Co., Maybaum Bros., Inc., Roy 
Mfg. Co., Rettig, Hess & Madsen and Mil- 
ton S. Greenbaum & Co. 

$20—Derlacki- Weber. 

$15—Abner Shaw & Co., Premier Cutlery 
Co., Walter P. McTeigue, Inc. 

$10—S. Danziger & Sons, Max Singer, 
Michael Levy, M. Fred Hirsch, Kaufman 
Mfg. Co., Inc., M. H. Shiman & Co., Inc., 
Shoreham Mfg. Co., Inc., George F. Jordan, 
L. Kamsly & Sons, L. E. Garrigus & Co., 
Charles S. Crossman & Co., Morris Kaplan 
& Sons, R. Gsell & Co., Inc., A. Munchin, 
M. Wallach, Chalson-Osborne Co., Inc., 
Albert Ronecker & Co., Jacob Cohen & 
Sons, Fox & Son, Arthur W. Forman, Louis 
Sternberg & Bro., Lorraine Watch Co., Inc., 
and Adolph Block & Co. 

$5—David Rothschild, Lesser & Barnett, 
Joseph Schulman, Jack J. Felsenfeld, Mark 
Jewelry Co., Alan L. Brown, Klipper & 
Klipper, Inc., A. Bookbinder, Irving Kritzer, 
A. Schliff & Son, Bernard J. Wiener and 
the Goldland Jewelry Co. 





Chicago Jewelry Trade Generously Sub- 
scribes to Mississippi Flood Fund 

Cuicaco, April 30.—In the Chicago drive 

for the Mississipi Valley Flood Relief fund 


with a quota of $750,000 for the city the 
Association of Commerce set a quota for 
the jewelry trade of $7,500 and the response 
to a letter sent cut by the Chicago Jewelers’ 
Association on April 28 has been prompt. 

The jewelry trade has never failed on 
any call of this kind and it is confidently 
expected that former success in going over 
the top will be repeated. At this time 
donations have been received from a number 
of concerns in the Chicago jewelry dis- 
trict. 


Among the subscriptions received up to 
Saturday were: The Elgin National Watch 
Co., $500; Norris, Alister Ball-Bridges Co., 
$250; Juergens & Andersen Co., $250; Stein 
& Ellbogen Co., $200; Moore & Evans, $100; 
C. & E. Marshall Co., $100; Associated 
Silver Co., $100; Spaulding & Co., $100; 
International Silver Co., $50; M. A. Mead & 
Co., $50; C. H. Knights-Thearle Co., $50; 
Lebolt & Co., $50; Amer Coe & Co., $50; 
Buss-Linthicum-Thurson, $50; Thos. J. Dee 
& Co., $50; Western Watch Case Co., $25; 
the Gorham Co., $25; Stiefel-Netzerg Co., 
$25; the Newall Mfg. Co., $25; the Mariba 
Co., $25; Goldman, Allshouse & Healy, $25; 
J. Milhening & Co., $25; Frank Rasmussen, 
$10; W. R. Anderson Co., $10; Carteaux, 
Inc., $10; Bouer-Goldstein Co., $10; Holland 
Credit Jewelers, $10; Zaslaw Watch Co., $5; 
Sigmund Burg, $5; A. Fogel, $5; W. E. 
Becker Bro., $5; L. Vogel, $5; H. W. 
Sherrill, $5; Ed. Jensen, $3, and C. A. 
Kaiding, $2. 





Jewelers Contribute to Mississippi Valley 
Flood Fund Through Providence 
Branch of Red Cross 


Provivence, R.I., April 30.—Following 
their usual generosity and promptness in 
contributing to every worthy cause, the 
members of the manufacturing jewelry and 
co-ordinated industries are responding to 
the call of the Providence branch of the 
American Red Cross for subscriptions for 
the benefit and relief of the sufferers from 
the Mississippi Valley flood. Included in 
the list of subscribers are the following: 

Theodore W. Foster & Bro. Co., $100; 
Henry D. Sharpe, $200; Samuel M. 
Nicholson, $200; Silverman Bros., $50; 
Gladding’s, $250; The Outlet Co., $250; 
Miss Ellen D. Sharpe, $200; F. R. Par- 
sons, $25; Stiles Optical Co., $10; A. L. 
Newman, $10; George F. Berkander, $100; 
Westcott, Slade & Balcom, $50; William 
C. Dart, $25; J. P. Goldstein Co., $20; H. K. 
Sturdy, Jr., $100; Charles F. Irons, $50; 
B. A. Ballou & Co., Inc., $50; Kenney Mfg. 
Co., $25; Mason Box Co. $10; Walter 
Hidden, $100; Frederick W. Aldred, $26; 
Miss Helen R. Ostby, $15; George H. Ca- 
hoone Co., $100; Adolph Meller Co., $50; 
Mrs. John F. P. Lawton, $50; C. P. Henry 
Novelty Co., $50; George W. Van Ben- 
schotten, $10; Mrs. Walter Callender, $25; 
Mrs. H. Wachenheimer, $5; John S, Hol- 
brook, $100; Frank W. Matteson, $100; 
Albert I. Russell, $15. 
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Notes from Here and There 





Albert C, Allen, Dillon, S. C., will in the 
near future, open a jewelry store in Con- 
way. Mr. Allen was formerly connected 
with various jewelry firms in Dillon and 
Wadesboro, N. C. 

The opening of the new home of Reich- 
blum’s Gem Jewelry Shoppe, 38 N. Main St., 
Washington, Pa., formerly located at 111 S. 
Main St., took place recently. H. E. Luchs 
is manager of the store. 

Henry C. Pitz, who has been a pioneer 
retail jeweler at Kalamazoo, Mich., has sold 
his business to Williams & Co., of South 
Haven, Benton Harbor and Battle Creek. 
Mr. Pitz will be 70 years old next July. 

Members of the Grand Rapids Jewelers’ 
Association through their attorney, protested 
recently to the administration committee, the 
granting of auction licenses to two men in 
connection with a proposed auction sale. 

The Taylor Jewelry Co., Mexico, Mo., 
will move May 1, from the Joe Wilkins 
building on the east side of the square to 
the building at the corner of Jefferson and 
Monroe Sts., formerly occupied by the 
Mexico Clothing Co. 

A first dividend of five per cent. has been 
declared in the bankrupt estate of Samuel 
Z. Bobier, jeweler, of Endicott, N. Y. 
Another dividend will be declared later by 
Referee George J. H. Crowe. The liabilities 
in the case were $14,000. 

W. A. Britton, who purchased the Knox- 
Bauder jewelry store at Geneva, IIl., last 
Fali, has sold the business to F. J. Kohloff, 
of Deerfield, Wis. Mr. Kohloff, who has 
had 10 years experience in jewelry sales and 
repairing is now in charge of the store. 

Keith & McLaughlin is the name of the 
newest jewelry firm at Newton, Ia. The 
junior member of the firm is Robert J. Mc- 
Laughlin, who has purchased the interest of 
E. D. Swinney, who has been associated with 
Mr. Keith for the past two years. He ob- 
tained his technical training for the trade at 
the Bradley Polytechnic Institute, Peoria, 
Ill. Mr. Keith went to Newton from Des 
Moines about two years ago, after having 
been with the Plumb Jewelry Co. there as 
department head and buyer for more than 
17 years. Milford McClain will retain his 
optometry office in the store. 

The business of Harper & Taylor, Salis- 
bury, Md., is being sold out. Mr. Harper, 
who was a former mayor of Salisbury, with 
Guy M. Fisher, founder of the Fisher jewel- 
ry store, organized the Eastern Shore Jewel- 
ers’ Association, which in 15 years has grown 
from a membership of 18 to a total of 500 
representative jewelers through Maryland, 
Delaware, District of Columbia and the 
greater part of Virginia. Born and raised 
on a farm in Dorchester county, Mr. Harper 
came to Salisbury in 1883 and early in the 
year of 1886 opened a jewelry store. The 
following year he opened a jewelry store 
where the Peninsula Restaurant is now lo- 
cated. In 1894 Mr. Harper entered into 
partnership with George Taylor and the 
business bore the firm name of Harper & 
Taylor. Mr. Taylor died two years later, 
but the firm’s name remained unchanged and 
for 33 years Mr. Harper has continued the 
business at the corner of St. Peter’s and 
Main Sts., where the business is now being 
closed out. 
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Minnesota and So. Dakota Convention 


Members of Two State Associations Hold Joint Meeting at Minneapolis, April 27 and 28 — 
Many Interesting Addresses and Reports Submitted — Conrad J. Brotherly, President 
of the A. N. R. J. A., Guest of the Association and Convention Speaker—Reso- 
lutions Adopted and Officers Elected 


MINNEAPOLIS, Minn., April 30.—Jewelers 
of Minnesota and South Dakota who left 
their stores in the care of their watchmakers 
and drove distances ranging up to 650 miles 
through rain and mud to attend the joint 
convention of the Minnesota Retail Jewelers’ 
Association and South Dakota Retail Jewel- 
ers’ Association at the New Nicollet hotel, 
April 27 and 28, were rewarded in hearing 
speakers of prominence in the jewelry in- 
dustry and of national reputation in the 
financial world, and profited by viewing an 
unusually complete and choice group of 
manufacturers’ and wholesalers’ exhibits. 

President J. E. Stiles, Wells, Minn., of 
the Minnesota Retail Jewelers’ Association, 
and President J. J. Levinson, Rapid City, 
So. Dak., of the South Dakota Retail 
Jewelers’ Association, carried through a 
program dealing with problems of every- 


‘day importance to the retail jewelers of the 


larger and smaller communities. Conrad J. 
Brotherly, president of the American Na- 
tional Retail Jewelers’ Association and T. 
K. Kelley, president of a chain of banks 
and head of the T. K. Kelly Sales System 
of Minneapolis, were the outstanding speak- 
ers of the convention. 


Wednesday 


President J. E. Stiles presided at the 
opening of the convention in the New Nicol- 
let hotel, at 10:20 a. m., Wednesday, and 
the assembly joined in the singing of 
“America.” President Stiles then read his 
annual address, which was as follows: 


ADDRESS OF PRESIDENT STILES 


Again I find it a duty to account to you as 
members of this association for my stewardship as 
your president, and to welcome you to this con- 
vention. 

It is indeed a pleasure to look into your faces 
and know that it is your interest in this organiza- 
tion, and for the betterment of the jewelry interests, 
that you have made sacrifices to be with us. Our 
interests are mutual, and we come here to discuss 
matters that are of vital importance to us all, and 
I trust that every one will be ready and willing 
to express their opinions, and recite their experi- 
ences regarding the subjects under discussion. 

This convention is yours, while your officers may 
direct the program, your prompt attendance at each 
session, and interest taken in all questions under 
discussion, is what inspires our speakers and helps 
them to give the best they have. 

It is with a spirit of thankfulness that as I look 
back over four years of work in the association, 
that not one chord of inharmony has ever been 
struck, at least not to my knowledge. To this co- 
operation is due what measure of success our 
organization has attained, and the complimentary 
things said about us through the jewelry publica- 
tions. 

I will inform you of some of the activities of 
your president during the last year. Soon after 
the close of last year’s convention, I received a 
communication from. President Brotherly asking our 
co-operation on a matter of vital importance to the 
retail jewelers, which was soon to come before the 
National Chamber of Commerce. This necessitated 
the locating of the national councilor for this dis- 
trict. This proved not an easy thing, but finally 
through Frank M. Moore of the St. Paul Associa- 
tion, I learned that Otto M. Nelson, of St. Paul, rep- 
resented the State, and was at that time in Wash- 





ington attending the meeting of the National Cham- 
ber of Commerce. I was then able to place Presi- 
dent Brotherly in contact with Mr. Nelson at his 
hotel. In January of this year I was requested by 
President Brotherly to furnish a resolution from 
our association favoring the platinum law which was 
before Congress at that time. Such a resolution 
was prepared and a copy sent to Congressman New- 
ton and President Brotherly. You are all aware 
that an effort has been made in our legislature for 
the revision and adoption of new crime laws. As 
our members are all interested in those laws and 
their enforcement, I prepared a personal letter in 
the name of the association and mailed to the 
nearly 200 representaives and senators, urging their 
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support for the passage of these bills. I received 
many replies which were all favorable to the passage 
of the various measures. How well they cared for 
our interests you are all aware. 

Last September we received the resignation of 
C. A. Sherdahl as the treasurer of our association. 
After examining the bylaws I found no authority 
for filling vacancies, and then authorized Secretary 
Schwenke to act both as secretary and treasurer. 
We are sorry to lose Mr. Sherdahl from our ranks 
as he has been an active and loyal member for many 
years. We hope, however, that his association with 
us have been such that he wili return annually and 
join us in our work for the industry. 

I have but one recommendation to make, and 
that is that the bylaws be amended, giving the 
president power to fill vacancies, and that two or 
three vice-presidents be elected in place of one. 

I trust that we will all appreciate the presence 
of our national president, and that during his ad- 
dress all exhibits will be closed, that everyone may 
have the privilege of listening to his address. To 
the exhibitors I want to say that we fully appreciate 
your efforts in bringing to this convention the 
wonderful display you are showing, and I want to 
urge everyone in attendance to use all the time 
possible outside the sessions of the convention in 
viewing them. 

The address of President Levinson, who 
set other retailers an example by motoring 
650 miles over roads in various stages of 
flooded conditions, was presented the fol- 
lowing morning. An effort had been made 
to have a tri-State convention, but the plans 


did not materialize. President Max Rabi- 
novich, Grand Forks, North Dakota Retail 
Jewelers’ Association, sent the following 
telegram, which was read by Secretary 
Schwenke at this time: 

“The jewelers of the State of North 
Dakota join me in wishing you a successful 
convention. Regretting my inability to be 
with you.” 

Secretary Schwenke next read a telegram 
from Edmond A. Whittier, secretary and 
treasurer of the American Fair Trade 
League, which was as follows: 

“The American Fair Trade League sends 
cordial greetings and warmly appreciates co- 
operation of the Minnesota Retail Jewelers’ 
Association in cause of honest merchandis- 
ing as embodied in pending standard price 
bills. We are gaining steadily by public 
education, but victory can only be won by 
continuance of earnest individual work.” 

Secretary Schwenke announced entertain- 
ment that evening at the State theatre for 
the visiting ladies, and said that a theater 
party for the evening was being organized 
ior the Shubert theatre. 

The following individuals and firms were 
then voted into membership in the associa- 
tion: Jetson & Clauson, Spring Grove, 
Minn.; H. O. Hanson, Rushford, Minn.; 
Roy Sumnicht, Granite Falls, Minn.; A. A. 
Wangenstein, Thief River Falls, Minn. 


ADDRESS OF A. B. JACKSON 


A. B. Jackson, St. Paul Fire & Marine 
Insurance Co., St. Paul, Minn., then ad- 
dressed the convention on the subject, “The 
Retail Jewelers and the Jewelers’ Block 
Policy.” 

He said that this type of policy was 
originated for the protection of wholesalers, 
but that it had been extended to retailers. 
Its object, he pointed out, was to afford 
complete protection under one policy. As 
some of the hazards which are covered, Mr. 
Jackson mentioned fire, burglary, holdup, 
shoplifting, loss of goods in the hands of 
manufacturers for repairs and window 
smashing. As one proviso, he said, that 
vehicles must be attended, and he pointed 
out that unexplained shortages at times of 
inventory are not covered. Mr. Jackson 
said, however, that it was to the interest 
of jewelers that the careless dealers not be 
covered on inventory losses, since the other 
dealers would suffer penalties in their 
premiums. Merchandise being worn by the 
assured’s family or customers is not covered, 
he said, as store property might be confused 
with personal property. 

In answer to a question asked from the 
floor, Mr. Jackson said that merchandise 
in show cases was covered. He particularly 
urged that care be used to fill in applica- 
tions for this insurance completely, since 
an individual rate is established in each 
case, and it is to the jeweler’s interest, as 
well as to that of the insurance company, 
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that the proper rate be chosen. Mr. Jack- 
son said that the insurance company makes 
investigation of moral hazard, financial 
standing, physical condition of the premises, 
and inquiry about individuals who might be 
entrusted with merchandise while out of the 
store. He said that the block policy was 
expensive, but that it was economical if the 
jeweler wished complete coverage. 

Mr. Jackson said that to his mind condi- 
tions in the Twin Cities were worse than a 
year ago, because crooks were leaving the 
larger towns, on account of the gang war, 
for instance, in Chicago. He said that win- 
dow smashing was especially outstanding as 
a risk. Baumes law, Mr. Jackson said, has 
improved conditions, but the Minnesota 
legislature at its last session dodged many 
things suggested by the State crime com- 
mission. From now on, he said, bandits are 
a real menace to country jewelers. He said 
he did not believe jewelers object to an in- 
surance company getting a reasonable profit, 
and mentioned that he liked the retail busi- 
ness because losses there did not occasion 
quite as much of a jolt as did other losses. 
Mr. Jackson said that he approaches his 
retail jeweler with the knowledge that he 
would get honest value, and he declared that 
the same feeling should be shown the in- 
surance company by the jeweler. 


ADDRESS OF ROY E. MASON 


Following the address of A. B. Jackson, 
Roy FE. Mason, superintendent, Pinkerton 
detective agency, St. Paul, explained to the 
convention the work of the Jewelers Security 
Alliance, showing the jewelers the protec- 
tion afforded by membership in the Alliance. 
Mr. Mason recounted the experience of the 
R. G. Winter Jewelry Co., Alliance mem- 
ber, which was robbed by a sneak thief in 
1920, and pointed out that the Alliance has 
kept a man by the name of McCrossen in 
prison for seven years for this crime. 

Mr. Mason said that he is to visit Still- 
water before next July and warn McCrossen 
against ever again trying to rob a member 
of the Alliance, on penalty of being sen- 


tenced to prison for life as a_ habitual 
criminal. 
Mr. Mason urged Alliance members to 


display their membership signs for the in- 
formation of criminals. He recommended 
double plate glass windows, the second glass 
affording protection in case the outer one 
is broken, and mentioned the windows of 
J. B. Hudson & Son, retail jewelers, Minne- 
apolis, as examples of beauty as well as of 
protection to the displays. 

At the conclusion of Mr. Mason’s ad- 
dress, Secretary Schwenke read the resigna- 
tion of C. A. Sherdahl, formerly of Monte- 
video, Minn., but now a resident of Fargo, 
N. Dak. In part it said: 

“As I have sold my store and am going 
to move out of the State, I thought I better 
resign as treasurer. I am enclosing you a 
check for $71.34, balance on hand.” 

President Stiles declared that Mr. Sher- 
dahl had been a faithful officer of the asso- 
ciation, and upon motion from the floor 
the convention thanked him for his services 
and expressed regret at his resignation. 

Following the adoption of the motion 
thanking Mr. Sherdahl, President Stiles read 
his report as delegate to the convention of 
the American National Retail Jewelers’ As- 
sociation, Philadelphia, 1926, concluding with 
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the words, “Minnesota has shown its loyalty 
to the national association by sending a 
delegate to the convention practically every 
year for the last 10 years. I thank for you 
for the privilege of representing Minnesota 
at this very memorable convention.” 


WEDNESDAY AFTERNOON SESSION 
When the afternoon session was called to 
order at 2:30 committee lists were announced 
as follows: 
Nominations: D. W. Smith, Pipestone; 
E. F. Minder, St. James; C. G. Lindquist, 
Minneapolis; Charles D. White, Minne- 


apolis; J. H. Reiner, Glencoe. 

Audit: Siewert Hanson, St. James; Fred 
Von Fisher, Springfield; F. 
Marshall. 

Resolutions : 


B. Wickland, 


E. L. Hayek, Albert Lea; 
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T. M. Geist, St. Paul; C. E. Siewert, Hop- 


kins. 


CONRAD J. 


ADDRESS OF HERMAN ROE 


Herman Roe, Northfield, president of the 
National Editorial Association, was the first 
speaker of the afternoon, and his subject 
was “Country Newspaper Advertising.” 

As the representative of some 12,000 pub- 
lishers scattered throughout the United 
States, Mr. Roe, came to the jewelers with 
a discussion of advertising which was both 
interesting and authentic. He said that one 
problem of retail jewelers in small towns 
was of either increasing sales or cutting ex- 
pense. He declared that a prosperous retail 
business was essential to a prosperous town, 
and expressed his belief that the stores could 
meet non-store competition. 

In his experience of almost 20 years in 
publishing a country newspaper, he said he 
had come to the conclusion that there were 
two many “weak links” in the retail system. 

T. K. Kelly, president of a number of 
banks and head of the T. K. Kelly Sales 
System, Minneapolis, followed Mr. Roe on 
the program, and as Mr. Kelly began his 
address on “Both Sides of the Deferred 
Payment Plan” it was significant to notice 
that the room was practically filled with 
people. Many were forced to stand, and 
the doorway was blocked with a crowd 
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which stood throughout the long address. 
Mr. Kelly’s treatment of the subject was 
enhanced by his wide experience, and his 
reputation as an eminently successful finan- 
cial expert was an effective drawing card 
for the afternoon session. This address will 
be published in a later issue of THE 
JEWELERS’ CIRCULAR. 

Following the address of T. K. Kelly, 
Conrad J. Brotherly, president of the 
American National Retail Jewelers’ Associa- 
tion, spoke. Just preceding Mr. Brotherly’s 
discussion of national association work, W. 
R. Cooper, Minneapolis, and former presi- 
dent of the National Wholesale Jewelers’ 
Association, said a few words of introduc- 
tion, speaking of his association with Mr. 
Brotherly in national trade work. 


ADDRESS OF CONRAD J. BROTHERLY 


In presenting the work of the national 
association to the Minnesota and South 
Dakota jewelers, Mr. Brotherly spoke of the 
danger of having the sales tax again, men- 
tioning the position of the United States 
chamber of commerce on the matter. He 
commended the Harvard research work, add- 
ing that the Gorham Co. had prevented a 
break in the work by paying $5,000 to de- 
fray the expense of last year’s work. Mr. 
Brotherly discussed fraudulent stamping oi 
merchandise, standardization in the manu- 
facture of sterling, the education of the pub- 
lic so that they might consider it proper to 
wear stick pins and other pieces of jewelry, 
and installment buying. He said that T. K. 
Kelly was really the first man he had heard 
on the subject of installment buying with 
whom he thoroughly agreed. 

Mr. Brotherly mentioned other industries 
which are making a determined effort to get 
a large share of the consumer’s dollar, and 
explained the position of the jewelry trade. 
Declaring that all in the industry should 
support publicity and take a share of the 
profit resulting from advertising, Mr. Broth- 
erly appealed to the jewelers for support, 
declaring that he was “not going to waste 
any more time” in the work if it remained 
unprogressive. He concluded his remarks 
with the words, “Let’s face about, and let’s 
see the sunshine of a bright future.” 

The afternoon session adjourned at 
5.45 Pp. M. 

Thursday 1 


President Stiles of the Minnesota associa- 
tion presided during the opening session of 
the second day. 

President Stiles offered an opportunity for 
discussion of T. K. Kelly’s address, delivered 
the previous day. 

A. C. Hayes, Austin, was scheduled for 
an address on the future of the jewelry 
business, “Will We Be Jewelry or Variety 
Stores?” Mr. Hayes, however, was not 
present, because cf the sickness of his 
assistant. 

A. M. A. Hanson, Dawson, wrote an ad- 
dress on “Watch Repairing,’ and sent it 
because of his inability to attend. This 
paper was read by President Stiles as the 
opening address of the morning. 


ADDRESS OF W. R. COOPER 


Following the paper of Mr. Hanson, W. 
R. Cooper, former president of the National 
Wholesale Jewelers’ Association, spoke on 
“Wholesale Service to Retail Jewelers.” He 
summarized the value of the wholesaler to 
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the retailer as the rendering of prompt 
service from complete stocks, the respon- 
sibility for merchandising risks, co-operation 
in determining balanced inventories, and the 
general assistance which would otherwise 
have to come from the distant manufacturers. 

On the aspects of direct selling as against 
selling through a wholesaler, Mr. Cooper 
said that the wholesaler renders a service 
which is indispensable, and that in the 
event that the wholesaler is eliminated the 
result would be “subversion and demoraliza- 
tion” of the industry, with. resulting damage 
to the industry, to trade and to commerce, 
to the community to which the wholesaler 
contributes prosperity, and to the consumer, 
predicting the consumer would have to pay 
a higher price for his jewelry. 


Felix Berner, sales executive of J. B. 


Hudson & Son, retail jewelers, 33 S. 7th 
St., Minneapolis, followed Mr. Cooper on 
the program. Mr. Berner spoke on the sub- 
ject of white gold. 

Following the address of Felix Berner, 
J. J. Levinson delivered his annual address, 
and it was as follows: 


ADDRESS BY PRESIDENT LEVINSON 


It is very encouraging to the officers and mem- 
bers of our association to see such a good attend- 
ance, and I regret that more of our South Dakota 
jewelers could not be here as it is their loss, and 
they probably do not realize the value of attending 
our meetings, or they would make a greater effort 
to attend. 

There are many very important matters to con- 
sider at this meeting, that will be presented by 
able speakers of national reputation, and it is 
worthy of the steady attendance of all present to 
make the most of this event. One of the most im- 
portant advantages of our association is the benefit 
of co-operation. This subject alone could take con- 
siderable time to present properly, but _ briefly 
stated we should co-operate with our local brother 
jeweler, with our State association, and our na- 
tional association, and also with the jobber and 
manufacturer, as our interests in this industry are 
mutual. 

Another very important issue is that of price 
maintenance of merchandise that the manufacturer 
has spent many years of effort and expense to 
establish the value of their well known product, 
and which some retailers try to capitalize on 
by offering known values at unfair cut prices, 
which demoralize the jewelry industry in the public 
mind and also works a hardship on the legitimate 
dealer who wishes to uphold nationally advertised 
merchandise. We need some remedy for this de- 
plorable condition. 

I also wish to mention my trip as delegate to 
the national convention, and as it was my first ex- 
perience I did not want to miss any of the num- 
bers on the program, and was very steady in at- 
tendance during the entire convention, and was 
very much impressed with the addresses and espe- 
cially the window trim demonstrations. The aver- 
age jeweler probably does not realize that money 
spent on his windows are the most economical 
and also the most efficient means of advertising. 


Just befecre adjourning, President Stiles 
gave President Brotherly another oppor- 
tunity to address the convention, and Mr. 
Brotherly declared that he had been much 
interested in the addresses during the morn- 
ing, especially the one on watchmaking, 
and he went on to show his own method 
of selling expensive, instead of cheap, 
watches to his customers. 

THURSDAY AFTERNOON 


President Stiles called the afternoon ses- 
sion to order at 2:30 o’clock, and the first 
matter brought to the attention of the con- 
vention was the selection of a place of 
meeting for next year. After receiving a 
personal invitation from Frank M. Moore 
of the St. Paul Association to hold the 
sessions in St. Paul in 1928, and hearing a 
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letter from the Hotel Plaza, Havana, Cuba, 
also extending an invitation for 1928, the 
convention voted to go to St. Paul. 
Conrad J. Brotherly was the first 
speaker of the afternoon, President Stiles 
giving him this additional time. Mr. 
Brotherly declared that there were 110 
trade associations carrying on co-operative 
advertising, and he emphasized the fact 
that the jewelers must work together to 
secure their share of the consumer’s dol- 
lar. He quoted figures showing the exten- 
siveness of a number of co-operative cam- 
paigns, and mentioned the contract which 
the jewelers have for their own advertising 
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campaign, reading parts of it to show how 
the jewelers are protected. 

Following the talk of Mr. Brotherly, 
Mr. Bayer, Dennison Mfg. Co., discussed 
“Packing of Jewelry Merchandise.” Alfred 
Beinhorn, Winona, took the chair during 
this talk. Mr. Bayer had only a few 
moments in which to present his subject. 

At the conclusion of Mr. Bayer’s talk, 
Mr. Stiles resumed his place in the chair, 
and a memorial service for the late Walter 
F. Renich, Kirchner & Renich, was then 
conducted. 

At the request of President Stiles, the 
convention stood in silence for a moment 
in memory of Mr. Renich. The Rev. 
Charles Fox Davis, Minneapolis, traced the 
exemplary life of Mr. Renich, telling of 
his kindliness in business and social life. 
E. J. Sloan, Minneapolis, said a few words. 
On motion of Alfred Beinhorn, retail 
jeweler, Winona, the convention adopted a 
motion in memory of Mr. Renich, extend- 
ing the sympathy of the jewelers to the 
bereaved family. 

During the open forum, which followed, 
a number of questions were discussed. 

The report of the auditing committee was 
accepted and then came the secretary’s 
report. 


SECRETARY SCHWENKE’S REPORT 


At this the 23rd annual convention of this as- 
sociation I wish to report that 156 paid their 1926 
dues and about 100 have already paid their 1927 
membership dues. 





May 4, 1927 


During the past year this association has heen 
of great help in many ways to the national as- 
sociation and its committees whenever assistance was 
needed besides looking after matters for your in- 
terest and welfare in this state. The ‘“Baumeg 
Crime Bill” somewhat modified which was just 
passed by our legislature was given special atten- 
tion. 

Your association was represented by President 
Stiles at the national convention held in Phila- 
delphia whose report is very interesting showing 
the activities of the association. 

Many of the jewelers have endorsed the work of 
the National Publicity Association by subscribing 
to the two million dollar fund to give jewelry 
and our stores more publicity every jeweler who 
has not yet subscribed should do so at once by 
writing to the National Jewelers Publicity Asso- 
ciation, Newark, New Jersey. We want to put 
it across and create a greater demand for the 
goods we carry in stock. 

The work of the Harvard Bureau of Research 
should be encouraged and continued which national 
president will cover in his address today. Every 
one should consider it a privilege and an honor 
to have the opportunity of hearing him. Mr. and 
Mrs. J. J. Levinson, president of the South Dakota 
Jewelers Association, has come here in his auto a 
distance of over 650 miles to honor him, while I 
notice a large attendance from our and neighboring 
states, there still are many, ‘many jewelers I see 
missing who have not a 100 miles to come. 

A loyal member, such’ as many of you have 
been in the past, is the kind of which this asso- 
ciation needs many. For that reason I am asking 
for your assistance in helping the officers and 
committees of this association to get your neighbor 
jewelers to join. We want every jeweler to be a 
member. 

It is up to you. In fact it is every jeweler’s 
duty to make every non-member realize that his 
jewelry business is -his life. It is this business 
that he depends on for prosperity and happiness 
to himself and family. 

With your membership wonderful results have 
been obtained so far. Such, in fact, that every 
jeweler—large or small—is today receiving real 
benefit from this work. But so many do not see, 
it seems, why the association should be given 
credit. 

If at least four-fifths of the jewelers were banded 
together, all fighting in unison by fair, open and 
square methods for those things which help our 
business, the benefits would accrue to all jewelers 
more quickly, because, every reform and _ bettered 
condition demanded could be obtained, similar to 
the Hardware Dealers Association in this state. 

It is up to you to make every non-member see 
clearly how he is retarding the work of the asso- 
ciation by his delay in signing and sending in his 
application for membership. 

So many jewelers believe they can fight their 
own battles. Such a belief is ridiculous. The 
manufacturers, the jobbers and others would not 
have organized if it were not their only salvation. 
For the same reason, no one at the present time 
can fight alone. He must join with his brother 
jewelers and all work together with enthusiasm to 
accomplish the results we are all after, and not 
stay away and fight against one another to the 
detriment and ruination of many. 

Practically every jeweler pays $30, or $40, or 
even $50, if no more annually for fire insurance 
and never gets a cent in return unless he has 
an actual loss by fire. Then why should he hesi- 
tate to join this strong association and help boost 
for success, the association is protecting his busi- 
ness interests, remedying trade evils having the 
tight kind of laws passed and wants to educate him 
by associating with us at our meetings. 


Secretary Schwenke then discussed mu- 
tual fire insurance, tornado and group life 
insurance, giving some interesting figures. 

Every jeweler should place all or at least some of 
his insurance in our National Jewelers Fire In- 
surance Company and save from 33 to 40 percent 
each year of his insurance costs. 

Following the secretary's report, the 
nominating committee made its report, and 
the following officers were elected for the 
ensuing year: E. W. Kohlsaat, St. Paul, 
president; Stan. Smith, Mankato,  vice- 
president; Alfred E. Beinhorn, Winona, 
treasurer; E. M. Schwenke, New Rich- 
land, secretary. 

Seventeen years as secretary of the Min- 
nesota Retail Jewelers’ Association is 2 
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long record, and in Secretary Schwenke’s 
case his service to the association has been 
one deserving of much praise. 

J. E. Stiles, retiring as president after 
serving in that capacity four years, was 
elected a director of the association for 
three years, to take the place made vacant 
by the expiration of the term of R. H. 
Winter, retail jeweler, Minneapolis. J. F. 
Moyer, retail jeweler, St. Paul, remains as 
a director for two more years; J. M. Geist, 
retail jeweler, St. Paul, has one year re- 
maining in his term as director; C. G. Lind- 
quist, retail jeweler, Minneapolis, has one 
remaining year in his directorship. 

Delegates to the next national conven- 
tion were elected as follows: J. E. Stiles, 
Wells, Minn.; Charles D. White, Minne- 
apolis; R. H. Winter, Minneapolis. 


South Dakota Business Meetings 


On Thursday afternoon, at times not in- 
terfering with the joint session of the two 





A CONVENTION SPEAKER 


Cc. R. DAMUTH, 


associations, members of the South Dakota 
Retail Jewelers’ Association convened and 
cared for business matters incident to their 
annual meeting. President J. J. Levinson 
presided. 

It was brought out by C. R. Damuth, re- 
tail jeweler, Redfield, S. Dak., who former- 
ly was national treasurer, that the Harvard 
research fund was so essential to the retail 
jeweler that he should pay even “bread and 
butter” money in its support. 

G. J. Fahey, retail jeweler, Brookings, 
S. Dak., pointed out that the national pub- 
licity fund must not be overlooked, how- 
ever, and this point was agreed upon in 
general. 

Conrad J. Brotherly, president of the na- 
tional association, addressed the South Da- 
kota Retail Jewelers’ Association, advising 
the members in matters under considera- 
tion. 

C. R. Damuth, Redfield, said he believed 
that the South Dakota jewelers should not 
regularly unite with the Minnesota men in 
a joint convention, although he would favor 
it as an occasional thing. 

Joining in the discussion of the subject 
brought up by Mr. Damuth, Mr. Brotherly 
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suggested that at times of joint meetings 
each association should have its individual 
business session but still take a part in the 
joint general sessions and entertainment. 
He said that in dual meetings, if held as a 
regular thing, a smaller State organization 
may lose its identity through predominance 
of the larger one in having its own mem- 
bers outnumber the others on committees. 


As a place of meeting for next year, it 
was moved that if it be the sentiment of those 
present that the next convention be held in 
Huron, but that final selection be left to the 
discretion of the association officers. Presi- 
dent Levinson said that he thought the lat- 
ter part of April would be the most appro- 
priate time. 

Officers for next year were elected as 
follows: J. J. Levinson, Rapid City, presi- 
dent; Arthur L. Jensen, Milbank, vice- 
president, and G. J. Fahey, Brookings, sec- 
retary-treasurer. 

In recognition of his work, President 
Levinson was returned to the presidency, 
and there were many comments upon the 
admirable way in which he led the work of 
the association during the past year. 

J. W. Mills, the retiring secretary-treas- 


urer, has moved to Montevideo, Minn. He 
was formerly in Wessington Springs, 
S:- Dale 


Two new members, William Borel, Brit- 
ton, S. Dak., and G. J. Fahey, Brookings, 
S. Dak., were taken into the association 
earlier in the business sessions. 

President Levinson appointed the follow- 
ing commiitee, to work in securing new 
members: C. R. Damuth, Redfield; G. J. 
Fahey, Brookings; J. J. Levinson, Rapid 
City, and W. D. Nelson, Pierre. 

It was decided to draw up a set of reso- 
lutions thanking the Minnesota jewelers for 
their courtesies, and thanking Conrad J. 
Brotherly for his association work. 


Banquet 


Thursday evening, the annual banquet 
was held at the New Nicollet Hotel. J. E. 
Stiles, retiring president of the Minnesota 
Retail Jewelers’ Association, was toastmas- 
ter. A number of selections were given by 
the Great Northern Quartette. Mayor 
Leach of Minneapolis addressed the jewel- 
ers. One of the pleasant surprises of the 
evening was some music by Miss Marion 
Smith, daughter of D. W. Smith, retail 
jeweler, Pipestone. Conrad J. Brotherly 
was one of the chief speakers of the eve- 
ning. As a means of showing their appre- 
ciation of the work of Mr. Stiles during 
his four years as president of the associa- 
tion, Alfred E. Beinhorn, Winona, Minn., 
addressed the banqueters, telling them of 
the high esteem in which Mr. Stiles was 
held by the members of the association. It 
was announced that a bouquet of flowers 
had been wired to Mrs. Stiles at Wells, 
Minn. 

Members of the arrangements and ban- 
quet committee were: W. R. Cooper, E. 
A. Kirchner, C. G. Lindquist, R. H. Win- 
ter, all of Minneapolis; J. F. Moyer, St. 
Paul, and Charles D, White, Minneapolis. 

Members of the ladies’ reception commit- 
tee were: Mrs. C. G. Lindquist, Mrs. J. F. 
Moyer, Mrs. Charles D. White nad Mrs. 
R. G. Winter. 

Members of the general reception com- 
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mittee were Gerald M. Stiles, Wells, Minn., 
and Clayton M. Wulff. 


Resolutions 


Just prior to final adjournment, the fol- 
lowing resolutions were adopted: 


Whereas, we, the members of the 
Retail Jewelers Association, 
twenty-third Annual Convention, at the Nicollet 
Hotel, Minneapolis, Minnesota, on the 27th and 
28th days of April, 1927, hereby give expression 
to the following Resolutions: 

RESOLVED: That the Minnesota Retail Jewelers 
Association extend to President Conrad J. Brotherly 
its sincere appreciation and thanks for not only 
his attendance at the Annual Meeting, but also 
for his personal interest in the general welfare of 
the jewelry industry. 

RESOLVED: That we go on record as emphatically 
endorsing the campaign of National publicity so 
ably set forth by our National President; and be it 
further resolved that we again affirm our moral 
and financial support to the end that the work of 
the Harvard Bureau of Research be continued. 

RESOLVED: That we reaffirm our undivided sup- 
port to the administration in all its various activi- 
ties of President Brotherly and the National officers 
and committees. 

REsoLveD: That all members of the Association 


Minnesota 
assembled in our 
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interest themselves in the activities of the Minne- 
sota State Crime Commission lending their assist- 
ance and influence. 

REsoLtveD: That we thank R. E, Mason, Super- 
intendent Pinkerton Agency, A. B. Jackson. of 
the St. Paul Fire & Marine Insurance Company, 
Herman Roe, President of the National Editorial 
Association, T. K. Kelly, President of the T. K. 
Kelly Sales Company, A. M. A. Hanson, W. R. 
Cooper, of the S. H. Clausin & Co., Felix 
Berner, of J. B. Hudson & Son, J. J. Levinson, 
President of the South Dakota Retail Jewelers 
Association and Rev. Charles Fox Davis, for the 
splendid addresses delivered at this Convention. 

RESOLVED: That we extend our hearty thanks 
to the wholesalers and manufacturers for their 
excellent displays and their efforts toward making 
this Convention a_ success. 

RESOLVED: That we extend our sincere thanks 
to the Minnesota Wholesale Jewelers and Mantu- 
facturing Jewelers for the splendid banquet and 
entertainment furnished our members and guests. 

ReEso_vep: That we thank E. A. Kirchner and 
W. R. Cooper for their personal efforts in making 
this Twenty-third Convention a success. 

REsOLveD: That we extend our thanks to the 
publishers of the Northwestern Jeweler and THE 
JEWELERS’ CIRCULAR, and the management of the 
Nicollet Hotel for the courtesies extended during 
this convention. 

RESOLVED: That the President fill all vacancies 
occurring during the interim. 


A number of representatives of manufac- 
turing and wholesale concerns had exhibits 
at the convention. 
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The Brussels International Fair 





Ninth Commercial Exposition from April 11 to 25 a Big Suc- 
cess—Nearly Three Thousand Exhibitors Show Wide 
Variety of Lines—Copper Repoussé W ork, Tableware, 
Novelties, and Clocks Occupy Much Display Space 


Brussexs, April 20.—The ninth Brussels 
International Commercial Fair lasting from 
April 11 to 25, is already a great success. 
The first fair included only 1602 exhibitors 
while this fair counts 2,889. The first one 
occupied an area of 19,419 square yards and 
this year 31,930 square yards are taken up 
by the stands. A total of 2,883 branches of 
industry are represented. The United States 
has a number of stands, while Great Britain, 
Germany, France, Holland, Czecho-Slovakia, 
Switzerland and Italy are well represented 
as well as several nations having what are 
called “national” shows, Greece for instance 
exhibiting tobacco, and other national prod- 
ucts. The Belgian Congo has a large section, 
where its mineral products are seen, includ- 
ing gold and bars of copper. The Belgian 
government has a monopoly of the gold, and 
the output of diamonds is controlled, the fact 
that copper is plentiful in the Belgian Congo 
was however the fact that permeated the 
whole exhibition. It will be remembered that 
the Germans confiscated the copper found in 
Belgium, for war purposes. Search was 
made everywhere for copper utensils. Now, 
if there is one thing that a Belgian woman 
loves, it is copper utensils. She keeps them 
so clean that they can be used as looking 
glasses, at a pinch, and they are the pride 
of her heart, 

The large metal works at Liege had been 
adapted to a new use during the war and 
turned out arms and munitions. Now, how- 
ever, restored to their primitive use they are 
working in copper, and the results are some- 
thing quite astonishing. A stroll through 
the halls of the exhibition gives the impres- 
sion that there is nothing but copper on view. 
Wonderful advance has been made in the art 
of turning out beaten copper and pressed 
copper work, while the processes of nickel- 
ing and oxydising the various objects has 
attained a high measure of perfection. 

Three Liege firms show copper repousse 
work. Nine Liege firms specialize in fancy 
copper goods, while there are three shows of 
art bronzes and one of bronze goods. Scatter- 
ed all over the exhibition there are small 
shows of copper and bronze goods, included 
under some exhibit, such as furniture, office 
fittings, etc. The Liege firms have very large 
sections, for the exhibition of copper goods, 
taking spaces which has both depth and 
length, thus being able to display the goods 
to the best advantage. Perhaps no branch 
attracts so much attention as these copper 
wares, in the entire show. The attendants, 
too, are most anxious to explain the nature 
of the wares, to quote prices and generally 
push the article, a disposition not always 
found at these shows. The Liegois is how- 
ever traditionally polite, combining this 
politeness with a real courtesy often lacking 
further south. 

A large number of vases, purely orna- 
mental, and standing some 18 inches high 
from the background of these shows. Vases 


like all ornaments in beaten copper are run- 
ning higher and more fluted in shape. In 
this line breadth is sacrificed to height, and 
this tendency will be seen all along the line, 
in silver wares as well as in copper, before 
very long manufacturers said. Practically 
all the newest models are extremely long for 
their breadth, and this applies to nickeled 
tableware also. Some of these ornamental 
vases are in stamped metal, when the designs 
which are somewhat clumsy, with undefined 
outlines this year, are in semi-low relief, 
that is to say on a surface lower than the 
surface of the vase, but rising from that sur- 
face to be almost on a level with the object 
itself. The hand beaten vase on the other 
hand is ornamental with figures in high re- 
lief. Flowers are the popular model, with 
birds and natural history subjects, practically 
nothing else being seen. The open-rose 
model, with leaves, all flattened out, is a 
great favorite. 

Tablewares in nickeled copper are shown, 
which it is claimed are much less costly and 
last much longer than silver plated utensils. 
cake boxes and fruit dishes, lined with cut 
glass, were shown in all the newest models, 
which all tend to height rather than breadth, 
while teapots and coffee pots, sugar basins 
and milk jugs all in the plated nickel copper- 
ware were seen. Some very handsome cups 
for sporting events were shown in this ware. 
Tall, with very discreet ornamentation, a line 
of moulding running from the foot to the 
lower part of the stem, an unobstrusive leaf 
pattern being selected as a rule, some of the 
cups are silver plated with a gilt interior. 
Others are nickeled and also have gilt in- 
teriors, while others again are in copper 
nickled on the outside, but untouched inside. 
Sometimes the foot is in copper, simple, the 
cup being nickled, the interior being again 
in copper. Beautifully designed, in excellent 
proportions, these cups are one of the most 
successful lines being displayed at the 
show. 

Jewel cases in repousse copper and bronze 
work are seen, some taking the form of 
miniature trunks, either square, oblong, with 
flat or with domed tops, they are all fastened 
with massive clamps and resemble trunks 
found in attics, from another age. The jewel 
cases are invariably lined with velvet, similar 
cases for keeping cigarettes and unlined. 
Some new models in lamps, high and slender, 
are seen. Mostly fitted with electric bulbs, 
they are very popular for country houses. 
Candlesticks plain, and with five, seven or 
nine branches are being turned out in large 
quantities. Standing low, and small, these 
branched candlesticks are fitted with porcelain 
candles with electric bulbs. 

A novelty is the smoking table or stand, 
made entirely in beaten copper, with all the 
utensils to match. Taking up very little 
room, as the models are very small, the 
massive quality of the material making for 
stability, these tables, said the manufacturer, 
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are having a very large sale in this country 
and abroad. 

One of the most remarkable innovations at 
the Fair, was the new clock, a massive 
chimney piece decoration. Very wide, usual- 
ly flanked by two vases, taller than the clock, 
which is only the centrepiece of the orna- 
ment so to speak, it is in oxydised copper. 
Some times clocks and vases are in copper, of 
natural color, but as a general rule some- 
thing more ornate is attempted, often they 
are in yellow and black. The new type of 
clock is finding a steady sale, say the owners 
of the stall. Oxidysed copper naturally finds 
a ready sale, being much more “rich” look- 
ing than ordinary copper. The clock will be 
manufactured in the new metal, and a small, 
unobstrusive leaf pattern in ordinary copper 
applied. Sometimes the top of the clock is 
in plain copper, the bottom in black metal. 
The dial will be yellow, with a leaf pattern 
in high relief, climbing around it in the same 
color, while the remainder of the clock will 
be nearly black. Naturally the two pendants, 
or vases are to match being black, excepting 
for the somewhat straggling leaf pattern. 
These are onlaid, being in pressed copper and 
quite apart from the object itself. 


Clocks, without any pendants, are made in 
the dark metal with eagles, onlaid, in the 
light shade of copper, standing on either side 
the bright colored dial. Eagles are a favorite 
form of decoration for this new ware. Cups 
for sporting events are also made in this 
oxydised copper, the interior of the cup being 
light, the outside dark, or the top being light 
inside and outside and the foot supporting it 
being dark. As a rule the dark colored metal 
making the foot, or the light colored metal 
so used are respectively recalled by an orna- 
mentation running up the two sides of the 
cups. Whether in oxydised copper or in 
nickled copper, the cups that stand very high 
and slender, have no handles, are perfectly 
plain excepting for the occasional leaf 
pattern, or seaweed “thrown” against the 
slender stem, appears to stabilize it, to 
thicken it and attach it to the stand. 


Very pale green marble with a red veining 
is seen for the marble clock of the same 
shape as the metal clock. Marble and 
pressed copper combinations are very com- 
mon. The broad, domed-shaped clock in 
green marble has a copper face, the hands 
being in the darker shape metal, while 
around the dia! there is a small and indis- 
tmct leaf pattern, very wide at the bottom 
gradually tapering to a mere nothing 
towards the top of the dial. The “feet” on 
which the clock rests are in copper, these 
“feet” are extremely small and unobtru- 
sive. 

The dark brown marble, veined with 
white, is used with pure white marble pro- 
ducing a patched effect, very common every- 
where. The addition of pressed copper, to 
cover the joint of brown and white in the 
design, is hardly happy as a rule. Black 
marble clocks have pressed leaf decorations 
which make a pleasant relief to the sombre- 
ness of the all-black object. 


The green marble, veined with red, 
whether real or imitation, is seen in abund- 
ance throughout the Fair this year. Is used 
for all kinds of objects, such as pen trays 
and cigarrette stands. Very often a beaten 
copper lion stands rampant on the small plate 
or tray, for everything is in copper this year 
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in Belgium. If the design does not lend 
itself to a lion, an oxydised copper mouse 
stands on the candlestick, climbs the match 
box, in cylindrical form, or the figure of a 
bird is seen. 

Inkstands, whether in beaten or pressed 
copper are seen in plain metal and in the 
new materials. In the course of visiting 
Fairs for many years, it is dubious if ever 
so many inkstands were seen, at one ex- 
hibition. There is undoubtedly a great de- 
mand for all ornamental writing utensils, 
this being one of the last things stocked 
after a devastating war. The Belgian 
peasant is a large purchaser of metal ink- 
stands, and is in favor of the very ornate 
article. 

Many porcelain clocks are seen, in delf 
blue for choice. These clocks are also 
ornamented in copper, sometimes inlet, in 
discreet lines, and others in leaf pattern. 
These china clocks, which are distinctly de- 
signed for peasants cottages or for the 
kitchen, sometimes have the figures of Dutch 
peasant children depicted in outlines, in blue, 
in green or red. Massive like the copper 
clock, they are in great demand throughout 
the country districts. 

Electric clocks are in great demand and 
various systems for their working and reg- 
ulation are displayed. The big ponderous 
wooden frame clock for the hall of the 
farmhouse or factory, was shown by a 
number of firms, and evidently something on 
the lines of the old grandfather clock is 
coming in again. Substantial and heavy it 
is a change from all the small clocks that 
have been largely the fashion. The cases 
are in polished wood, but whereas some few 
have a pendulum, the majority are simply 
run by electricity. These clocks, made 
rather for use than ornament, are having a 
big sale. 

Very little “new art” is seen at the show, 
with the exception of some coffee services in 
a new kind of earthenware, called ceramique 
craquelé, or rough chinaware. These sets 
are in mauve and yellow and the designer, in 
charge of the stand, said that the style might 
be called “Arts decoratifs” having originated 
at the Paris Exhibition. He denied that the 
style had come either from Russia or 
Munich. The coffee-pot was some 18 inches 
in height, slightly oblong in shape, the 
corners being rectangular. The lid, made in 
five or seven layers, all of differing sizes, 
looks very clumsy, but the whole, with 
square teacups to match, will no doubt find 
a ready sale, especially for open-air tea and 
coffee parties. It matches wicker chairs and 
wooden tables. 








Gray’s, Inc., retail jewelry, 118 E. Broad 
St., Richmond, Va., which was petitioned into 
bankruptcy, is to be continued under the 
same name. The business including stock 
and fixtures has been sold by the trustees 
in bankruptcy to John C. Goode, well known 
local insurance man. It is announced that 
Morris Lutto, manager for the old firm, will 
continue in the same capacity for the new 
owner, and that there will be no change in 
the style of the firm. Mr. Goode will not 
be connected actively with it. Referee 
Thomas B. Snead has yet to declare a divi- 
dend to the general creditors but it is ex- 
pected that the scheme of distribution will 
be drafted at an early date. 
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~The Paris International Fair 





Nineteenth Exhibit to Be Held from May 14 to 29 on City 
Property—Exhibits Expected to Attract Many Visitors 


Paris, April 20.—The Paris Fair was in- 
stituted in 1904. It was first held on the old 
Marche-du-Temple (Temple Market Place), 
or in the oldest part of Paris, where the 
wholesale dealers in silverware for hotels 
and restaurants still have their sample 
rooms. There, proprietors of large estab- 
lishments in France, Belgium and Holland 
go to select silverware, plate and cutlery, 
having the goods then sent direct from the 
warehouse. Most of ‘these large sample 
rooms are upstairs, often across a court- 
yard, and there is no sign excepting a brass 
plate, giving the name of the firm and the 
character of the business carried on within. 
Often the house is very old and almost in 
ruins. 

The Paris Fair was then held in the Grand 
Palais, from 1906-1910, and then in the bar- 
racks of the Chateau-d’Eau. In 1913 the 
organization of the Fair was undertaken by 
the Paris Chamber of Commerce, the 
Municipal Council of Paris and the General 
Council of the Seine. 

From that time on, it was held on ground 
belonging to the city of Paris, along the 
source of the river Seine, and from that 
period took on another and different charac- 
ter. The Fairs held during the war were 
necessarily very restricted. In 1926 there 
were 6,041 exhibitors and 2,000,000 visitors. 
Exhibitors at the Fair are only asked for 
the cost of their stands, and the putting up 
thereof, the ground being public, is not 
rented. Thus a stand of four metres by 
three metres costs 1,000 French francs. 
These stands are made of pitch pine and the 
separating walls can be removed if any 
exhibitor wants extra space. In the great 
halls, space costs 150 francs the square yard. 
Outside, in the park, the square yard of 
ground costs from 25 francs upwards and 
the exhibitor puts up his own stand. To 
facilitate matters for the buyers, exhibitors 
are grouped according to their profession or 
trade. Among the chief sections are decora- 
tive arts, Paris articles, jewelry, imitation 
jewelry, art bronzes, etc. 

The Fair is brilliantly lighted with elec- 
tricity. The goods exhibited are under the 
charge of the Fair police, but exhibitors can 
also engage their own private police but they 
must work under the general inspector, re- 
sponsible for order within the Fair. There 
is a post-office in the Fair, while there is a 
large restaurant, one salle having room for 
1,500 people. There is a large congress 
hall, where professional groups can confer. 
All exhibits must remain until the end, and 
all objects must be insured against fire. They 
can also be insured for all risks, excepting 
breakage, where the authorities refuse all 
responsibility. No alteration can be made in 
the shape of stands, although the exhibitor 
is free to do what he pleases inside his hut. 

Goods coming from abroad to be shown 
at the Paris. Fair, if liable to pay duty, are 
admitted without obstruction or payment, as 
the Fair is looked upon as the domain of 
the Customs, and the goods as in transit 
through France. Goods coming into the city 


of Paris and liable to duty. This applies 
to many foodstuffs. Payment is made on 
going into the town, the sum thus paid 
being refunded on the return journey. Rail- 
way companies grant special rates, amounting 
to about half the usual charge for goods 
going to the Fair. 

At the 19th Fair, that is to open on May 
14 and remain open until May 29, it is ex- 
pected that there will be a number of Ger- 
man, Italian and Belgian exhibitors. Among 
the visitors there are always many Ameri- 
cans, British, Italians, Norweigans, Swiss, 
Germans, Dutch, etc., and there are inter- 
preters who speak the usual European 
languages. 

Paris is perhaps at its best in the month 
of May, the heat not having begun. The 
Fair, which is in shady gardens, is very 
pleasant, but owing to the number of visitors 
who crowd to the exhibition, it is somewhat 
tiring and no one should attempt to do the 
whole Fair in a single day. Although there 
are many curious, the majority of visitors 
are buyers and the exhibit is primarily in- 
tended for this class of man. 

While the Lille and Milan Fairs have just 
taken place, the Utrecht International Fair 
in Holland will follow on the Autumn 
Leipzig Messe, and is open from Sept. 6-15. 
It makes a specialty of gold and silver 
articles and jewelry. An interesting new 
feature is a department for packing. 








The Studio and the Shop 


N his “Design in Theory and Practice” 

(New York: Macmillan Co., 1922), E. A. 
Batchelder gives, in his conclusions, the fol- 
lowing statement: 


“Thus we find that the things now empha- 
sized in the training of the artist are no 
longer essential to the productive efficiency 
of the workman. Art and industry are 
scarcely on speaking term; whenever they 
meet they are mutually embarrassed because 
they have no topic in common for conver- 
sation. Between the shop-trained man and 
the studio-trained man there is ever a lack 
of understanding and sympathy. The artist 
deplores tthe lack of feeling and good taste 
on the part of the workman upon whom he 
deplores the lack of feeling and good taste 
is impatient over the lack of practical 
knowledge shown by the artist. Both are 
right. The one approaches his problem with 
a superficial knowledge of technical limita- 
tions and possibilities; the other in acquisi- 
ton of technical skill is afforded neither op- 
portunity nor incentive to cultivate a fine 
taste or an artistic judgment. Some day 
we shall have an art training that pene- 
trates into the activities of daily life, based 
on the shop principles, though not neces- 
sarily on the methods of the medieval crafts. 
We shall think none the less of an art that 
seeks expression in terms of painting and 
sculpture; but we shall recognize the truth 
that art rests upon a basis broad enough to 
encompass all of man’s activities.” 
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John Kelso, of Dorrance St., was in Bos- 
ton the past week on business. 

Edmund H. Parsons has returned from a 
two months’ trip to Mediterranean resorts. 

Jules P. Goldstein, of J. P. Goldstein & 
Co., was in New York last week on a busi- 
ness trip. 

J. J. McManus, watchmaker and retail 
jeweler, is now located at 212 Union St, 
room 508. 

Edgar M. Docherty, of the William C. 
Greene Co., was a business visitor in Boston 
and vicinity last week. 

Edward Kunz has been appointed a mem- 
ber of a committee to organize a Chamber 
of Commerce at Bristol. 

H. F. Tourtellot, representing Waite, 
Thresher & Co., is on an extended western 
business trip to the Pacific Coast. 

Alex R. Berkander has given a chattel 
mortgage of $290 to Antonio DeStefano on 
contents and premises at 433 Westmin- 
ster St. 

Angus McDonald, 192 Mathewson St., 
where he has been in business for about 20 
years, died Wednesday after an illness for 
more than a year. 

The firm of Spingler & Manchester, 185 
Thames St., Newport, has been dissolved 
and the business is being continued by 
Herman C. Spingler. 

The Whitestone Realty Co. has given a 
mortgage for $10,000 on real estate at the 
corner of Bogman and Staniford Sts., to 
the Union Trust Co. 

A handsome new residence is _ being 
erected at the corner of Cole Ave. and Win- 
gate Road for William G. Thurber, of the 
Tilden-Thurber Corp. 

The Urban Realty Co. has discharged 
three mortgages against real estate belong- 
ing to the Brier Mfg. Co., for $7,000, $5,500 
and $6,500 respectively. 

Mrs. Charles A. Russell was elected 
president of the Home for Aged Women at 
the 71st annual meeting at the institution on 
Tockwotton St. last Tuesday. 

Frederic A. Fairbrother of the Provi- 
dence office of the National Jewelers’ Board 
of Trade with George M. Baker, spent the 
last week-end down on Cape Cod. 

At a meeting of the directors of the 
Industrial Trust Co. held last Tuesday, 
Edmund C. Mayo, president of the Gorham 
Mfg. Co., was added to the directorate. 

The case of Spear & Susskind against 
Abe Rugin, appellant, which was on the 
calendar of the Superior Court for trial on 
Thursday was continued for reassignment. 

William G. Thurber, of the Tilden-Thur- 
ber Corp., has been nominated as Funds- 
holder of the Town Criers of Rhode Isl- 
and, whose annual meeting will occur May 9. 

Herbert S. Tanner, the Westminster St. 
retail jeweler, who has been in poor health 
all Winter, was down town last week and 
received hearty greetings from his numer- 
ous friends. 

Edward B. Hough, of the Wightman & 
Hough Co., has resigned as a member of 
the Providence Park Commission, of which 
he has been a member for nine years, be- 
cause of stress of business. 
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George F. Berkander, who took an active 
interest in the passage of the bill establish- 
ing the status in this State of osteopathic 
physicians, was awarded the gold pen with 
which Governor Pothier signed the bill. 

The Internation! Chromium Plating Co., 
in charge of J. A. Fogerty, has located in 
the Herrick building, on Garnet St., where 
it will conduct a general chromium plating 
business, with particular attention to 
jewelry. 

The Remembrance Shop, in the lower 
lobby of the Biltmore Hotel, has added a 
special pottery department, in which are 


being shown some handsome specimens 
from Italy, Spain and other foreign 
countries. 


Mrs. Caesar Misch, of Caesar Misch, Inc., 
has returned from a two weeks’ trip to 
Chicago, Brooklyn, N. Y. and Hartford, 
Conn. In Chicago, Mrs. Misch attended 
the biennial convention of the National Fed- 
eration of Music Clubs. 

Among the contributors to the fund for 
the establishment of a free camp in this 
State for the benefit of Jewish children 
are: Col. Joseph Samuels, Leon Samuels, 
Samuel Steiner, Carl Jagolinzer, J. E. Edel- 
stein, Alexander Zalkind and George F. 
Berkander. 


Frank L. Barrows, for many years in the 
employ of the Gorham Mfg. Co., was placed 
on the retired list of the Rhode Island 
militia by orders from the Adjutant Gen- 
eral’s office last Tuesday, with the rank of 
Colonel. He has been in continuous military 
service for 46 years. 

The Providence Better Business Bureau 
the past week held its annual election 
among the officers chosen being: Board of 
Directors—Walter R. Callender, chairman; 
Arthur L. Aldred, Richard W. Blanding, 
Leon Samuels, Robert W. Shepard, Fred- 
erick B. Thurber and John S. Wells. 

Prof. Robert W. Mitchell, of the Massa- 
chusetts Institute of Technology, will ad- 
dress the Providence-Attleboro Branch of 
the American Electro-Platers’ Society at its 
next meeting to be held in the rooms of 


the Providence Engineering Society, 44 
Washington St., his subject being “Clean- 
ers.” 


At the annual meeting of the Rhode Island 
Alumni Association of the Delta Kappa Ep- 
silon fraternity of Brown University held at 
the Turks Head Club on Monday, Frank W. 
Matteson was elected a vice-president; Mar- 
tin S. Fanning a member of the executive 
committee, and Charles H. Eden of the house 
committee. 

The DiMeo Bros. Co., Inc., has been 
granted a charter under the laws of Rhode 
Island to engage in the manufacture of 
jewelry and similar articles with an author- 
ized capital of 500 shares of common stock 
at $100 each. The incorporators are: 
Alfred DiMeo of Cranston, R. I., and Frank 
N. DiMeo, and Irving DiMeo of this ctiy. 

Articles of incorporation have been filed 
at the Secretary of State’s office for the 
Lapin Specialty Mfg. Co., to engage in the 
manufacturing jewelry business, the capital 
stock being authorized at $50,000, consisting 
of 500 shares of common stock of $100 each. 
The incorporators are: Edward C. Stiness, 
Francis J. O’Brien and Bernard A. Mc- 
Guinness, all of this city. 

Mrs. Archibald Silverman, wife of Archi- 
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bald Silverman, of Silverman Bros., who is 
one of the prominent Jewish workers in this 
country, has been appointed a delegate to 
the Geneva conference on Jewish rights by 
the national executive committee of the Jew- 
ish Congress, it was announced the past 
week. She will leave with the others of the 
delegation for Switzerland in August. 

Among the jewelry buyers reported in 
this city and vicinity during the past week 
were the following: S. Schem, of Wold 
Bros. & Co., New York City; Miss Birken- 
buhl of Marshall Field & Co., Chicago; 
Mr. Eastbury of Goldsmiths’ Co. of Canada, 
Toronto, Ont.; Mr. Samstag, of Samstag 
& Hilder Bos., New York City and Mr. 
Lipschitz, of the Oval Mfg. Co., New York 
City. 

President A. H. Noble presided and 
awarded the prizes at the annual dinner of 
the Theodore F. Foster & Bro. Co. bowling 
league, which was attended by more than 
50 members at the Hotel Dreyfus last Tues- 
day evening. The first team prize went to 
the team representing the Tool Room, while 
other winning teams included Factory B 
and the Stamping Department. Individual 
awards went to Carl Winter, Alfred Mor- 
row and Edward De Sarro. 

The closing of the bowling season was 
elaborately celebrated Thursday evening by 
the Shepard Stores Bowling League at the 
Lantern of the White Duck at Attleboro. A 
supper, songs and dancing kept the party 
of 100 bowlers and their ladies in good 
humor until midnight. The guests were 
Mr. and Mrs. E. J. Laundrie, the former 
being superintendent of the Shepard Stores. 
The party was transported from this city to 
the resort in special buses. Thomas L. 
Hughes, president of the league, was in 
charge of the affair. 
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The Helpalot Club of the Webster Co. 
will hold a dance next Thursday evening in 
Red Men’s Hall. 

Howard Gardner left the past week on an 
extended western trip in the interest of the 
Bugbee & Niles Co. 

The first local factory to respond to the 
Mississippi Valley river sufferers’ fund was 
the Paye & Baker Mfg. Co. with $16. 

Charles J. Sekowski, secretary of T. G. 
Frothingham & Co., Inc., with his wife left 
last week for a brief visit to Florida. 

Among the first subscriptions received for 
the Mississippi Valley sufferers’ fund was 
$100 from the employes of the Webster Co. 

The North Attleboro Rotary Club elected 
directors the past week for the ensuing year, 
among them being J. Frank Mason, Howard 
Grant and Harry W. Fisher. 








James A, Cayce, well-known Nashville, 
Tenn., jeweler, and regional vice-president 
of the American National Retail Jewelers’ 
Association, is the new Tennessee district 
governor of the 52nd District Rotary Inter- 
national. His nomination at a meeting at 
Johnson City was made unanimous. He was 
nominated for the office by the Knoxville 
delegation. 
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J. F. Bride & Co. have been adding to 
their force and facilities for enamel work at 
44 Union St. 

Lewis S. Chilson, treasurer of the J. M. 
Fisher Co., is in Chicago on a business trip 
for the company. 

Mr. and Mrs. Eben F. Wilde have re- 
turned from Florida, where they spent the 
last two months. 

Col. Sidney O. Bigney, of S. O. Bigney & 
Co., was in Buffalo, N. Y., the past week in 
attendance at the New York Retail Jewelers’ 
convention. 

Joseph Finberg was a member of the com- 
mittee that had charge of the third annual 
Mother and Son banquet last Thursday night 
at the local Y. M. C. A. 

Mr. and Mrs. Joseph L. Sweet, who have 
been spending several weeks in Bermuda, re- 
turned home last week. Mr. Sweet’s health 
was not of the best during the early part of 
the Winter, but he is now completely re- 
covered. 

After dropping the first string to the quin- 
tet representing the Robbins Co. in the 
Manufacturers’ Bowling League, the Leach 
& Garner bowlers struck their stride on the 
Elite alleys, Thursday evening, and took the 
next two. 

Theodore J. Boyle, 62 years old and for 
more than 40 years a resident of this city, 
died at his home, 640 Park St., last Friday, 
after a long illness. He was an expert jour- 
neyman jeweler and had been employed in 
local shops. He is survived by his widow 
and a daughter. 

Walter O. Whipple, 69 years of age, who 
was bookkeeper for William M. Fisher & 
Co. gold chain manufacturers from 1880 to 
1895, died last Monday at Mattapoisett, 
Mass. When the Fisher concern went out 
of business, Mr. Whipple took up the milk 
business and developed a large business, re- 
tiring about five years ago. 

There was a large turnout to enjoy the 
full day’s program at the Highland Country 
Club last Saturday, the golf players having 
a handicap tournament from 9 in the morn- 
ing until 4 in the afternoon, while a bridge 
sitting was a feature of the afternoon. The 
usual dinner was served at 6 o'clock, fol- 
lowed by dancing. Among the members of 
the committee of the day were: Mr. and 
Mrs. Richard F. Crawford, Amos Blackin- 
ton, Mrs. George Crosby, George S. Bliven, 
Mr. and Mrs, Arthur L. Bottomly and Mr. 
and Mrs. Edward H. Brown. 

The business of the H. A. Allen Co. will 
continue to be operated in this city, and the 
head of the plant will be Leslie O. Weth- 
erell, formerly superintendent of the Free- 
man-Daughaday Co. plant at Chartley. The 
Allen plant was sold at public auction a 
week ago, and Mr. Wetherell was the high- 
est bidder. The sale included all of the 
machinery, tools, dies, etc., of the firm, and 
the new owner will continue the business in 
its present location in the Ingraham build- 
ing under the firm name of H. A. Allen & 
Co., Inc. Mr. Wetherell has been superin- 
tendent of the Chartley plant of Freeman- 
Daughaday Co. for more than 20 years. 

At a meeting last Monday of the Attleboro 
Chapter, which includes North Attleboro 
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also, of the American Federation of Arts, it 
was voted to form a new class of member- 
ship to be designated as Industrial Mem- 
bers and to ask the manufacturing jewelers 
of this section to join the society as such 
members. The object of this movement is 
to provide funds for scholarships in the 
evening classes of the Rhode Island School 
of Design at Providence, these scholarships 
to be divided proportionately between this 
city and North Attleboro, according to the 
number of such members in each place. It 
is felt that this will be of great benefit to 
the manufacturers and to the general growth 
and improvement of the jewelry industry. 











formerly with the 
Hodgson, Kennard & Co., is now with the 
Chelsea Clock Co. 

The Boston Watch Co. is giving a series 


of radio talks over Station WEEI. 
are proving to be quite popular. 

E. C. Fitch, vice-president of the Walt- 
ham Watch Co., has returned to business, 
after several weeks’ absence, due to illness. 

E. R. McClintock, Dover, N. H., is 
greatly improving the appearance of the in- 
terior of his store by putting in new elabo- 
rate fixtures. 

Percival H. Safford, Rochester, N. H., 
was in Boston last week getting a line on the 
New England Golf Association meeting. He 
is an enthusiastic follower of the ancient 
Scottish game. 

The death is announced of W. H. Bristol, 
of W. H. and W. S. Bristol of Vermont. 
He was one of the old-time jewelers of the 
Green Mountain State. The brother will 
continue the business. 

Invitations are out for the annual con- 
vention of the New Hampshire Retail Jewel- 
ers’ Association, May 17-18. In addition to 
an educational program there will be a series 
of sporting contests for ladies and gentle- 
men, with Eugene G. Ricard as chairman. 
‘The convention is to be held in Manchester, 
Harry L. Coburn, president, having general 
charge. 

Mary Gargan, daughter of James Gargan, 
of D. C. Percival & Co., became the bride 
of John Lynch, April 27, the ceremony being 
performed at St. Joseph’s Church, West 
End, this city. A reception followed at the 
home, in Revere, of William T. Keating, 
also of D. C. Percival Co., many gifts being 
showered on the two chief participants. 
After a wedding trip to Washington and 
New York, Mr. and Mrs. Lynch will make 
their home in Fitchburg, where the husband 
is general manager of a cash register com- 
pany. 

A. Atkins, Inc., announces that arrange- 
ments have been made for handling its busi- 
ness on a better scale than ever, with Mr. 
Atkins in personal charge with his accus- 
tomed courtesy and efficiency. For 20 years 
he has been the directing force in the busi- 
ness which for many years was conducted 
in company with Mr. Heller, who resigned 
from the organization recently, Mr. Atkins 
having bought his interests. The company 
is a manufacturing concern which enjoys a 
wide reputation throughout New England as 
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one of the most up-to-date houses in this 
city. Mr. Atkins plans to cover New Eng- 
land in the interests of the many customers 
who have dealt for years with this house. 
The company is located at the old stand, 
Room 707, Washington building. 

Plans for the Spring outing of the Boston 
Jewelers’ Club were discussed at a meeting 
of officers held at the Chamber of Commerce 
recently. While nothing definite as to: the 
place for the outing, features of the program 
were talked over, and it is intended to make 
the entertainment even more attractive than 
last year, when the innovation of a full list 
of games and sporting events made the ex- 
cursion the most popular in many years. A 
shore dinner, or whatever is decided upon, 
will round out the day’s program. _ 

The annual meeting of the New England 
Jewelers’ Golf Association is to be held at 
the Shenecossett Country Club, Fort Gris- 
wold, Conn., June 27-28. The invitations 
sent out by Secretary Albert M. Kohn» an- 
nounce that “we have been fortunate to%'se- 
cure for our annual pilgrimage this mecca 
for golfers where you will find the utmost 
in natural beauty and artistic finish, the 
smiling waters of Long Island Sound and 
the good fellowship of our partners in the 
jewelers art and trade.” C. Sidney Cook is 
chairman of the golf commitee. 

Samuel J. Gordon, jeweler, formerly 
president of the Eagle Investment Associa- 
tion, has been released in bonds of $10,000 
pending the disposition of his case, May 16. 
On Monday, Gordon pleaded guilty on the 
eve of trial to six counts of an indictment 
charging him with larceny of money from 
the Eagle Investment Association and with 
forgery. He had been confined in the 
Charles St. jail since last Fall, when he was 
arrested, charged with larcenies amounting 
to more than $50,000 from the association. 
Bail was set at the time of his indictment 
at $45,000, an amount he was unable to se- 
cure. Bail was reduced by Judge Fosdick 
to $10,000. The three sureties who went 
bonds for him are Harry Basil, 11 Auburn 
St., Chelsea; Zelik Bernstein, 112 Everett 
Ave., Chelsea, and Daniel A. McLaughlin, 
2 Common St., Boston. 








Plainville, Mass. 





Whiting & Davis Co. has been increasing 
its force of die cutters. 

At the annual meeting of the Plainville 
Board of Trade last Monday evening a 
cablegram was received from Charles A. 
Whiting, who is traveling in Europe, which 
read: “On board train, London, Eng.—Suc- 
cess to the Board of Trade. Regards to the 
members.” Mr. Whiting was elected a 
member of the board of directors. 








Claus Jewelers, Inc., Cleveland, O., has 
sold its Rochester, O., store to B. L. Klaus, 
who was formerly vice-president and secre- 
tary. He is operating this store not as a 
corporation but as Claus Jewelers of Ro- 
chester. The new officers of Claus Jewelers, 
Inc., Cleveland are: Mayo S. Klaus, presi- 
dent and treasurer; Henry C. Frankenstein, 
vice-president and Lillian R. Klaus, secre- 


tary. 
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Every Man’s Problem S 





oe 

MAN is always interested in his own fe) 

business. You are in yours. So is * 

the retailer in his. And, to a certain extent, 3) 

you are interested in his because the more P) 

business he does the more goods you will be < 

able to sell him. w 

The retailer faces every man’s problem— 9 

how can he keep expenses down and how # 

can he keep sales up. He can’t commune ia 

with himself and get more than his own Le 

experience will give him. He must, of necessity, turn elsewhere—to some Aj 
source where he can find more about selling plans and advertising and window io) 
dressing and other important matters. LS 
The Store Keeping and Retail Advertising Departments and Gift Sections @) 
of THE JEWELERS’ CIRCULAR furnish a wealth of the latest, most up-to-date ¢ 
information of this sort. nt 
Here a jeweler can study authoritative in 
articles on the various phases of improved be 
store management. Here he can find the Cy) 
unusual things that other jewelers in other ® 


towns have successfully done. Here he is 
put in touch with new ideas—original, in- 
genious, practical—ideas which, when mixed 
with his own, effervesce and sparkle and 
create a peppy, ginger tonic for his business. 





This kind of work is known as Service. It 
is a great factor that a trade paper provides 
for its readers. It helps him plan ways and means for keeping the wheels of 
his business spinning profitably. 


A paper that appeals to the self-interest of its subscribers is bound to be a very 
strong publication. A paper that furnishes its readers with the greatest amount 
of such information, and with all the freshest news of the industry, and with 
the largest volumn of little loca] happenings is all comprehensive—it is the paper 
the whole trade reads. ‘This is true of 
THE JEWELERS’ CIRCULAR. It is read by 
all, and because all jewelers read it, an 
advertiser can use its pages without any real 
need of advertising in any other jewelry pub- 
lication. To duplicate the telling of the 
same story to the same people incurs needless 
expense. 























Dontt Duplicate Your Story 
nn 
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Among the out-of-town retailers visiting 
the wholesale district was C. S. Marrow, 
watchmaker of Warren, Pa. 

William Little, representing George H. 
Fuller & Sons Co., jewelers’ findings, of 
Pawtucket, R.I., has been calling on the 
trade here. 

Edward Gram, for several years con- 
nected with the sales force of Aisenstein 
& Gordon, has gone into business for him- 
self and opened a store at 1242 S. 17th St. 

J. J. Cohen, diamond “virtuoso,” whose 
studio is in the Victory building, 1011 
Chestnut St., has sent out to his clients 
a beautiful Spring card in water colors, an- 
nouncing his Spring lines. 

Members of the trade here learned with 
regret of the death at Altoona, Pa., of Wil- 
liam W. Rudisill, 61 years old, who, for 
many years, was a member of the retail 
jewelry firm of Rudisill Bros. in Altoona. 
Later he retired and went into the real es- 
tate business. He was prominent in Masonic 
and other fraternal bodies. 

Louts Durso, jewelry retailer at 916 S. 
4th St., Camden, is recovering from burns 
sustained when an oil heater in his cellar 
. “back-fired,” when Durso bent down to ap- 
ply a match. The flames shot into his face 
and set fire to the rafters of the cellar. 
They were put out in a short time and 
Durso had his burns treated. 


Much pleasure was expressed in the 
wholesale jewelry district over the an- 
nouncement that the condition of J. F. 


Neill, veteran secretary of the Sansom St. 
Business Men’s Association, had improved 
to such an extent that he expected to be 
able to return to his desk within a few 
days. The “Street” is looking for “Jerry’s” 
straw hat as the first authentic sign of 
Spring in the district. 

Mayor Freeland W. Kendrick of this 
city, has written to Michael Ballen, presi- 
dent of the Sansom St, Business Men’s 
Association, accepting an invitation to be 
present and speak at the annual dinner 
meeting of the organization, which is to be 
held at the Benjamin Franklin hotel on 
Tuesday evening, May 24. A number of 
other notable speakers are to be present and 
the affair bids fair to be among the best 
ever held by the association. 

General lines of jewelry are not quite up 
to the sales expectations of wholesalers 
here but at that are ahead of this period 
last year. Retailers in the anthracite dis- 
trict are showing more interest in offerings 
of salesmen as production now appears to 
be assured steadily throughout the Summer 
but business in the soft coal mining regions 
is poor. Diamonds are in good demand, 
especially fine and large stones. Collec- 
tions are reported slow in the majority of 
cases. 

A bronze diamond, a stone unusual in 
these parts, is among the gems to be of- 
fered for sale at the Philadelphia Art Gal- 
leries on May 11. Included in the sale, 
which is to settle a Philadelphia estate, are 
several large opals, described as unusual, a 
number of important oriental pearls and 
several diamonds, Wesselton and _ Jagers- 
fontein, ranging in weight from two to six 
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carats. A number of New York dealers 
as well as several from this city and Bal- 
timore are expected at the sale. 

The Keystone Athletic Association, com- 
posed of employes of the Keystone Watch 
Case Co, at Riverside, N.J., will, under 
the auspices of Frank Bewley, director of 
athletics for the company, hold a five-mile 
amateur cross-country run on May 21, be- 
ginning at 2 p.m. The association has in- 
vited all amateur athletic organizations in 
Burlington county, in which Riverside is 
situated, to send entrants, no charge being 
made for registration. Handsome trophies 
contributed by the association will be com- 
peted for. The company is fostering ath- 
letics among its employes and encourages 
them at every opportunity. 

Israel and Harry Zieger, trading as I. 
Zieger & Son, who were petitioned into 
bankruptcy, following the reported robbery 
from the elder Zieger of diamonds valued 
at almost $40,000, have filed a petition in 
federal court here for an order revising 
their schedules of liabilities. They ask the 
striking out of the following items: Ferd 
Dilsheimer, $197; Charles Kalman, $310; 
J. Goldberg, $12.92; and the following 
notes which had been paid but were in- 


cluded in the schedule: Carlton B. Abra- 
hams, $575; B. Sax, $324; Martin W. 
Abrams, $1,074. The petition adds that 


the creditors have agreed to a composition 
offer. 

Police are looking for two well-dressed 
young men who, representing as employes 
of a well-known local jewelry house, ob- 
tained two platinum and diamond rings 
valued at $5,000 each, from Mrs. Max Po- 
tash of the Fairfield Apartments, 53rd St. 
and Wynntield Ave., West Philadelphia. 
Mrs. Potash likes diamonds and when the 
young men struck up an acquaintance with 
her and offered to sell a number of unset 
stones for $1,000 at a bargain, saying their 
firm wished to realize some ready cash, she 
accepted. While she went to a bank for 
the $1,000, she left her rings with the young 
men as security for the stones. When she 
returned to her home, the young men and 
rings were gone and the stones proved to 
be imitations. 

For the second time within a year or 
so, the jewelry store of Joseph Press at 
1503 Chestnut St., in the heart of the re- 
tail business section and only a block from 
the central police station in City Hall, was 
visited by window smashers who obtained 
loot valued at approximately $1,000. Al- 
though the store is protected by a burglar 
alarm and police were on the scene within 
a moment or two after the crash of glass 
had been heard, the thief or thieves worked 
so fast that the first policeman to arrive 
found no one at the window. The smash- 
ing of the window sounded an electric 
alarm in the offices of a protective company 
and their men rushed to the store but 
found no trace of the robber. Police 
scoured that section of the city in a ban- 
dit chasing car but to no avail. It is be- 
lieved the window was broken just as a 
trolley. car passed by, the noise of the lat- 
ter covering that of the breaking window. 
No trace was found of the missile with 
which the window was smashed. Relying 
on his electric protection, Mr. Press kept a 
number of watches and rings in the window 
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and these were taken. About 20 watches 
were in the loot. 

Watch material houses here have been 
busy of late explaining to customers the 
why and wherefores of the new rule re- 
garding extra payment for matching 
standard pieces which has taken the place 
of the old method which gave the houses 
all the trouble and time while the cus- 
tomer merely paid the regular price of the 
piece wanted. Thus far there has been but 
little complaint regarding the new rule as 
the majority of retailers recognize the time 
and patience lost in matching and are will- 
ing to pay the slight extra charge of 10 
cents. The explanation that the new sys- 
tem is not confined to Philadelphia, but is 


general all over the United States, has 
helped to dispel any irritation over the 
innovation. Jobbers here have held two 


meetings at the Benjamin Franklin hotel, 
ene of Monday of this week at which Wil- 
liam E. Willis, district representative of the 
Elgin National Watch Co., explained the 
new system of watch materials in a mas- 
ter cabinet, which the jobbers have found 
saves much time and labor in handling 
materials. Mr. Willis has been in town sev- 
eral days and will remain until most of the 
retailers are acquainted with the good 
points of the cabinet idea. Handling of 
materials by the watchmakers and jobbers 
is made so easy by the system that a large 
number of - the former already have 
adopted it. 








Allentown 





Allentown jewelers are doing their bit in 
contributing to the Red Cross fund for the 
relief of Mississippi Valley flood sufferers. 

Following the lead of Allentown, the 
Queen City of the Lehigh Valley, practically 
all the towns and boroughs in Lehigh and 
neighboring counties have gone on daylight 
saving time. 

Faust & Landes, 728 Hamilton St., pre- 
sented to the new Allentown Library a cast 
bronze tablet, this tablet testifying to the 
fact that the handsome marble drinking 
fountain beneath is a_ gift from “The 
Athenaeum.” 

The following traveling men are calling 
on the trade in this locality: William C. 
Blenke, Whitehouse Bros.; C. Edward Pas- 
kow, William V. Schmidt Co.; Mr. Hall, 
Benedict Mfg. Co.; William L. Little, 
George H. Fuller & Son Co.; Karl Hatch, 
Oneida Community, Ltd.; Mr. Mandeville, 
Wittstein & Mandeville; John E. Volkman, 
Times Clock Co. 

As a compliment to visitors passing 
through the city of Easton during the Sum- 
mer convention period, the mayor and chief 
of police have completed arrangements 
whereby visitors and delegates to conven- 
tions are permitted to park their automo- 
biles for an indefinite period. 

Melvyn D. Pugh, Northampton, jeweler 
and optometrist, has awarded the contract 
for the erection of a new store building, to 
be one story high and of brick construction. 
it will be 20 feet wide and 54 feet long, and 
will be located at 1924 Main St., Northamp- 
ton. Two store rooms will be provided in 
the new structure. Work of razing the old 
building is well under way. Mr. Pugh is 
now located in the Cement Bank building. 
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‘Creasure’ 
Solid Silver 


$2. 
ng 


STERLING 925/1000 FINE 








“Treasure” Hollow-ware in the William and Mary Style. Compote, 7 inches high, $45.00. 
Water pitcher, 4 pints, $85.00 Tray, 1134 inches diameter, $65.00. Goblet, 6 inches 
high, $20.00. (Retail Prices.) 


Artistry Combined With Selling-Sense 


HE extraordinary success of the William and Mary and Mary II 
TT patterns no doubt is greatly due to their supreme artistry and 

charming beauty. But important too are the sound underlying 
principles upon which these designs were founded. 





These patterns were thoughtfully designed on what the public wants: 
permanency of design and appropriateness of style. There is no better 
assurance of the lasting good taste of these patterns than the fact that 
they are designed on an authentic period style. And what could be more 
appropriate than patterns which are specially designed to fit into the decora- 
tive schemes of modern fine homes? 





Alert to the preference for dining rooms furnished in the English and 
American Colonial styles, the William and Mary and Mary II designs 
were created to fit in perfect harmony. 


Quick to appreciate these added values in Sterling Silver Tableware, dis- 
criminating hostesses, young matrons, and brides-to-be are showing en- 
thusiastic favor for these designs. And Jewelers who enjoy the reputa- 
tion of always carrying the most correct and choicest things, speak of the 
William and Mary and the Mary II patterns as the most valuable lines in 
their store. 


Th @ y illiam 
and Mary ¢ Style 


Prominent Spring Weddings will soon be calling for these popular 7h Mary Tt 
patterns. Check over your stock to-day. We will supply you promptly. he ary 


ROGERS, LUNT & BOWLEN COMPANY 


Silversmiths Se Creators of Distinctive Tableware 
GREENFIELD'N\, MASSACHUSETTS of 
fa 


Member of the Sterling Silversmiths’ Guild of America in 
~more can not be said 
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Editorials 





News When OR tal 35 
It Is years it has 
potion been the aim 


of THE JEWELERS’ 
Crrcutar to present to jewelers of the 
country the news of the industry at 
the earliest possible moment, that is, 
while it is news, and no expense or 
trouble has been spared to get the facts 
of important events immediately 
through the quickest agency available, 
whether it be telephone, telegraph, 
radio or air mail. Sometimes to save a 
few hours in getting these facts, it has 
meant an enormous extra cost and un- 
ceasing work on the part of the corre- 
spondents and other members of the 
staff. But these few hours have meant 
the ability to have them in the current 
issue of THE JEWELERS’ CrRCULAR and 
thereby give our readers a chance to 
read them a week earlier than they 
would if we relied on ordinary sources. 
For this reason, sometimes full ses- 
sions of convention proceedings or full 
stories of important trials had to be re- 
ported by telegraph. But the expense 
of this, much as it has been, we have 
felt has been small in comparison to the 
value of the service which the trade 
has received. The letters we have re- 
ceived from our subscribers from time 
to time all show that, in great part, this 
quick and immediate service is deeply 
appreciated by the up-to-date jewelers 
who want to know what goes on in the 
trade at the time that it happens. 

Both telegraph and air mail were used 
to a large extent last week in reporting 
the convention of the California Gold 
and Silversmiths Association and the 
first session of the New York State 
convention of which a full story ap- 
peared in THE JEWELERS’ CIRCULAR, 
April 27. Though the California con- 
vention took place Friday and Satur- 
day, we were enabied with the enter- 
prise of our correspondent to get by 
telegraph and air mail, the full account 
of the proceedings with snapshots 
taken on the spot in time to get the 
account and illustrations in time to go 
into the issue which went to press 
Tuesday morning. The full account 
of Monday’s session of the Buffalo 
convention of the Empire State jewel- 
ers was reported by telegraph and ap- 
peared in the same issue. The account 
of the remainder of the session appears 
in another part of this issue. 


These are the days of rapid develop- 
ments in the industry when the pro- 
gressive merchant must keep abreast 
of the times; must know what is hap- 
pening throughout his industry, what 
his fellow merchants are doing, and 


must often act accordingly and act 
quickly. Tle only medium by which 
he can keep abreast of the times and 
know what is going on among jewelers 
throughout the length and breadth of 
the land is THE JEWELERS’ CIRCULAR, 
and we feel therefor we have a service 
to perform that is valuable to the in- 
dustry. For this reason, we are en- 
deavoring to perfect a news service 
through the aid of correspondents and 
contributors throughout the world so 
that it will be even more valuable in the 
future than it has been in the past. As 
in previous years, our motto shall be 
to give news while it is news, and we 
welcome suggestions from our readers 
at any time as to how this service may 
be improved to be of maximum value 
to the industry. 





HY is it, we 
must ask 
again for the 

hundredth or more 
time, that magazine editors will con- 
tinue to accept from contributors ar- 
ticles on precious stones without veri- 
fication as to fact? Why is it that 
these editors will accept statements as 
to gems from writers who know noth- 
ing about the subject and who are in 
no way in a position to talk authori- 
tatively? One can readily understand 
why silly stories will be published in 
sensational newspapers and in cheap 
and irresponsible magazines simply 
because the statements made are of a 
kind to interest readers who are look- 
ing only for sensation and have no de- 
sire for authentic information. But 
these magazines are not the most flag- 
rant offenders in the publication of 
silly stories about gems and jewelry. 
Sometimes the wildest and most ridicu- 
lous statements appear in magazines 
of character catering to an intelligent 
clientele of readers and which are ac- 
cepted by the public often as authori- 
ties on the subjects of which they 
treat; and in many of these subjects 
they are authorities and their contrib- 
utors are men of high standing who, 
in most instances, not only know what 
they are talking about but have given 
deep study to the subject treated. Yet, 
the same editors who are so careful in 
their selection of articles on political, 
social or scientific subjects, will use an 
article on gems written by someone who 
has not taken the trouble to consult a 
jeweler or go to an authoritative work 
on gems to verify the statements he 
makes. | 

An example of such an article is to 
be found in the last number of the 


More Misinforma- 
tion About 
Pearls 
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American Mercury which under the 
heading of ‘‘Pearls’’ published a mix- 
ture of unrelated facts, fiction and 
clear mis-statement that has caused 
considerable amusement not only to 
jewelers and gem dealers but to many 
of its better informed readers. The 
author has probably taken the trouble 
to get some facts about fresh water 
pearls, and presents these facts (?) as 
if they covered the whole pearl in- 
dustry, not realizing that the fresh 
water pearls are but a small and in- 
considerable part of the pearl business. 
He treats the fresh water pearl how- 
ever, as if it were the “whole thing” 
and completely ignores the fact pearls, 
as we know them in the jewelry in- 
dustry, are the salt water pearls, par- 
ticularly the Indian, Ceylon and 
Arabian gems. An idea of the char- 
acter of the article can be had from 
the first sentence, as the author starts 
off by saying “Less than a generation 
ago the United States was producing 
the finest pearls in the world,” and the 
rest of the article, as far as its relation 
to the production of pearls is con- 
cerned, is on a par with the opening. 

To a certain extent, the author is 
making a plea for the preservation of 
the American pearl fisheries and an 
attack on the commercial enterprises, 
as the pearl button industry, that have 
operated to kill out the pearl bearing 
mussel of the country. In this he is to 
be commended although he apparently 
has overlooked the fact that it has 
been the pearl button industry that has 
made profitable and ofttimes possible 
the search for, and the discovery of 
pearls in our inland waters. 

Throughout the article he is talking 
of the highly cultured pearls such as 
found in the American rivers and 
either does not know or sees no beauty 
in, the Oriental pearl which is the 
mainstay of the pearl business and is 
the article that the pearl wearer con- 
tiually demands. He is about as right 
in his general conclusions as would be 
a man who wrote about the watch in- 
dustry and confined his facts and con- 
clusions to the so-called clock watches 
sold for a dollar or two. 

But amusing as the article may be 
to a pearl dealer, it has a serious side 
for it makes several mis-statements 
that reflect distinctly upon the jewelry 
trade, as when the author starts in to 
speak of the value of pearls and why 
they cost so much to the consumer. 
Ignoring as exaggeration, the state- 
ments he makes as to the amounts 
added for interest, costs and overhead 
and advertising which are made, the 
most serious statement comes when he 
emphasizes the charge that the public 





(Continued on page 111) 
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Rudolph Schweiger, importer of dia- 
monds, is now located at 48 W. 48th St., 
having moved recently from 170 Broadway. 

Gilbert T. Woodhull has removed his of- 
fice to Room 103 at 542 Fifth Ave. Mr. 
Woodhull deals in pearls, precious stones 
and jewelry. 

The Mark Jewelry Co., manufacturers of 
jewelry, 64 W. 48th St, has been ad- 
mitted to membership in the Merchants’ 
Association of New York. 

Theedore Fishel of the Fishel, Nessler 
Co., 184 Fifth Ave., accompanied by his 
wife, sailed for Europe last Saturday on 
the Le:iathan for an extensive trip abroad. 

A monument erected to the memory of 
Harry Woronov, jeweler of Brooklyn, will 
be unveiled next Sunday at 2:30 p.M., in 
Mt. Carmel Cemetery. In the event of 
rain, the unveiling will take place the fol- 
lowing Sunday. 

Miss M. S. Wittnauer, president of the 
A. Wittnauer Co., manufacturer of watches, 
30 W. 36th St., sailed for Europe last Sat- 
urday on the Rotterdam. While abroad, 
Miss Wittnauer will visit the various fac- 
tories and look over the situation in that 
country. 

The Eggens-Hamler Co., manufacturer of 
fountain pens and pencils, moved their gen- 
eral offices from 180 Broadway, this city, 
to the factory at 164 Emmett St., Newark, 


N. J., where they will have larger quar- 
ters and have also installed additional 
equipment. 


David Polak has removed from 170 
Broadway to new quarters at 64 W. 48th 
St., where he has also opened a factory in 
which he will cut and recut diamonds. It 


was erroneously stated in these columns 
last week that Mr. Polak had moved to 
64 W. 47th St. 


Nat Hershhorn, representing J. Gottlieb, 
Swiss watch importer, 66 Nassau St., is 
leaving on an extended trip for about six 
weeks. Mr. Hershhorn will make his regu- 
lar territory of the middle western States 
and present indications show an optimistic 
feeling of trade conditions throughout the 
territory. Mr. Hershhorn will return to 
New York on or about June 15. 

Jean Wildenstein, manager of Fabrique 
Ebel, Chaux de Fonds, Switzerland, is in 
this country with a line of novelties and 
clocks made by his concern. Mr. Wilden- 
stein arrived here last Wednesday on the 
France and will remain in New York for 
two weeks during which time he will make 
his headquarters at the Hotel Martinque. 
After leaving this city, he will visit several 
other large cities in this country and plans 
to return to Switzerland in about six weeks. 

At a meeting of the creditors’ committee 
of J. W. Erkart, Tampa, Fla., held in this 


city, last week, it was recommended that 





the creditors accept an offer of 18% cents 


in cash net, in settlement of their claims. 
The creditors’ committee consists of Rich- 
ard Goldsmith of Goldsmith, Stern & Co.; 
Jonas Koch and Charles Marx of Charles 
Marx, Inc. The Tampa jeweler owes 
$68,263 and has nominal assets of $39,789. 
An involuntary petition in bankruptcy was 
filed against the concern last week. 


The trustee in bankrutpcy for Morris 
Sieger and Simon Sieger, trading as M. 
Sieger & Son, has filed his final account 


in the office of Oscar W. Ehrhorn, referee 
in bankruptcy. The final meeting of credi- 
tors will be held in Room 515 at 280 Broad- 
way on May 12 at 12:30 o’clock. The ac- 
counts of the various attorneys, appraisers, 
trustee, receiver and for other services may 
be inspected at this meeting, and applica- 
tions fer allowances will be passed upon. 
If these accounts are found and allowed, 
the trustee will be discharged of his trust 
and if any amount is remaining, a final 
dividend will be declared. 

Sternberg & Rosen, attorneys represent- 
ing the creditors of the Cross Co., Jewelers 
and Silversmiths, Inc., Chester, Pa., made 
a motion in the United States District 


Court, last week, asking for the dismissal 
of the bankruptcy proceedings instituted 


against the latter concern. This applica- 
tion of dismissal was made upon an agree- 
ment by the Cross concern to pay creditors 
100 cents on the dollar in cash. The con- 
cern was petitioned into bankruptcy in 
Philadelphia, about a month ago, and later 
an ancillary receiver was appointed in New 
York. They at first offered to pay 50 cents 
on the dollar in cash but this offer was 
rejected. The concern owes about $19,000. 


An equity action filed last Thursday in 
the United States District Court, Brook- 
lyn, resulted in the appointment of Charles 
I’, Murphy, as temporary receiver for the 
firm of E. G. Webster & Son, Inc., 622 At- 
lantic Ave., Brooklyn, N.Y. The suit was 
instituted by the Waterbury Rolling Mills, 
Inc.. Waterbury, Conn., creditors for $%4,- 
814.38. The bond of the receiver was fixed 
at $40,000. In the complaint filed by the 
Waterbury concern, it is alleged that the 
liabilities of the Webster Co. exceed 
$250,000. They requested the appointment 
of an equity receiver for the purpose of 
conserving its assets. Mr. Webster, a 
member of the concern, in speaking to a 
JeweEers’ CIRCULAR reporter stated that 
due to money borrowed many years ago, the 
firm finds itself in its present condition. 
He stated thatthe business was established 
70 vears ago and that a great effort will be 
made to continue. He also stated that the 
assets of the firm total about $350,000. 

Papers filed in the Supreme Court, New 
York, last week, in a suit of the Gorham Co. 


against Herman W. Hahn, formerly in busi- 
ness at 41 Maiden Lane, New York, dis- 
closed that the Gorham Co. has replevined 
the contents of a box in the New Maiden 
Lane Safe Deposit Co. standing in Hahn's 
name since 1920, and containing a quantity of 
stones worth $1,399 belonging to the plaintiff. 
Attached to the papers was an interesting 
letter from Hahn written at 2119 N. Frank- 
lin St., Philadelphia. The complaint in the 
Gorham case alleged that in 1920 Hahn re- 
ceived as agent for the plaintiff a quantity 
of articles including the following: 1,000 
pieces of rhodolite ; two gross rose garnets ; 15 
gross almandines; 27 gross moonstones; 144 
pieces of garnet; 17 karats cabuchon rubies; 
23 karats cabuchon sapphires; 139 fancy 
cabuchons ; 388 karats opals and 21 karats of 
emeralds. In applying to Justice Glennon 
for an order to serve the papers upon Hahn 
by mail, on the ground that he is not a resi- 
dent of New York State, Hamilton M. 
Dawes, attorney for the plaintiff submitted 
to the Court a letter from Hahn showing that 
he had not been in New York for the last 
four and a half years. The letter was writ- 
ten from Philadelphia to a member of the 
Gorham concern at Providence and told of 
the safe deposit box which Hahn had and in 
which he had kept intact practically all of the 
concern’s goods. It is stated that he left 
New York completely without funds and for 
the sake of getting a mental rest, that it 
was his earnest wish to make good all of his 
debts and urged the concern to have the box 
on which he then owed $90 opened and get 
its merchandise. The letter was written in 
August, 1925, but the Gorham Co. waited for 
more than a year and a half before deciding 
to bring proceedings to recover the property. 
As Hahn had not appeared and his location 
was not known, the replevin proceedings 
were started, the box opened and the prop- 
erty as described found therein. 

Daniel J. Masin, wholesale jeweler, 170 
Broadway, was petitioned into bankruptcy 
in the United States District Court, this 
city, on Monday, April 25. The petitioning 
creditors include Moe Lenkowsky & Son 
with a claim for $200; Kalmus & Silver- 
stein, $200; and Sigman Bros., $200. Judge 
Winslow appointed Michael Edelstein as 
receiver under a bond of $1,000. According 
to the papers, Masin owes more than 
$45,000, while his assets total about $2,000. 
A meeting of creditors was held last Fri- 
day at the office of Sternberg & Rosen, at- 
torneys in the Woolworth building, at 
which time a_ resolution was adopted 
authorizing the retaining of Louis Galen- 
son, as accountant. Sternberg & Rosen, 
counsel for the creditors’ committee, was 
also instructed to institute an immediate and 
thorough investigation. At the attorneys’ 
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offices, it was claimed that Masin owes 
about $51,000, while his assets total only 
$2,000. The creditors’ committee consists 
of Moe Lenkowsky, Ralph Wein, I. Klein- 
berg and Benj. Hochberg. Before the peti- 
tion was filed, a meeting of the creditors 
was held at which an offer of 10 per cent. 
in cash was submitted and rejected. 

The Magnetic Clock Co. has removed its 
offices to 104 Fifth Ave. 

Harry Koblentz, 209 W. 38th St., was in 
Providence last Monday buying jewelry nov- 
elties. 

The Lenall Watch Co., Inc., 180 Broad- 
way, is now located in larger quarters in 
room 61 in the same building. 

Henry Menges, manufacturing jeweler, 
has moved his offices and factory from 
7 W. 45th St., to 15 W. 47th St. 

Lebolt & Co., retail jewelers, are now 
located in their handsome new store at 656 
Fifth Ave. The firm was formerly located 
at 534 Fifth Ave. 

Max Fine, of Max Fine & Sons, im- 
porters of diamonds, 87 Nassau St., sailed 
last Saturday on the Leviathan for a four 
months’ stay at their Amsterdam office. 

According to an announcement made last 
Monday the firm of Silvey & Tremper, Inc., 
7 W. 45th St., was dissolved as of April 30. 
The business will be continued by A. Silvey 
under his own name. 

B. Rosenbaum, who has conducted an en- 
graving business at 12 John St. for over 
seven years, is now located on the 12th floor 
of the Cockroft building at 71 Nassau St., 
where he has larger and lighter offices. 

Mr. and Mrs. Leopold S. Meyer, the 
former a member of the firm of L. S. 
Meyer & Bro., 25 Maiden Lane, are spend- 
ing a three months’ vacation in Europe 
touring through several countries. 

L. Paris, polisher, lapper and plater, has 
started in business in Room 1208 at 64 W. 
48th St., where he has installed complete 
equipment for his establishment. Mr. 
Paris opened for business on May 2. 

The Paramount Jewelry Corp., located at 
71 Nassau St., has removed from the sev- 
enth floor to the 10th floor of the same 
‘building, where they are now occupying 
twice as much factory and office space. 
Additional machinery and work benches 
have been installed. 

Michael Birnbaum of Michael Birnbaum 
& Bros., importers of diamonds, 48 W. 
48th St., sailed for Europe last Saturday 
on the Belgenland to visit his European of- 
fices at 60 Rue des Fortifications, Antwerp, 
Belgium. Mr. Birnbaum will remain 
abroad for four months. 

The family of Morris Silver, who con- 
ducted a retail jewelry store at 262 Third 
Ave. until the latter part of last February, 
are anxious to get in touch with him. Mr. 
Silver, or anyone knowing his whereabouts 
are asked to communicate with THE 
JewetErs’ Crrcurar and the information 
will be forwarded. 

Paul de Vries announced last week that 
he has removed his office from 527 Fifth 
Ave. to 36 W. 47th St., where he has taken 
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over the diamond cutting shop of David 
Cohen & Son. Mr. de Vries will cut, with 
the assistance of Maurice Judels, large, 
round and fancy stones and will also im- 
port melee from the factory of his father, 
Maurice de Vries, in Antwerp. 

Irving Masour, arrested in this city some- 
time ago, pleaded guilty to grand larceny 
in the first degree and last Friday was sen- 
tenced in the Court of General Sessions to 
serve two and one half years in Sing Sing. 
Masour was accused of smashing a window 
in the jewelry store of Goldman & Gatsfeld, 
341 Grand St. Richard C. Murphy, counsel 
for the Jewelers National Crime Committee 
appeared at the time of sentence in the 
interest of the jewelry industry. 

Adolph Wodiska, who accepted the chair- 
manship of the jewelry division in the cam- 
paign being conducted by the Boy Scout 
Foundation of Greater New York, is mak- 
ing an appeal to the trade to support this 
movement to raise $1,000,000. This money 
will be used to acquire a camp site for New 
York’s Boy Scouts. The jewelry commit- 
tee, which is headed by Mr. Wodiska, con- 
sists of Sam Jacobson, Jules Franklin, L. E. 
Waterman, Walter Eitelbach, Sol Van 
Wezel, Thomas Kirkpatrick, Arthur Lorsch 
and A. Wodiska. 


At a recent board of directors’ meeting 
of The Kienzle Clock Co., Inc., John W. 
Conradt who arrived a short time ago from 
Germany, was elected vice-president and 
general manager of the corporation. Mr. 
Conradt has had years of experience in the 
clock industry in Europe, and for many 
years previous to that time was located in 
London and South Africa. The company’s 
manager of the Chicago office, F. C. Wil- 
son, spent several days recently in New 
York prior to leaving on his trip through 
the middle west. 

At a meeting of the Board of Directors 
of the Jewelry, Leather and Fancy Goods 
Salesmen’s Association it was decided to 


start an intensive drive for new members - 


with individual teams to develop the Jewelry, 
leather, silverware and fancy goods divi- 
sions of the trade. Present indications are 
that before the drive ends the membership 
will be more than double what it is at the 
present time. Each division has pledged 
itself to sign up a quota of new members 
and the enthusiasm and interest that has been 


displayed thus far indicates that these quotas 


will be more than met. 

The platinum market still remains’ un- 
steady, and on Monday prices quoted by 
some refiners varied as high as $5 an ounce 
for this metal. No one would venture an 
opinion on the future outlook of the” situa- 
tion, particularly in view of the’ fact that 
prices sometimes undergo changes ‘over 
night. On Monday several refiners quoted 
soft platinum at $95 an ounce, that hardened 
with five per cent. iridium at $96 an ounce, 
and metal containing 10 per cent. iridium 
$97 an ounce. Against this was the quota- 
tion of another prominent refining concern 
of $90 for soft; $91 for five per cent. and 
$92 for 10 per cent. Palladium ranges in 
price from $65 to $70 an ounce, while iridium 
is quoted at from $120 to $125 an ounce. 

While making plans to rob a jewelry store 
in this city, Michael Chochrum was arrested 
last week, and on April 27, was indicted on 
a charge of burglary. in the first degree. 
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Last Friday, he pleaded guilty as a third 
offender and within the next few days will 
be sentenced. Following his arrest, Henry 
Wagner, a dope fiend, was taken into custody 
and after being indicted, pleaded guilty to 
being in possession of burglars tools as a 
fourth offender. The arrest of both these 
men was brought about through information 
supplied to the Jewelers National Crime 
Committee whose informant knew _ that 
Wagner had a quantity of new jewelry but 
did not know whether it had been stolen 
from a jewelry store. When he was arrested, 
this jewelry was found in Wagner’s room 
but he refused to tell where he obtained it. 


The Diamond Merchants Association, Inc., 
held a well attended meeting in its club 
rooms, 15 Maiden Lane, on Tuesday, April 
26. Until the report of the organization 
committee was read and approved, the meet- 
ing was presided over by Joseph Polak. 
When Mr. Polak rapped for order, Mr. 
Rosen, of Sternberg & Rosen, attorneys for 
the association, explained to the members 
that a charter had been regularly granted 
and filed. Following this brief address, the 
association began operating under its charter, 
with the following officers: L. Gurfien, pres- 
ident; I. Funt, first vice-president; Alex 
Kazman, second vice-president; H. New- 
mark, treasurer; A. L. Berkman, financial 
secretary, and Alfred Meyerowitz, secretary. 
Mr. Gurfien outlined the intentions of the 
association, stating that it is the purpose to 
make it an instrument of assistance for the 
good and welfare of its members and to 
the diamond industry at large through the 
maintenance of a trading centre, a clearing 
house, and various other features, and asking 
the co-operation of the members. 


The sympathy of the entire industry is 
being extended to Leopold Stern, head of the 
firm of Stern Bros. & Co, 2 W. 46th St., 
New York, and dean of the diamond trade, 
whose wife passed away last Friday evening 
at her home, 956 Fifth Ave. Mrs. Stern*had 
been ill for two weeks and was in her ‘65th 
year at the time of her death. The funeral 
services were held last Monday morning. at 
Temple Beth-El, Fifth Ave: and 76th St., 
followed by burial in the family vault in 
Beth-El Cemetery. Mrs. Stern was always 
a leader in philanthropic and educational 
organizations and took a_- great deal 
of interest in her work. She was a 
member of the board of , directors of 
the Bellevue Hospital ‘Training School 
and president and founder of the West Long 
Branch, N. J., Library Association. Mrs. 
Stern was also affiliated with the Portia 
Club, Good Government Club, the New York 
Federation of Women’s Clubs, the Patriotic 
Women of America, the Texas Society of 
New York, the Post Parliament Society and 
a life member of Le Lyceum de Société des 
Femmes de Francaise of New York. .Mrs. 
Stern was formerly president of the Beth-E! 
Sisterhood and at the time of her death was 
on the Board of the Ladies’ Governing Com- 
mittee of the Solomon and Betty Loeb Con- 
valescent Home. Before her marriage, Mrs. 
Stern was Miss Eva Sterne, and her home 
was originally in Texas, where she met Mr. 
Stern. They were- married 44 years ago. 
Deceased is survived by her husband, two 
sons, Nathan J. and J. Ernest Stern, and 
three brothers, L. H., Alfred J. and Fred J. 
Sterne. 
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A. K. Skonberg, who has conducted a 
jewelry and optical goods store at 19 Cedar 
St. for the last 20 years, will move into the 
one-story building which is being finished 
at the corner of Cedar and Halsey Sts., ad- 
joining the Goerke store. 

Burglars recently stole 100 watches, valued 
at $1,500, from the safe in the jewelry repair 
shop of Joseph K. Waloff, 363 Plane St. 
Entrance to the store was gained by cutting 
a pane of glass from the front door. The 
stolen watches were insured. 

Horace A. Smith, electroplater for Tiffany, 
in the Forest Hill plant, gave a paper on 
“Electroplating Platinum” before the Ameri- 
can Electroplaters’ Society at the educational 
session preceding the annual banquet at 
Achtel-Stetter’s hall, Friday. 

Jersey City will have the next meeting of 
the New Jersey Retail Jewelers’ Association 
on May 25. The customary meeting date 
has been changed from the fourth Tuesday 
to the Fourth Wednesday of the month, and 
the meeting place will be the Jersey City 
Masonic Club, instead of the Newark Elks’ 
Club. 

Two young men, Henry Hohman, and 
Stephen Sisko, will graduate from the course 
in jewelry design at Fawcett School of In- 
dustrial Arts, early in June. An exhibition 
which is being prepared by this department 
includes designs for a number of rings, pins 
and modern brooches. William Hingel, de- 
‘signer tor Carter-Gough & Co., is instructor. 

Motorcycle officer Gus Heninger and 
Marshal John Lennon, of East Rutherford, 
N. J., through their alertness and quick ac- 
tion captured a youthful burglar recently, 
following his attempt to enter the jewelry 
store of Mrs. K. S. Macher, at Park Ave. 
and Orchard St., East Rutherford. The 
young man confessed to the police, when 
questioned, that he tried to burglarize the 
same jewelry store a few nights previously. 
He also admitted that he had entered a con- 
fectionery store and had taken money from 
the cash register. 











H. I. Van der Voort, Jr., of Van der 
Voort Bros., wholesale jewelers, plans to 
leave next week for Louisville, Ky., where 
he expects to see the Kentucky derby while 
visiting relatives in a neighboring city. 

Walter R. Lipsett, who became sales man- 
ager of the watch and jewelry department 
of the King & Eisele Co., at the time of the 
reorganization last July, moved his residence 
from Erie, Pa., to Buffalo on May-1. 


John Schmid, who succeeded to the busi- 
ness of his father, the late Joseph Schmid, 
at 607 Broadway, on the latter’s retirement 
three years ago, has moved to a larger store 
at the corner of Broadway and Watson St. 

Edward Leininger, president-elect, and 
Emil J. Scheer, retiring president of the 
New York State Retail Jewelers’ Associa- 
tun, sponsored a sight-seeing trip to Niagara 
Falls last Wednesday afternoon and evening 
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1or the benefit of those delegates to the con- 
vention who remained in the city after its 
cunclusion. There were about 30 in the 
party which went to the Falls by buses, 
visiting the points of interest on both sides 
of the river and remaining to view the 
colored illumination of the cataract by night. 

M. Davina Johnston, trustee in bankruptcy 
jor Samuel Zubkoff, former retail jeweler 
at 59 Allen St., filed papers in Federal Court 
on April 28 to collect $5,000 from King & 
Eisele Co., wholesale and manufacturing 
jewelers. Johnston charges that Zubkoff was 
in a pdankrupt condition when judgments 
taken against him by King & Eisele Co. 
were satisfied. The latter firm bid in Zub- 
koff’s stock at $1,400 to satisfy claims of 
$1,900. Johnston values the stock so pur- 
chased at much more. When Zubkoff filed 
a bankruptcy petition, three days after the 
marshal’s sale, his assets were only $250 to 
satisfy claims of about $8,000. 








Business Troubles 





FE. Raynor, St. Augustine, Fla., has filed 
a voluntary petition in bankruptcy. 

The Regal Jewelry Co., Worcester, Mass., 
is offering creditors-25 cents on the dollar. 

An involuntary petition in bankruptcy has 
been filed by the C. & N. Sales Corp., Chi- 
cago. 

Joseph F. Sylva Co., Boston, Mass., has 
assigned for the benefit of creditors. The 
assets are listed as $1,000 and liabilities at 
$4,000. 

The Miller & Nevins Co., Lynchburg, Va., 
has filed a voluntary petition in bankruptcy. 
The assets are listed at $5,000 and the lia- 
bilities $5,200. 

An involuntary petition in bankruptcy has 
been filed in the Federal District Court, Mil- 
waukee, Wis., against L. Vasilion, Arcade 
Jewelry Shop, Racine, Wis., by the following 
petitioning creditors: L. Levine & Co., $210; 
Irving Cohn & Co., $161, and Benjamin 
Levine, $156; all of Chicago. 








Pennsylvania Notes 





A good deal of excitement was caused 
early one evening when people were seen 
rushing from the jewelry store of Ezra 
F. Bowman’s Sons at Lancaster. The 
safes were equipped with an apparatus 
intended to foil cracksmen, and which turns 
loose nauseous and tear gases. A new em- 
ploye had turned the “protector” loose, and 
the store instantly filled with the noxious 
gases. Nobody was able to enter the place 
until it had been aired. 

The Rogers Square Deal Credit Jewelers, 
Allentown’s newest jewelry store, located at 
610 Hamilton St., held its opening Saturday, 
April 30. Souvenirs in the shape of hand- 
painted vanities and leather wallets were 
handed out to visitors. Full-page advertise- 
ments in the daily papers were used to ac- 
quaint the public with the opening date. As 
the firm name would imply, jewelry will be 
sold on the credit plan. Louis E. Hertz is 
the proprietor. Gene J. Rothman is assistant 
manager. Mr. Rothman has resided in Al- 
lentown all his life, and was formerly mana- 
ger of the Gilt Edge Clothes Shop. 
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pays an enormous cost for the work 
of simply matching and stringing the 
stones, for he says: 


“On a matching job he (the dealer) must 
be still more generous to himself, depending 
on the number of pearls involved. A fifty 
thousand dollar necklace may contain pearls 
which singly, before they were assembled by 
the jeweler in a perfectly matched string, 
were worth but a few hundred dollars. Skill, 
patience, and time—especially time—are the 
big cost factors.” 


We have seen many mis-statements 
about conditions in the gem and 
jewelry trade, but the above intimating 
that a $50,000 necklace may contain 
pearls which singularly cost but a few 
hundred dollars, we think will take the 
prize for mendacity. If this is not a 
slip on the part of the author or a 
typographical error on the part of the 
publisher, we cannot understand how 
it could be written by anyone who 
attempted to get the simplest facts as 
to the subject he was treating. But 
how it could be passed by the editor of 
a magazine of standing without verifi- 
cation is an even greater mystery. 








The carillon of bells which will shortly be 
installed in the Victory tower of the 
Canadian Parliament building, Ottawa, is 
the largest of its kind in the world. It was 
manufactured by the English firm of Gillett 
& Johnson. It is practically a sister carillon 
to the fine bells installed by the same firm in 
the Park Avenue Baptist Church, New York, 
but whereas the New York Bourdon bell 
weighs nine and one quarter tons, the Ottawa 
Bourdon weighs 10 tons. The 53 bells ex- 
tend through four and a half chromatic 
octaves from the Bourdon low “E.” to the 
14 pound top treble high “A.” Every bell 
is in tune with itself—that is that it has 
been tuned accurately on the Five Tone 
Harmonic principle. The whole carillion has 
been carefully tuned to the scale of equal 
temperament so that the performer can 
modulate from one key to another without 
offending the ear. The carillon has been 
tuned absolutely to international pitch which 
is in general use for ordinary musical in- 
struments, and modern concert practice in 
both hemispheres. The total weight of the 
bells is 53 tons and the weight of the steel 
frame work and fittings is about 22 tons. 
The world’s record was achieved in the time 
taken to construct the carillion. From the 
date when all details were settled, all 53 bells 
with the necessary machinery have been 
finished in 18 months. An elaborate practice 
clavier for the benefit of learners is being 
supplied with tuned bars and resonators and 
having a keyboard similar to that of the 
carillion clavier. The clock mechanism is 
divided into three separate units the “Going 
Train” driving the hands of the four 15 foot 
9 inch diameter clock faces, while the 
“Striking Train” and “Quarter Train” are 
placed 50 feet below under the bells. 
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Retail Petwelers of the 
flississippi Valley: 


To those of pou who have suffered 
hardships and financtal losses due 
to the unprecedented flood, we send 
our true sympathy, 


We trust pou will soon be able to 
return to pour comfortable homes 
and splendtd stores. 


Gn the meantime, a moratorium ts 
placed on pour account with our 
firm and no bills will be constdered 
as Due unttl pou have had an oppor- 
tunity to recover the losses pou have 
Suffered from this great disaster. 


Pours very truly, 


A.C, Becken Company 
Chicago 
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Chicago Notes 





E. S. Heller, manufacturers’ representa- 
tive, has just completed a three weeks’ busi- 
ness trip through the middle and northwest 
territory. He reports business as fair at 
this time. 

Allen Pinero, manufacturers’ representa- 
tive with offices in suite 1103 Heyworth 
building, returned this week from a 10-day 
business trip through the middle west in the 
interest of his firms. 

The Auburn Jewelers, at 804 W. 79th St., 
have discontinued business at this address 
and have disposed of their stock and fixtures 
through auction. Abe Weinstein, proprietor 
of the business, is entering into another busi- 
ness. 

Ernest Biock, manufacturers’ representa- 
tive, is making a business trip through the 
northwest and will return to his offices on 
the 1lth floor of the Heyworth building 
some time this week. Mr. Block visits the 
wholesale trade. 

Frank Budlong, of the W. C. Greene Co. 
and Arnold & Steere, Providence, R. I., left 
Chicago last Thursday night, after spending 
10 days here calling on the wholesale trade. 
Mr. Budlong just completed a trip through 
the middle west and is now working his way 
back east. 

Melvin Christiansen, representing Alter & 
Co., wholesale jewelers at 165 W. Madison 
St.. is making a business trip through the 
east as far as Pittsburgh and south as far as 
Tennessee. He will be gone for six weeks, 
and during that time will visit the retail 
jewelry trade. 

John H. Detrich, wholesaler of silver- 
ware, has moved his office and display rooms 
from the fifth floor to room 705 Champlain 
building, 37 S. Wabash Ave. In making the 
change, Mr. Detrich more than doubles his 
space and now has sufficient room to display 
his merchandise to advantage. 

The Naples Jewelry Co., retailer, which 
has been located at the corner of Halsted 
and Taylor Sts. for some time, has leased 
very desirable quarters across the street. 
The new location is at 954 S. Halsted St. 
The company celebrated the opening of the 
new store on Saturday, April 30. 
: Frank Dunn, of Dunn Bros., manufactur- 
ing jewelers at Providence, R. I., is spend- 
ing 10 days in Chicago calling on the whole- 
sale trade. Mr. Dunn just completed a trip 
through the middle west. While in Chicago, 

rt. Dunn is calling on his many friends 
here and renewing old acquaintances in the 
Jewelry trade. 

George L. Uman, of Alter & Co., returned 


recently from a three months’ business trip 
to the western coast and reports having had 
a splendid trip. After spending a few days 
in Chicago replenishing his samples, he left 
on another trip through the middle west and 
south, and this time will be gone for four 
weeks. 

J. V. Mann, retail jeweler, has removed 
his business from 509 to 505 N. Robey St., 
just a few doors south. He is now located 
in a newly erected building and has consid- 
erably larger and more modern quarters. 
He has purchased several new cases to take 
care of the enlarged display of new mer- 
chandise. 

J. Spector, diamond importer with offices 
in the Columbus Memorial building, left last 
Thursday for New York, and sailed from 
that port for Antwerp and the diamond mar- 
kets. While in Europe he will visit various 
places in Holland. He expects to be gone 
for five weeks and wili sail on the Beren- 
garia from Cherbourg for home on May 28. 

Leaf, the jeweler and optometrist at 3657 
Irving Park Blvd. for a number of years, is 
now located in beautiful new quarters a 
block west of the old location. The store is 
considerably larger than the old one, and he 
has an attractive store front and a great deal 
of window display space. The store is hand- 
somely outfitted with new fixtures and equip- 
ment. 


Harry Stout, retail jeweler of Springfield, 
Til, and president of the Illinois Retail 
Jewelers’ Association, arrived in Chicago 
last Wednesday evening to attend the large 
mass meeting of the Greater Chicago Retail 
Jewelers’ Association. Mr. Stout invited all 
present to attend the 20th annual convention 
of the Illinois Retail Jewelers’ Association 
that is being held at La Salle this week. 

Benj. Allen, Jr., of Benj. Allen & Co., 
wholesale jewelers in the Silversmith build- 
ing, 10 S. Wabash Ave., left Chicago last 
Saturday for New York, from which 
port he sailed for France. Mr. Allen 
will join Mrs, Allen and their daughter, who 
have been spending some time in Europe. 
The trip is a pleasure one and Mr. Allen has 
made no definite plans as to when he will 
return. They expect to take their time in 
visiting the various countries and seeing all 
places of interest. 

Leopold Hubschman, of the Federal Dia- 
mond Brokers, at 5 S. Clark St., left last 
Tuesday, accompanied by his wife, for New 
York city, where they spent a few days visit- 
ing with friends before leaving for Europe. 
They will visit the various countries, taking 
in all places of interest and making the trip 
a purely pleasure one. Mr. Hubschman will 


return to Chicago and business in about two 
months’ time. 

Meyer Kagan, who has had charge of the 
optical department of the L. Litt Jewelry 
Co., 54 W. Washington St., has succeeded in 
securing the concession of the optical de- 
partment in the new store of Warmington’s, 
on the northwest corner of State and Wash- 
ington Sts. He has secured a 10-year lease, 
with an option to renew it for another 10 
years. The department will be located on 
the balcony. Two refracting rooms are be- 
ing built and these will be equipped with 
complete Wellsworth units in mahogany fin- 
ish. There will be a counter case for the 
display of frames, cases and other optical 
merchandise just outside of the refracting 
rooms. A grand opening of this new de- 
partment store will be celebrated on Friday, 
May 13. 

Members in the trade were shocked last 
week when they learned of the sudden pass- 
ing of Charles Essig, lapidist. Death was 
due from pneumonia and occurred on Thurs- 
day of last week at the Ravenswood Hos- 
pital. Mr. Essig, who was employed by his 
brother, Frederick Essig, at 162 N. State 
St., went home just a week before suffering 
from a severe cold which later turned into 
pneumonia. Deceased was born in Chicago 
on Feb. 10, 1872. ‘He went to the public 
schools here, and entered into the lapidary 
business about 37 years ago. Funeral serv- 
ices were held from the Chapel, at 4118 Law- 
rence Ave., at 10 o’clock on Saturday, and 
interment was at St. Luke’s Cemetery. De- 
ceased is survived by his widow, five 
children, his two brothers, Frederick, the 
lapidist, and Henry, who is associated with 
the Juergens & Andersen Co., Chicago, and 
one sister. 

Expert and highly specialized study of 
problems of department and specialty store 
operation is the outstanding feature of the 
Concurrent Conventions of the Store 
Managers’ Division and Controllers’ Con- 
gress, divisions of the National Retail Dry 
Goods Association, to be held at Palmer 
House, Chicago, from May 9 to 13. The 
meetings will attract nearly 1,000 merchants 
and store executives from all parts of the 
United States. Final details of the pro- 
grams for both the Controllers’ Congress and 
Store Managers’ Division sessions as an- 
nounced last week by the Convention Com- 
mittees show that the speakers will include 
many leaders in retailing as well as in other 
fields of business. The programs for the 
first day’s session of each group and the 
joint session in which both will participate 
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on May 11 were announced a few days ago. 

George Weidig, manager of the Chicago 
office of Joseph Fahys & Co., in the Jewelry 
Mart, is making a five weeks’ business trip 
through the west as far as the Pacific Coast. 

Martin Fox, diamond dealer, is now lo- 
cated at 31 N. State St., where he has se- 
cured desirable quarters. Mr. Fox, for the 
past two years, was located at 159 N. State 
at. 

Chauncey Smith, representing Reed & 
Barton, traveling out of their Chicago office 
in the Kesner building, returned recently 
from an extended business trip through the 
northwest. 

Charles Brown, jewelry buyer for the 
Stein & Ellbogen Co., returned recently on 
the Leviathan from Europe, where he spent 
six weeks looking over foreign lines. He was 
accompanied on the trip by Mrs. Brown. 

H. E. Nock, superintendent of the Towle 
Mfg. Co. factory at Newburyport, Mass., 
spent several days of the past week in Chi- 
cago visiting at the local offices. He left 
here for the twin cities and other cities in 
the northwest. 

W. H. Golloupe, who has charge of the 
material department for the Keystone Watch 
Case Co., spent a few days at the Chicago 
office of this firm last week. He left here 
for Kansas City, where he will call on the 
trade en route home. 

Fred G. Perry, superintendent for the 
George H. Fuller & Sons Co., Pawtucket, 
R. I., arrived at the Chicago office of this 
firm in the Heyworth building last Monday 
morning. Mr. Perry will remain here for 
about 10 days, combining business with 
pleasure. 

Among the retail jewelers looking over 
lines in Chicago during the past week were: 
Louis Ratzesberger, Milford, Ill.; Albert 
Oesterle, of Carl Oesterle & Sons, Joliet, 
Ill.: Lester Lawrence, of Lawrence Bros., 
Galesburg, Ill.; A. E. Jones, of Jones & 
Neverman, Inc., Milwaukee, Wis. 

Miss Alice L. Watson, buyer of silver- 
ware for W. R. Burke of Berkeley, Cal., 
was a visitor in Chicago last week for a 
few days. She left here Friday night for 
New York and other points east, where she 
will spend several weeks looking over the 
markets in search of new items. She will 
stop off in Chicago en route home. 

Charles <A. Bartling, representing the 
Towle Mfg. Co., accompanied by his wife 
and daughter, returned this week from a 
three weeks’ business and pleasure trip 
through Illinois and parts of Iowa. Mr. 
Bartling made the trip by auto and substi- 
tuted for E. L. Jensen, who was detained 
at home on account of the illness of his wife. 

Among the representatives in Chicago last 
week visiting the wholesale trade in the in- 
terest of the firms they represent were: 
Dave Moss, Providence; George Semple, 
Bates & Bacon, Attleboro; Dan Childs, 
Providence Stock Co., Providence; Fred 
Barry, Ziruth-Burgess Co., Newark, N. J.; 
Gus Hansen, Wightman & Hough, Provi- 
dence. 

Steve Leubusher, of Leubusher-Schumann 
& Co., wholesale jewelers in the Jewelry 
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Mart, left here last Sunday night for De- 
troit, where he will spend a few days at 
their office there visiting with Ben Levy, 
their manager. From there he will go to 
New York to look over new lines. Mr. Leu- 
busher expects to return home in about two 
weeks. 

Clarence Thompson, a popular representa- 
tive of the wholesale jewelry trade of Chi- 
cago, recently resigned his position with 
Joseph Fahys & Co., and accepted a posi- 
tion with the Ruben H. Donnelly Corp. Mr. 
Thompson is connected with the Universal 
catalogue department and left last week on 
his initial trip through the east. He has the 
well wishes of his many friends in this new 
enterprise. 

After conferring with the creditors’ com- 
mittee, the conservator of the estate of I. C. 
Newman, Arthur Newman, has applied to 
the Probate Court for permission to make a 
distribution of 10 per cent. to all creditors 
of the estate. It is probable that at the time 
this distribution is made all accounts of $50 
and less will be paid in full. Judge Horner 
of the Probate Court granted the request 
and distribution will be made some time this 
week. 

Eugene Pelkhofer will celebrate the grand 
opening of his new retail jewelry store in 
the Eagle building, Sheboygan, Wis., on, 
Saturday, May 16. The business will be 
known as Pelkhofer’s, Inc. Mr. Pelkhofer 
spent several days of the past week in Chi- 
cago shopping and purchasing his opening 
bill. He has been associated in the retail 
jewelry business of that city for a number 
of years, and during that time has made 
many friends. 

Isadore Cohen, of Isadore Cohen Co., Inc., 
Bluefield, W. Va., was a visitor in Chicago 
during the past week. Mr. Cohen spent a 
few days at Detroit before coming to Chi- 
cago, attending to some personal matters. 
While here he announced that their business 
would be moved from the present location 
into a new store near the corner of the same 
street on which his concern is now located. 
He expects to make this move as soon as 
alterations are made, which will be about 
June 1. 

Members of the Chicago Jewelers’ Bowl- 
ing League played their final series of games 
last Friday evening at Bensingers’ alleys. 
The team representing Wexler Bros. had 
the highest number of games won during 
the season, so won first place. The team 
representing Otto Young & Co. won second 
place, and for third place the teams of the 
Goldsmith Bros.’ Smelting & Refining Co. 
and the Norris, Alister-Ball-Bridges Co. 
tied. The team representing the W. R. An- 
derson Co. came in fifth; Bulova Watch Co. 
team, sixth; American Optical Co. team, 
seventh, and A. C. Becken Co., eighth. For 
highest individual average for the season, 
T. Ross, of the A. C. Becken Co., won first 
prize with a score of 187.2; R. Krischke, 
of Wexler Bros., was second with an aver- 
age of 185.20, and Carl Peterson, of the 
W. R. Anderson Co., came in third with an 
average of 183.13. The honors for the high- 
est game for the year went to J. Johanson 
with an average of 278; he also won in the 
highest average for three games with a 
score of 230. A. Bower, of the Norris, Alis- 
ter-Ball-Bridges team, won second prize with 
an average of 221; T. Ross, of A. C. Becken 
Co., is third with an average of 119. The 
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W. R. Anderson team had the highest game 
for the season, and their score was 1,013, 
and Wexler Bros. had 2,900 pins for three 
games. There was $800 in cash prizes dis- 
tributed on Monday evening of this week 
to the winners during a short meeting. 








Notes from Ohio 





C. J. Duncan, Massillon jeweler, was a 
Canton business visitor recently. 

Roy ‘Evans has assumed charge of the 
optical department of the S. Evans & Sons 
Jewelry Co., E. 5th St., Dayton, O. The 
department is to be enlarged soon, it was 
announced this week. 

Announcement is made that the Thomas 
Jewelry Co., G. R. Thomas, proprietor, will 
soon open a second store in the new Wur- 
litzer building, S. Ludlow St., Dayton. For 
the past seven years Mr. Thomas has con- 
ducted a retail jewelry store in S. Main St. 

Instead of the regular anniversary sale, 
which has been the custom in past years, 
Leon Rubin, East Liverpool Hallmark 
jeweler, announces the 16th anniversary of 
the establishing of the store will be observed 
with a public auction. James L. Hand and 
Charles J. Wilbur will be in charge of the 
sale. 

The estate of the late Adolph Newsalt, for 
many years a prominent jeweler of Dayton, 
was valued at $570,102 in an inventory and 
appraisement on file in probate court. T. A. 
Newsalt, son of the deceased and executor 
of the will, filed the inventory with probate 
court authorities. He had extensive real 
estate holdings in Dayton aside from the 
large jewelry business. 

A watch that has kept time for a century 
is now in the possession of John B. Lentsch, 
Akron jeweler. He bought this ancient 
timepiece for $5 from a boy who came into 
the store in need of some change. The boy 
reported it had been handed down through 
several generations in his family. Accord- 
ing to Mr. Lentsch, the works bear the 
brand, “John Barnes Westerby,” 1826, and 
contain four jewels. A bullseye lens gives 
the watch a total thickness of one and a half 
inches. Stamped records within the case 
show the watch had been cleaned or repaired 
five or six times between 1855 and 1900 by 
Joseph Pidwell, jeweler of Falmoth, Eng- 
land. The timepiece in the window of Mr. 
Lentsch’s store is attracting much attention. 

With weather conditions more favorable 
and the near approach of commencement 
time, retail jewelry business in the Akron- 
Canton district is much improved, a survey 
the past week of the major stores in the 
two cities and surrounding territory indi- 
cated. There has been a marked improve- 
ment in gift merchandise buying and already 
commencement gifts are being purchased in 
large numbers and laid away for delivery 
30 days hence. Watches of the wrist va- 
riety, diamonds in the $100 class, beads, sii- 
verware, crystal and party favors and prizes 
are selling, best jewelers said. With con- 
tinued industrial improvement in the Akron 
and Canton area retail jewelry trade looks 
most encouraging for the remainder of the 
first half of the year. 








Walter Penney, Coleman, Tex., has beer 
succeeded by Mrs. Wallace Penney. 
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Frank M. Lockin, 57, of the Lockin- 
Billings Jewelry Co., died April 25 of heart 
disease. The firm is liquidating and must 
vacate their premises on May 1. 

John Smith, 55, father of John Smith, Jr., 
retail jeweler here, was stricken with a heart 
attack while passing through Pembine, Wis., 
April 23. He died before medical aid could 
be obtained. 

Archie Tegtmeyer, well-known Milwau- 
kee retail jeweler, has been reappointed to 
the library board of Milwaukee by the Com- 
mon Council. This is an honorary office and 
the term is for four years. 

Preparations are on in Milwaukee for 
licensing-time, which begins May 1. Pawn- 
brokers and loan brokers must renew their 
licenses next month. A fee of $5 is charged 
to loan brokers if they conduct a chattel 
mortgage business. The fee for pawnbrokers 
is $150. 

The Holmes & Edwards Silver Co. and 
the International Silver Co. each have rep- 
resentatives in Milwaukee to teach house- 
wives how to properly set their tables. The 
representative of Holmes & Edwards is ap- 
pearing at Archie Tegtmeyer’s jewelry store. 
The representative of International is at the 
Boston Store. 

G. Logemann & Sons’ Co., manufacturing 
jeweler located at 179 3rd St., recently pub- 
lished an advertisement in Milwaukee news- 
papers which appeared in the Milwaukee 
City Directory in 1857. G. Logemann & 
Sons’ Co. was founded in 1855 by G. Loge- 
mann and has been continued by the sons 
and grandsons during 70 years. 

Antone Kuckuk, jeweler at Shawano, is a 
member of a unique organization. It is a 
seagoers’ Masonic club, known as Mongolia 
No, 3. Each member has made a 5,500-mile 
voyage from San Francisco to New York by 
way of the Panama Canal. It was formed 
when it was found that there were 59 Ma- 
sons on a ship leaving the Pacific Coast. 

A. J. Ness, 59, who has been in the jewel- 
ry business at La Crosse for 31 vears, died 
from heart disease, aggravated by over- 
exertion in dancing while in attendance at a 
social function. Mr. and Mrs. Ness were 
enjoying old-time dances when suddenly Mr. 
Ness complained of a dizzy spell. He moved 
across the hall to a chair and sat down. 
Death followed almost immediately. 

Henry Stecher, treasurer of the Wisconsin 
Retail Jewelers’ Association and owner of a 
jewelry store at 276 3rd St., recently ap- 
peared before the legislative committee on 
taxation at Madison favoring the passage of 
a bill returning the offset privilege to the 
tax laws as it prevailed prior to 1925. At 
that time jewelers were permitted to pay 
either their income or their personal prop- 
erty tax, whichever was the higher. Under 
the present law each man is obliged to pay 
both. Mr. Stecher reports that there was no 
opposition shown to the passage of such a 
bill, so that the outlook is extremely favor- 
able, 

George W. Chatterton, jeweler at 130 
Wisconsin Ave., tells of an amusing experi- 
ence he had recently. Said Mr. Chatterton: 
“I was talking to a public accountant along 
about income tax time. He told me they 
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charged $5 an hour. I thought that was a 
fair price. A few days later he came in to 
have his watch thoroughly overhauled. We 
have a high ceiling in our store, but I 
thought this accountant would go right on 
through it when we wanted to charge him 
$4 to overhaul his watch. He was still sur- 
prised when we told him it took two hours 
of a man’s time who had to go to college 
three years to learn to be a watchmaker.” 
More than 100 lodge rings and emblems, 
valued at between $300 and $400, were found 
in the pockets of a man who was captured 
here after an exciting chase through the 
downtown streets. He was chatting con- 
fidentially with Joseph Ruben, in the latter’s 
pawnshop at 324 Wells St., in an attempt to 
sell him a Masonic lodge ring when De- 
tective Fred Peck entered the shop on his 
usual morning rounds. Detective Peck 
asked the man where he got the ring. He 
replied that he had “won it in a crap game.” 
Then, before he could be questioned further, 
he ran from the store. He was captured and 
has been arraigned in district court on a 
vagrancy charge. He was given a continu- 
ance under $250 bail. The police have so 
far been unable to ascertain where he se- 


cured the jewelry. 
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TRADE CONDITIONS 


Local retail jewelers report their trade during the 
past week has shown some improvements. April. 
taken as a whole, however, was not a brisk month, 
due to the fact that rains and floods made many of 
the country roads impassible and this affected the 
trade conditions in many of the smaller towns. With 
the coming of more settled weather, it is expected 
there will be a marked improvement in trade in 
many lines. Both retail and wholesale jewelers in 
southern Indiana towns are looking for a larger 
volume of trade in May than that which came to 
them during April. General business cond.tions in 
Evansville are gradually getting better and most of 
the large manufacturing plants are being operated 
on full time. 


Miss Lenore Bitterman, daughter of Mr. 
and Mrs. Jack Bitterman, has returned 
from Chicago, where she has been attend- 
ing the Art Institute. 

FE. A. Rhoades, retail jeweler at Chris- 
ney, Ind., is planning to take a large num- 
ber of friends to the annual Boonville Press 
Club picnic at Lincoln City, Ind., to be 
held soon. 

E. J. Welp, retail jeweler at Hunting- 
burg, Ind., is helping to arrange a program 
for the Huntingburg Kiwanis Club, to be 
put on in the near future for the Kiwanis 
Club at Boonville, Ind. Some weeks ago 
the Huntingburg Kiwanis Club entertained 
the Boonville club and the latter club put 
on the program. 

Shriners from Rockport, Ind., who are 
members of Hadi Temple in this city, the 
other day presented the potentate, William 
Hassell, with a fine gold watch. The pre- 
sentation was made on the day of the 
Spring ceremonial in honor of the fact that 
Hassell is a Spencer county product and 
formerly lived in Rockport. 

An automobile trip begun last Christmas 
eve by four youths, brought them into city 
court here a few days ago on the charge 
of having stolen an automobile belonging 
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te Jack Bitterman, of the retail jewelry 
firm of Bitterman Bros., 204 Main St. The 
young men were bound over to circuit court 
in the sum of $2,500. The quartet was 
returned to Evansville from Bowling Green, 
Ky., where each was serving a six months’ 
sentence. It is said after the young men 
had stolen the Bitterman car they started 
to drive it to Knoxville, Tenn., but were 
arrested when they reached Bowling Green, 
Ky., on another charge. 

There always is something attractive 
about a garden, but when the flowers in 
that garden have diamond hearts, there is 
something more to claim one’s attention. 
That is why the Spring window display in 
Heinzle & Nester’s retail jewelry store at 
Boonville, Ind., a few days ago was so at- 
tractive. In the background was an old 
castle and about this was arranged a gar- 
den of pink and white flowers and in the 
center of each flower was a diamond ring. 
There was a sign of cardboard in the win- 
dow, which read, “Come in and let us grow 
you a diamond.” Floyd Nester, one of the 
owners of the store, explained that if a 
diamond, priced at $25, was purchased it 
could later be exchanged for a $50 dia- 
mond or a $100 diamond, trading in the 
original diamond for the higher priced one, 
the firm allowing you on the old diamond 
exactly what you paid for it. Mr. Nester 
received many compliments on his window 
and he said that one of the essentials of 
modern American life is a place for out- 
door living and when Spring comes our 
thoughts turn toward a garden; that is why 
his window was so timely and attractive. 











William J. Gorfine was in Indianapolis 
last week in the interests of The Keystone 
Watch Case Co. 

W. F. Sebil & Co., recently incorporated, 
have opened a wholesale jewelry establish- 
ment at 755 Century building. 

The remainder of the stock of the Harry 
O. Cobb jewelry store was offered for sale 
to the highest bidder Friday morning. 

G. R. Roskin is the new manager of the 
H. H. Mayer, Inc. Mr. Roskin was con- 
nected with Rite’s jewetry shop until he 
accepted his present position with Mayer’s. 

George Kern, A. S. Rowe Jewelry Co., is 
confined to his home with a severe cold. 
Eugene Rutz, another assistant of Mr. 
Rowe’s, is a patient at St. Vincent’s Hos- 
pital. 

Adolph Gran, Bardach & Gran, has re- 
turned from a trip to New York city. This 
firm reports good business in the middle 
west section and fairly good in its western 
territory. 








Articles of incorporation of Ben L. Isroff, 
Inc., 209 Monroe Ave., N. W., Grand Rapids, 
Mich., have been filed with the County 
Clerk. The jewelry concern has an author- 
ized capitalization of 25,000 shares of non- 
par value stock, all of which has been sub- 
scribed and paid in. The officers are: 
President and treasurer, Ben L. Isroff; vice- 
president, Saul Isroff; and secretary, Marion 
Isroff. 











J. H. Maus, Springfield, O., was a visi- 
tor in Cincinnati, last week. 

E. J. Fox, of Fox & Son, has returned 
from a 10-day trip through the east. 

Rube Schumer, Schumer Bros. Co., re- 
turned from a trip through the south with 


reports of good business. He completed a 
delayed trip as he was forced to return 
home from Louisville because of illness. 

William W. Oskamp, president of the 
Cincinnati Wholesale Jewelers’ and Manu- 
facturers’ Association, returned to Cincin- 
nati, Thursday, from a 10-days’ trip to 
Florida. It was both a business and 
pleasure jaunt. 

Gilbert Carle, former watchmaker in the 
jewelry store of J. H. Maus of Springfield, 
O., has opened a store of his own at Yel- 
low Springs, O. He bought some of his 
merchandise for the new place from the 
D. Jacobs Sons Co. 

Roland Noterman presided at the dance 
that was given by Covington Commandery 
in Covington, Wednesday night. Roland 
presided in the absence of his brother 
Edgar, who is Eminent Commander of the 
order. Edgar is on the road for the newly 
organized Joseph Noterman & Co. 

The fact that A. L. Behymer, postmaster 
at Cincinnati, was elected a director of the 
Automobile Club, is of no news value to 
the jewelry trade, but his election was due 
to his campaign manager who happened to 
be C. E. Richter of the Richter & Phillips 
Co. Mr. Richter was elected a director 
of the club a year ago. 

The team that is playing in amateur 
baseball circles under the name of the 
Jewelers, caused an upset Sunday when it 
defeated the New Era team 6 to 5. The 
Jewelers are being backed by the Richter 
& Phillips Co. of Cincinnatii The New 
Eras, because of the playing strength in 
their team, is looked upon as a possible 
champion and their defeat was quite an 
upset on the usual “dope” in baseball. 


Funeral services for Frederick Rotert, 
Sr., 69, widower, who fell dead at his desk 
in the shop of Fox Bros. & Co., Harrison 
building, will be held at the residence, 2130 
Auburn Ave., Mt. Auburn, Tuesday. These 
services will be followed by requiem high 
mass at the Holy Name church. Rotert 
was employed by the Fox firm during his 
entire working career, as he started with 
the firm 53 years ago. When a boy his 
family came to this city and Rotert started 
in when 16 years old. He worked in the 
shop continuously and was the foreman of 
the establishment when called suddenly. 
His heart failed. His death occurred 
Thursday, but the funeral will not be held 
until Tuesday, because Irene Rotert, a 
daughter who lives in New York will not 
get here until Monday. There is a son, 
Frederick W., and another daughter, Es- 
telle, who survive. Rotert was very active 
in the work of the Holy Name church at 
Auburn Ave. and McMillan St., near his 
home. 

A meeting of the Cincinnati Wholesale 
Jewelers’ end Manufacturers’ Association 
has been called at the Hotel Gibson for 
Tuesday, May 10, to take action on the pro- 
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posed gift show by local jewelers. The 
committee that was appointed for the show, 
consisting of Herbert C. Schwab, chair- 
man, J. Harvey Phillips and Eli Gutmann, 
will probably recommend that the show be 
held during the final week of the Fall 
Fashion pageant that is usually staged at 
the Zoological Gardens at the end of Sum- 
mer. The committee, however, wants it 
distinctly understood that the Gift Show 
wili not in any way have any connection 
with the pageant but will be a venture, en- 
tirely its own. If it is held, the show will 
probably be staged at the Hotel Gibson or 
some other prominent place in the heart of 
the city at a time when a number of buy- 
ers and visitors will be in the city. Mem- 
bers of the committee feel that a jewelry 
gift show staged by the wholesale houses 
and manufacturers in Cincinnati, could be 
attractive enough to bring a vast throng of 
persons from cities and towns surrounding 
the municipality. The proposition will be 
thoroughly investigated at the Tuesday 
meeting. 











Hugo Pudrith has returned to his duties 
again, after being laid-up by illness for a 
week or so. 

A. F. Muehlke, manufacturing jeweler, 
has been in Chicago the greater part of the 
week, lining up business for the Summer. 


Eileen B. Warner, formerly with the 
Morse Jewelry Co. at Adrian, has recently 
joined the sales forces of Hugh Connolly & 
Son. 

Maurice A. Lovett has returned from 
New York, where he went on a buying ex- 
pedition, acquiring new merchandise for his 
Summer business. 

It is announced that the name of the 
American Credit Merchants’ Association, 
Detroit, has been changed to the American 
Credit Jewelers’ Association. 

Irwin Hamburger, of Levett & Co., has 
returned from a sales trip through the mid- 
dle west. He brings an encouraging report 
of improved business conditions. 

Traub’s, retail jewelers on Woodward 
Ave., have been beautifying the outside of 
their store in the downtown shopping center 
this week. Everything is now all spic and 
span for the Spring and Summer trade. 

Louis Gautherat and E. W. Berg, of the 
E. H. Pudrith Co., expects to be among 
those who will attend the annual convention 
of the Michigan Retail Jewelers’ Associa- 
tion at Grand Rapids on May 9 and 10. 

L. K. Kirk, formerly with the Friedberg 
organization, has joined the sales forces of 
Hugh Connolly & Son. Miss Ruby Bald- 
win, formerly of the jewelry department of 
Newcomb’s, also has become a member of 
the Connolly staff. 

W. E. Counter, watchmaker who has oc- 
cupied quarters in the Hodges building for 
the last 20 years, expects in the near future 
to occupy new quarters at another location. 
The Hodges building is to be demolished to 
make way for a new office building. 

Wright Kay & Co., retail jewelers, have 
been holding a plated ware exhibition this 
week. “Visitors especially welcome” is the 
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reading of invitations that conspicuously 
decorate the windows. The results have 
been gratifying from a sales standpoint. 

Cole & Irwin, retail jewelers, are now 
well settled in their new store in the Book- 
Cadillac Hotel building. Their recent open- 
ing brought a large number of persons into 
the place. Both equipment and merchandise 
are new. This firm operates a number of 
stores both in Detroit and out in the State. 

Richard Johnson, of Hugh Connolly & 
Son, missed the opening ball game here in 
Detroit recently for the first time in 20 
years. This is a record that few persons 
can boast. It might be well to add that the 
reason Mr. Johnson did not attend the game 
was due to press of business incidental to 
the Connolly moving plans. 


F. H. Schaefer, western Michigan repre- 
sentative for the E. H. Pudrith Co., with 
headquarters in Grand Rapids, passed the 
week-end at the home office in Detroit. He 
has made a thorough survey of that terri- 
tory and has every reason to believe the re- 
tail jewelry business will show a decided 
change for the better within the next few 
weeks, 

Harry Merry is active at present convinc- 
ing the retail jewelers that the safest way to 
travel to Grand Rapids on May 9 for the 
State retail jewelers’ convention is by air- 
plane. He has figures to prove this mode 
of conveyance is safer than any other way. 
He anticipates a considerable number will 
leave by airplane for Grand Rapids on the 
opening day. 

It is of interest to jewelers in Michigan 
to note that the State Senate Judiciary Com- 
mittee loosened its grip on the capital punish- 
ment bill this week and reported it out for 
action by the Senate as a whole. It looks 
now as if it would come to a vote, in spite 
of the opposition that has been massed 
against it. Jewelers and others who are 
preyed on by thugs have sought earnestly to 
make the measure a law in hopes its re- 
straining influence might have some effect on 
those who have no respect for life or prop- 
erty of others. 

The way of the jeweler-auctioneer in De- 
troit is getting harder and harder every day. 
Cases against 16 men in the course of the 
campaign against auction jewelry houses 
were called in Recorders’ Court this week. 
Five were adjourned until later and bench 
warrants issued for a number of defendants 
who failed to answer when their names were 
called. One man was sentenced to 30 days 
in the Detroit House of Correction by Judge 
W. McKay Stillman. These cases are the 
result of a legal battle that has extended 
over a period of years. 


Hugh Connolly is expected to arrive home 
from a Winter in Los Angeles about May 12. 
On his return he will find his organization 
engaged in its first sale in 26 years. This 
unusual event with the Connolly store is due 
to preparations being made for a removal 
from State and Griswold Sts. to a new loca- 
tion at 1540 Woodward Ave. Directly after 
May 1, when the Connolly organization took 
possession at the new address, alterations 
and improvements begun. It is expected 
they will be completed some time in June. 
Three floors will be occupied and everything 
about the store is to be new, with the ex- 
ception perhaps of the brick on the outside. 
The merchandise also will be new. 
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Charles Jacobs, of the retail firm of Jacobs 
& Lane, retail jewelers, was in town last 
week to visit the wholesale trade for a 
short buying trip. 

Louis Brandenberger and Roy Goulding, 
both in the retail jewelry business in Alton, 
Ills, were seen in the local wholesale dis- 
trict during the passing week. 

The Oswald Jewelry & Optical Co., for 
several years at 2721 Sutton Ave., in the 
Maplewood business district, is now located 
two blocks north on the same side of the 
same street. It has much larger quarters 
and is in a new up-to-date business building 
in the midst of a busy shopping district in 
this section of town. 

Traveling representatives for the Eisen- 
stadt Mfg. Co., wholesalers, have completed 
their season’s trips on the road and are either 
here at headquarters or at their homes. 
Most of them will not resume the field until 
the new season opens after July 4 and in the 
mean time will take some vacations, and get 
fit for the new season’s drive for Fall 
business. 

Leo. C. Phegley, credit manager of the 
Eisenstadt Mfg. Co., in the Louderman 
building, leaves next week on the usual 
Spring Good Will Tour of local business 
concerns, conducted under the auspices of the 
St. Louis Chamber of Commerce. The trip 
this season covers about 10 days, and com- 
prises a tour of Oklahoma with calls at some 
40 towns in the state. 

The widespread distress in the south due 
to the floods for the past week has caused 
local business men to start a relief fund. 
The sum set is $200,000 and manufacturers 
and wholesalers alike having trade relations 
in that section of the country have been con- 
tributing freely. Among the members of the 
jewelry trade whose names have appeared on 
the list so far are the following: Eisenstadt 
Mfg. Co., Robbins Jewelry Co., Brooks 
Jewelry & Optical Co.; Heffern-Neuhoff 
Jewelry Co. 

Herman Mauch, located on Franklin Ave. 
near Broadway for over 25 years, has moved 
to his new home at 604 N. Broadway. 
This is a few doors north of Washington 
Ave. and on the edge of the main shopping 
district with two of the leading department 
stores within a block of his new location. 
The new store is fitted up in fine shape as 
befits a new store and a firm that has not 
changed its locale for so many years and he 
expects to have a bigger and better business 
than ever in his new home. 

Trade conditions among the wholesalers 
are reported fairly satisfactory. The flood 
conditions in the south are giving the job- 
bers some concern, for the coming Fall busi- 
ness, although it is hoped that the distress 
and damage will not prove as bad as the 
first reports would seem to indicate. How- 
ever, it is felt that some sections cannot fail 
to be seriously affected and its trade show 
some signs of falling off until such places 
fully recover from the floods. 

The E. H. Kortkamp Jewelry Co., one of 
the Oldest of the high-grade downtown 
retail jewelry stores, moved this week into 
its new home at 817 Locust St. Located for 
many years on N. 7th St., the firm has en- 
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joyed a prosperous business and expects to 
continue to expand in the new location which 
is a short two blocks away from the old one 
and in a thriving shopping section of the 
downtown business district. New display 
windows have been installed in the store 
front and the interior fitted up with wall 
cases and handsome fixtures and all the up- 
to-date equipment in the way of safes and 
burglar protection. On a corner, the front 
has been fitted so as to afford a wide show 
window on one side and a smaller one on 
the opposite side of the store entrance. 











The Katz trade repair shop has moved 
from 410 to 428 Union Mortgage building. 

The Clock Service Co. opened for business 
May 1 on the second floor of the Prospect 
Fourth building. 

The widow of W. Higgins, retail jeweler 
of Shelby, O., has sold out the business 
which she has been running since her hus- 
band’s death a few months ago. 

I. Fellner, Cleveland, O., executed an 
assignment for the benefit of creditors last 


Wednesday. It is claimed he has liabilities 
of $23,000, while the assets total about 
$15,000. 


Hal Fowler, who has had charge of the 
silverware department of the Webb C. Ball 
Co., has resigned and has taken a similar 
position with Hancher & Co., Wheeling, 
West Va. 

Among out-of-town jewelers who visited 
Cleveland last week were: Sam Brainerd, 
Medina; W. H. Hines, West Salem; Sidney 
High, Medina; Carl Schmidt, Warren; L. 
W. Wyckoff, Chagrin Falls. 

Frank Pokorny, 5633 Broadway, was the 
victim of window smashers the early part 
of the week. They secured loot to the value 
of about $500 and escaped. A _ policeman 
who heard the crash arrived too late to cap- 
ture them. 

A voluntary petition in bankruptcy has 
been filed in the United States District 
Court at Cleveland by Mrs. Inez Tudor, 
doing business as the Tudor Art and Gift 
Shop, Canton, O. The liabilities are given 
as $9,013.94 and the assets as $6,600.50. 

T. D. Rutherford has moved from 3525 
St. Clair Ave. to 10613 St. Clair Ave. His 
formal opening took place on Saturday, 
April 30, and was well attended. His new 
store is located in the Glenville Masonic 
Temple building 

The Cleveland Plain Dealer gave over a 
half column of space to a write-up of 
jewelry that will be worn by prominent 
Cleveland society women during the week 
of the Metropolitan Opera Co.’s visit to 
Cleveland which opens May 2. The article 
states that $50,000,000 is the approximate 
value of the jewels owned by society women 
in Cleveland and that there are no famous 
pieces of old jewelry to be displayed as the 
old families have passed their jewels down 
to an ever increasing family and there are 
no concentrated collections. A list of many 
of the famous pieces to be worn were given. 

Roy U. Hall, who has been placed under 
arrest by police, charged with murder, is 
said to have been in business as a jeweler 
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on Scovill Ave. It is alleged that he shot 
and killed a man who paid attention to 
his wife. Both Hall and the victim are 
colored men. Hall’s business has been 
wound up and stock and fixtures sold. He 
is confined in County jail at present awaiting 
trial. 


A case that is of interest to jewelers 
although the principals are not in the busi- 
ness, has just been decided in the Court of 
Appeals in Cleveland. An involuntary peti- 
tion in bankruptcy was filed against a drug 
concern by three cigar concerns because the 
tenant refused to pay bills amounting to 
$1,000. The federal court ruled the com- 
pany was solvent. Thereupon the concern 
filed suit against the three concerns who 
filed the petition against them for $7,500 
actual and $7,500 punitive damages, alleging 
malicious prosecution. Common pleas court 
rendered a verdict in favor of the drug con- 
cern and the Court of Appeals affirmed it. 

John Burbridge, slayer of John C. Comp- 
ton, Jr., well-known Cleveland clockmaker, 
was captured by police in a sensational drive 
by them through Cleveland’s crime district 
known as the “Roaring Third.” It was 
the largest round-up ever staged by Cleve- 
land police and 75 detectives and 25 uni- 
formed men took part and was brought about 
hy the many murders recently committed for 
which the killers had not been captured. 
Burgridge was found on the street a block 
away from the FE. 37th St. Precinct Station. 
He made no resistance when three police 
jumped from a flying squad car and he 
acknowledged his identity. Questioned at 
the central station he admitted the killing 
but claimed it was accidental and not in- 
tentional. 


Otto Loehr, president of the Scribner & 
Loehr Co., had an adventure with a burglar 
in his home on Wednesday night. He awoke 
by hearing some one moving around in the 
next room and thinking it was one of his 
boys, called out. A voice replied that if he 
did not keep quiet he would be shot. Mr. 
Loehr immediately jumped from his bed, got 
his revolver and started to find the intruder. 
The man, however, had made good his escape 
through a window that he had entered. His 
loot included a fur coat valued at $800 and 
other articles. The crook had cut the tele- 
phone wires, and had piled a lot of stuff in 
the hallway where there was a light burning 
so he could select that which appealed to 
him. Mr. Loehr’s home has been broken into 
on three previous occasions. 


Walter H. Kratz, nationally known forger, 
has been released by Boston authorities be- 
cause Superior Judge Fosdick, of that city, 
was convinced that work in the Ohio peni- 
tentiary finger-print department had shown 
him that no man could commit crimes and 
get away. Cleveland jewelers are frankly 
skeptical about Kratz’s reformation as his 
record is the longest of any forger tried in 
Cleveland. The offense for which he was 
convicted in Cleveland was the passing of a 
forged check on the First National Bank for 
$1,025, which was cashed by the Bowler & 
Burdick Co., retail jewelers, in 1923. He 
was arrested and brought before Judge 
Maurice Bernon, who in view of his bad 
record sentenced him to serve an inde- 


terminate term of not less than five years and 
not more than 20 years in the Ohio peni- 
tentiary. 
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have 


of diamonds 
recently been received by well known jewel- 


Large consignments 


ry firms here. There is said to be a steady 
and an increasingly large demand for 
precious stones. As a result of this it is said 
the diamond trade this Summer will reach 
large proportions. 

Paul Grimm, is pleased over the recent 
court decision which exonerates him from 
any liabilities in a case that has been pend- 
ing for some time. As a jeweler Mr. Grimm 
holds the respect and confidence of the entire 
trade and his business has increased by 
leaps and bounds during the past several 
months. 

Campbell & Ginder, jewelers, have opened 
larger and more extensive salesrooms and 
offices in the Roosevelt building on W. 7th 
St. They are on the ground floor with a 
handsome glass front entrance. The build- 
ing is one of the finest of the class A struc- 
tures and the attractive show rooms, the 
foyer and display show cases give this fine 
store the eclat that goes with a metropolitan 
jewelry establishment. 

There is a tendency among the jewelers to 
group their business in the downtown dis- 
tricts. However it has become a question 
of space, and an effort is being made, as far 
as possible, to conserve the showroom space 
and provide larger salesrooms. This is 
shown in a number of the downtown estab- 
lishments of which Montgomery Bros. and 
Brock & Co. are interesting examples. Con- 
servation is being practiced as far as possible 
while at the same time the goods are shown 
in an attractive manner. Under this plan 
customers are given better accommodations 
and the trade volume has been increased. 

An innovation in Los Angeles jewelry 
circles was announced when the Slavick 
Jewelry Co. through A. M. Slavick an- 
nounced an extra day’s vacation each month 
for their employes. On the eve of his de- 
parture for the east Mr. Slavick called his 
force together and asked them to work out 
a schedule whereby each man is to receive 
during the Summer and Fall an extra day 
each month as a vacation. This in addition 
to the annual two weeks vacation accorded 
each employe of the large concern. Mr. 
Slavick attended the National Credit Jewel- 
ers Convention at Detroit. He is accom- 
panied by his wife and will spend some time 
in the east. 


Fred Reeves, of E. W. Reynolds Co., is 
planning to remain on the job this Summer 
and will not take his vacation until late in the 
Fall. His reason for this decision, he says, 
is because of the stimulus to local trade. It 
is necessary, he declares, for many of the 
jewelers who were planning vacation trips to 
remain strictly on the job in order to keep 
pace with affairs. The reason for the in- 
crease in business is, say leading jewelers, 
the fact that the heavy rains and the snows 
in the mountains make certain one of the 
greatest years in the history of southern 
California as far as business in all lines is 
concerned and of course this increase in- 
cludes the jewelry business. 

J. G. Ure, with O. L. Wuerker left this 
week for British Columbia where he will 
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spend his annual vacation. He will drive 
over the Coast route to San Francisco and 
then will take the inland route by way of 
the Siskiyou and Mt. Shasta. He will visit 
Portland and Seattle and then spend some 
time around the lakes and streams of the 
northwest. C. A. Wuerker, brother of O. L. 
Wuerker, who has been spending a few 
weeks in Los Angeles, has left for Oregon. 
He will spend some time in the northwest 
and will be accompanied by his brother on 
part of the trip. 











Fred Lee is in Los Angeles, accompanied 
by Fred Lee, Jr. 

A. Rothstein of Whitelaw Bros., New 
York, has been calling on the San Francisco 
Trade. 

Louis O. Levison, California Jewelry Co., 
has been visiting Los Angeles, to look after 
the interests of the office of the company 
there. 

Al. G. Benard has taken on the line of 
the Knickerbacker Watch Co. Mr. Benard 
has taken it on for the Coast and is making 
a trip to Los Angeles with his new line. 

A. J. Francis, general manager of Morgan 
& Allen, is still in Europe where he is 
visiting several of the countries, taking in 
the sights and also doing a little buying. 

Mayer & Weinshenk have now completed 
their installation of new offices, etc., in their 
recently acquired headquarters at 704 
Market St. A handsome gate and grille of 
steel bars is a feature of the new office. 

Stanley J. Beard, of Kielty & Beard, is 
covering Washington, Utah and Idaho for 
the first time. Joe Kielty is in the southern 
part of the State and plans, for the first 
time, to extend his trip to Arizona. Messrs. 
Kielty and Beard both expect to do well in 
their new territories. 

During the recent convention of the Cali- 
fornia Gold & Silversmiths’ Association, held 
at the St. Francis Hotel, Ivan Smith, Coast 
manager for the Oneida Community, Ltd., 
had a very attractive display of the firm’s 
lines at room 212, in the Hotel, to which 
visitors were cordially invited. 

William Davidson and Mrs. Davidson and 
members of the Hersh family held a large 
gathering at the St. Francis Hotel a few 
days ago, in honor of Miss Miriam Wilmar 
Davidson, the young daughter of Mr. and 
Mrs. Davidson and of her fiance, David 
Hersh. Mr. Davidson is leaving for the 
south for an extended trip. 

Fred Roth, a director and former presi- 
dent of M. Schussler & Co., was surprised 
with a big basket of flowers, given him by 
the men of the office and members of the 
firm on his recent birthday. Mr. Roth was 
very much pleased. He refuses to divulge 
what birthday it was, but he does not feel 
any older because of the birthday. 

Al. Gilbert returned to his offices here 
after a long trip through the south. He 
went down the valley and up the Coast and 
he found business good all along the line. 
Speaking of the country districts, Mr. Gil- 
bert said that he has never seen the State 
look so prolific and beautiful as at present, 
following the unusually abundant rains. 
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C. Mantele, Stockton, stopped in the city 
en route home from Santa Barbara and 
called on some of his friends in the trade, 
Other jewelers visiting the trade recently 


include: N. Nielsen, Fresno; Harold 
Hartung, Grass Valley; CC. Guslander, 
Willitts; F. W. Frisch, Healdsberg; S. F. 


Hollander, Eureka; H. W. Stockpole, San 
Jose; Henry Silberstein, Los Angeles; John 
S. Ernsting, San Diego; Armand Jessop, 
San Diego; E. L. Bothwell, San Jose; W. 


Rider, San Jose; G. V. Davidson, Los 
Angeles; M. Friedberger, Stockton; Ray- 
mond Haas, Stockton; J. Herbert Hall, 
Pasadena; L. A. Peck, Merced; W. R, 
Burke, Berkeley and H. Harger, Sacra- 
mento. 


While in Los Angeles recently Edward V. 
Saunders, Coast manager for the Interna- 
tional Silver Co., took new quarters for the 
Los Angeles office of the firm on the eighth 
floor of the Metropolitan Bank building, at 
5th St. and Broadway. This building 
formerly housed the Public Library of the 
city which has now moved to its own 
building, leaving available a large amount 
of space in the Metropolitan Bank building 
which, Mr. Saunders believes, will soon be- 
come a recognized headquarters for some 
of the leading jewelry firms. E. W. Rey- 
nolds Co., one of the largest jewelry job- 
bers in Los Angeles, is now in this building. 
Another large firm, formerly in the Title 
Guarantee building, has also moved to the 
Metropolitan. The International Silver 
Co. has much larger quarters in its new 
location than before and rapid progress is 
being made in installing display cases, etc., 
which will enable it to show a much more 
comprehensive line than heretofore. Mr. 
Saunders plans to leave for a visit to the 
New York office about May 1, and he will 
not return till the latter part of June. 
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J. L. Lewis, formerly manager of the 
optical department of Z. C. M. I. and prior to 
that operator of the optical office in the Dia- 
mond Shop, has opened an optical office in 
Richfield and, is planning to open a jewelry 
department. 

John Smalley, Ogden jeweler and father 
of the owners of Smalley Bros. received a 
letter last week which contained the news 
of the death of three of his relatives in Eng- 
land, two sisters and the husband of one of 
them. Mr. Smalley is a native of England. 

The J. S. Lewis Co. of Ogden has awarded 
a gold watch valued at $50 and a trophy 
cup to the winner in a high school students 
speaking contest. The students participating 
came from the three high schools in Weber, 
Davis and Boxelder counties. The school at 
which the winner is a student was awarded 
the cup. 

A man 22 years of age is under arrest, 
charged with obtaining money under false 
pretenses from local jewelers. He is alleged 
to have purchased a diamond ring at a down- 
town jewelry store on a time-payment basis, 
giving a $35 check which was later returned 
marked “no account.” After investigation 
it was found, police say, that the man had 
pawned the ring at a licensed pawnshop for 
$75. It is also alleged that he had duplicated 
the procedure with another jeweler. 
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for the 


in that department 
Joseph Horne Co., has gone to Europe on a 
buying trip for the firm. 

August Loch returned from Florida re- 
cently, where he had been since early in 


merchandise 


January. Mr. Loch is about the oldest active 
jeweler in the jewelry business in Pitts- 
burgh. 

Ben Biggard, together with Mrs. Biggard, 
who left recently for Europe, has arrived 
safely on the other side. Mr. Biggard, who 
is of the firm of Biggard & Co., expects to be 
gone for about four months. 

The members of the jewelry trade 
generally have been contributing to the Red 
Cross relief fund being raised here for the 
Mississippi Valley flood sufferers, the first re- 
quest being for $150,000, the amount Pitts- 
burgh has been asked to raise. 

R. M. Brown, of Morgantown, who was 
burned out recently, along with merchants 
in the same block, is opening up in Walnut 
St. in the West Virginia town. It is said 
that he has suffered a loss of between $15,000 
and $20,000 covered to some extent by in- 
surance. Much of his stock was damaged to 
a considerable extent. 


Jewelers received considerable repair work 
the last week and especially in watches and 
clocks. This always happens as when 
watches and clocks are trifled with in chang- 
ing to daylight saving time or back to regu- 
lar time, as there is always more or less dis- 
arrangement of mechanism. 

David J. Woodlock spoke Monday night 
before the Retail Credit Men’s Association 
here, in the Hotel Henry. Mr. Woodlock 
is the secretary of the national association, 
with headquarters in St. Louis and outlined 
the ‘manner in which the merchants of the 
country are co-operating with credit bodies. 
Quite a number of credit jewelers were 
represented, as well as other houses. Delega- 
tions also were present from Altoona, Wheel- 
ing, Greensburg and elsewhere. The national 
credit body with the aid of the local credit 
associations and credit bureau are endeavor- 
ing to render a real service in the matter of 
giving credit information. 

The first annual banquet of the Jewelers 
Duckpin League of Pittsburgh, was held 
Wednesday night of last week in the Elks 
Club with about 175 persons from Pitts- 
burgh and other cities attending and mak- 
Ing things merry. The eight teams compris- 
ing the league met to celebrate the fruits 
of victory as well as defeat. There was a 
fine spirit present. The Opticians’ team came 
out victorious and as the men on this team 
are affiliated with the jewelry business the 
Optician part was overlooked. The teams 
finished in the following order with the 
Opticians leading: Gallingers, Roberts, 
Yenny, Wilkins, Kappel, Heeren and Helm 
& Hahn. A first prize a watch, a second 
Prize a clock, and a third prize a leather bag 
Were won by Charles Walls, Joseph Lampf 
and D. G. Friedman, respectively. Their 
final averages were 156,141 and 139 respec- 
tively. Among the visitors who joined in 


the festivities of the affair were Henry 
M. Rich, of New York; A. E. Shore, New 
York; George C. Kelty, Emil Freyer, David 
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Weis, August Bastheim all of Pittsburgh 
and others. The officers of the league in- 
clude Elmer T. Waldschmidt, president; 
Charles C. Schreck, treasurer, and Ray E. 
Bolander, secretary. The members of the 
prize committee consisted of J. D. Craw- 
ford, Paul Risse, J. Deleth and J. Lempf, the 
last named being a member of the champion 
team together with R. Perry, and Messrs 
Tappe, Walls, Winning and Roth. The cap- 
tains of the various teams follow: J. Lempf, 
opticians; J. Dick Crawford, Gallingers; C. 
J. Jutus, Roberts; B. J. Coyne, Yenny; T. 
Abrams, Wilkins; F. J. Cross, Kappels; L. 
Best, Heeren Bros. Co., and A. H. Helm- 
staedter, Helm & Hahn. The individual 
high score was made by Coyne, 267. 








Atlanta, Ga. 


W. M. Riddle, Melton, Ga., spent several 
days in Atlanta during the week. 

W. L. Taylor, salesman with Ewing 
Bros., wholesale jewelers, has returned from 
a short automobile tour of Florida. 

Charles Gause, representative of the Ham- 
ilton Watch Co., Lancaster, Pa., was in At- 
lanta during the week calling on the local 
trade. He reports business conditions as 
satisfactory. 

Oscar Silverman, well-known jeweler with 
the Bell-McAfee Jewelry Co., Albany, Ga., 
was married last week, the Silverman 
family in Atlanta motoring to Albany for 
the occasion and attending the wedding in 
force. 

R. E. Hinkle, who opened a trade jewelry 
shop in Atlanta a short time ago, has gone 
with R. L. Nagle, well-known retail jeweler 
at “Little Five Points” in Inman Park. Mr. 
Nagle operates a very successful store at 
1158 Euclid Ave. 

Fred L. Williams, official jeweler for the 
Georgia Power Co., has offered a silver 
loving cup to the circle of the power com- 
pany’s woman’s auxiliary doing the best 
all-around work during the year. The 
work includes visiting sick members, re- 
lieving cases of distress, and _ sending 
flowers and sunshine cards to the sick. 

Claude S. Bennett, Atlanta jeweler who 
is well-known for his leadership in reli- 
gious circles, has offered a loving cup to 
the Young People’s Service League in the 
City Union of Atlanta having the best at- 
tendance record and making the best show- 
ing generally. Mr. Bennett was for a 
number of years president of the Epworth 
League. 

William G. Frazier, Jones & Frazier, at 
Durham, N.C., stopped over for a day in 
Atlanta during the week on his return from 
a meeting in Nashville, Tenn. Mr. Frazier, 
who is past-president of the North Caro- 
lina Retail Jewelers’ Association, was the 
guest of Atlanta jewelers at a luncheon at 
the Atlanta-Biltmore hotel, and in the 
afternoon was taken on an automobile tour 
of the city. In the entertaining party were 
H.°S. Banta and George E. Daniell, of the 
Georgia Association of Retail Jewelers; 
Nat Ullman and E. B. Freeman, Jr., of 
the Atlanta Retail Jewelers’ Association, 
and many prominent local jewelers. 











Joseph L. Speck, Slaton, Tex., has moved 
to Trent. 
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Notes from Lllinois 





A. E. Steinfeldt has taken a 15-year 
lease on the building formerly occupied by 
the Bake Shop, Galesburg, IIl., which has 
been moved to a new location. Mr. Stein- 
feldt will enlarge his stock and store, with 
particular emphasis upon the optical depart- 
ment in the new store. 


C. A. L. Jensen, a watchmaker since 
1868, and owner of a shop at Ida Grove, 
Ja., since 1880, is retiring this month. He 
will close his place of business and retire 
from active life. Mr. Jensen is 74 years 
old and is believed to be the oldest watch- 
maker in the State. 


Burglars went through a front-door tran- 
som at the Gibbs & Meyers jewelry store, 
309 South Adams St., Peoria, Ill., last week 
and gathered a miscellaneous assortment of 
jewelry valued at $1,500. The burglars be- 
gan with the front window display cases 
and made their choice of the shelves to the 
rear. 


The 4,500 employes of the Elgin National 
Watch Co., Elgin, Ill., will have a 17-day 
vacation this Summer, it was announced 
by ‘Edward N. Herbster, superintendent. 
The vacation period will extend from June 
30 to July 18 and during that period gen- 
eral plant equipment repairs will be made. 
Pay checks will be issued as usual on July 
11 at the department payroll office. 


Charles W. Miller, veteran jeweler of 
this city, has retired from the firm of Mil- 
ler & Ulbrich, 220 North Center St., 
Bloomington, Ill, and Albert H. Ulbrich. 
junior member, will continue the business 
alone. He has been associated with the 
firm since he was 15 and a few years ago 
became a partner in the business. Mr. Mil- 
ler and his family will move to California. 


George Horspool, veteran jeweler and 
watchmaker, conducting his own shop at 
32 South Cherry St., Galesburg, Ill., was 
seriously injured last week when he was 
struck by an automobile and thrown from 
his bicycle. His left hip was fractured 
and other internal injuries incurred which 
have made his condition quite serious. Mr. 
Horspool has been the victim of a number 
of minor accidents in the last few months 
and only recently recovered from a severe 
attack of blood poisoning. 








Smiles 


The meanest prof was the one who bor- 
rowed a knife from a student to sharpen 
his pencil and then marked him down a 
flunk. 

—Goblin. 


x * * 


“Ts your sister going to practise her sing- 
ing lesson this afternoon?” 
“Yes, why do you ask?” 
“Oh, I just wanted to know if I could 
borrow your lawn mower.” 
—Bucknell Belle Hop. 


xk *k x 


Little Boy (in bathtub) : 
dilly, I’m a canoe! 
Papadilly: Great! One more splash like 
that and I’ll paddle you. 
—Chicago Phoenix. 


Whee! Papa- 
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Timely Trade Topics 








Dealers’ Helps in Window Displays and Merchandising 
Notes on New Products and Gossip of the Trade 











A Silverware Set for Four 





A Description of New Foursome Tray Set That Will Increase 
Jewelers’ Volume of Sales 


RECOGNITION of two growing public 

trends is contained in an attractive new 
set just brought out by Oneida Community, 
Ltd. One of these trends is the increasing 
demand for high quality in smaller quantity 
at a lower price (witness the new smaller 
Marmons, Cadillacs, Packards, etc., in the 
motor car field). The other is the spread- 
ing tendency, particularly among the younger 


forks, four de luxe stainless knives, two 
serving spoons, one butter-knife, one sugar 
shell. The tray is of the duo-service type, 
with removable silverware rack. The latter is 
done in peacock blue velvet, with the tray 
in a lighter shade of the same color, set off 
by canary yellow striping and a smart pic- 
torial background. 

The price is the lowest at which any Com- 





THE NEW FOURSOME TRAY SET 


element today, to entertain in smaller num- 
bers, and especially in fowrs. 

The progressive jeweler will welcome this 
new departure, particularly since, containing 
20 pieces, it will supplement, rather than 
compete with, his present sets. Besides im- 
mediately widening his market and laying 
the groundwork for later additional sales, 
it will bring in many customers who can 
be sold higher-priced sets on the spot. 

The new set is aptly named “The Four- 
some.” It is right for the small family— 
for the family with good taste but small 
purse—for entertaining two couples—for the 
friendly dinner before bridge—for every 
variety of the present-day small party. 

Contents are of standard Community 
quality and include eight teaspoons, four 


munity set has ever sold. An extremely 
attractive and forceful advertising campaign 
in four colors throughout the leading maga- 
zines will sell the set to the public. It is 
timed to appear in the June issues, at the 
height of the gift season. 





Strauss Silver Co., Inc., New York, Now 
Making Sterling Ware 


Herman Strauss, president of the Strauss 
Silver Co., Inc., 315 Fifth Ave., New York, 
has just returned from a three months’ trip 
to Europe visiting France, Italy, Austria, 
Czechoslovakia and Germany and has found 
the European markets in very sound condi- 
tion, as to the showing of merchandise in 
general, The only bad feature, Mr. Strauss 


reports, is that the credit conditions are 
not yet right and most of the importers 
have to open credits in Europe against 
which the different manufacturers draw 
upon shipping merchandise. The Strauss 
Silver Co., is now making its merchandise 
known under the name of “Dutch Silver” 
and in sterling silver finesess only. Hereto- 





ELECTRICALLY LIGHTED FOUNTAIN 


fore it has been made in 800 fine silver. 
This offers the opportunity for jewelers to 
sell the silverware as sterling silver only. 
The entire line which consists generally 
of mounted bottles of Bohemian hand en- 
graved rock cystal, compotes, bowls, vases, 
dishes, baskets, etc., also includes crystal 
perfume bottles which have recently been 
added. These have beautiful hand en- 
graved stoppers. Boxes are also being 
shown by the concern mounted and made in 
sterling silver only. Another new feature 
about the line is that the articles are being 
made practically entirely by hand. The line 
is featured by new designs which have never 
been shown in the American market prior to 
this time. Fine bags, a combination of 
leather and petit point mounted on sterling 
silver frames, and hand painted wooden 
ware from Florence are also being featured. 
The illustration shown above is an elec- 
tric illuminated fountain of glass which can 
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be used in every home or hotel. It is beauti- 
fully hand cut and is so arranged that there 
is no necessity for any water connection. 
The water put into this fountain is kept 
in motion by a little motor built into the 
fountain. 


Seen in The Market 


New Necklaces with Combination Pendants 








Artificial pearls are more popular than 
ever in the really good imitations, and there 
is a demand for this pleasing imitation jewel 
in many new combinations. It is but natural 
that this demand has been created by a few 
enterprising firms who have offered several 





NEW IMITATION PEARL EAR DROP 


novelties in this line to feel out the trade, 
the result being that, like Oliver Twist, the 
jewelers are all “asking for more.” Leys, 
Christie & Co., 65 Nassau St., New York, 
have presented many new necklaces with 
crystal and other colored stones with pleas- 
ing pendants in an attractive assembly with 
their Oriental artificial pearls. The same 
combination is carried out in ear-drops, as 
the accompanying illustration shows. 
* * * 


Attractive Folder Sent Out by Ostby & 
Barton Co. 


“A Golden Opportunity” is the title printed 
in large black letters upon the golden colored 
cover of the folder Ostby & Barton Co., 
Providence, R. I., distributed to the trade, 
announcing “A Big New Line of O. & B. 
Rings and Jewelry.” 

This line that is being continually featured 
to the jeweler through trade paper copy, cir- 
culars, dealers’ helps, picture slides, news- 
paper cuts, gauges, signs and ring insert 
pages for the wholesale jeweler who pub- 
lishes a catalog. Every O.-B. advertisement 
mentions the wholesale jeweler, being an ad- 
vertisement for him. 

x * * 


A New Cigar or Cigarette Lighter 


Thorens, Inc., 450 Fourth Ave., New 
York, has just received a new model ciga- 
rette or cigar lighter. It is claimed that 
it is the smallest really automatic lighter 
on the market. The illustration is actual 
size. The advantage of the Thorens lighter 
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is that it is actually automatic. You press 
a button, the lid flies open and a light ap- 
pears. When not in use it has the appear- 
ance of a nickel plated match safe with 





ATTRACTIVE CIGAR OR CIGARETTE LIGHTER 


round corners and no wick in sight. It is 
also made in sterling or gold plated. So 
great has been the demand during the past 
year for the Thorens lighter that the fac- 
tory output has been quadrupled. 
kK * x 
Nearly a Century Old But Up-to-Date in 
Product 


It is a common thing to refer to people or 
firms nowadays as 50 years “young,” but to 
be able to write 95 years “young” and 
prove it is some accomplishment. Ketcham 
& McDougall have been making thimbles 





UP-TO-DATE EYEGLASS HOLDERS 


since 1832, which proves their age, while the 
accompanying illustrations of up-to-date eye- 
glass holders show their virile youth. To 
keep pace with the demand for white gold 
jewelry this firm is now making these four 
new designs in the popular colored white 
gold. They are made in 14 karat rolled gold 
plate as well as 14 karat solid gold. 
x * * 
Speed, More Speed 


Art Hadley, of the Hadley Co., Provi- 
dence, R. I., maker of wrist watch attach- 
ments, believes in utilizing the most modern 
methods of transacting business. As re- 
ported in a previous issue of THE JEWELERS’ 
Crrcutar, he has utilized the radio tele- 
phone. On April 13, in just four minutes’ 
time, after connection was made between 
his home here and their London factory, Mr. 
Hadley, talking to their London manager, 


121 


G. D. Rosser, gave instructions and made 
complete arrangements for Mr. Rosser to 
leave Londan May 1 on a business trip 
by airplane for Copenhagen, Denmark, then 
on to Stockholm, Sweden, Berlin, Germany, 
Pforzheim, Germany, Geneva, Switzerland, 
on to Paris and back to London. 

Mr. Hadley points out that the Hadley 
Co. makes only watch attachments (that’s 
all). Because they make so many, speed and 
pep are an important factor, so he has 
adopted this means of keeping up to the 


times. 
* kK * 


A Novel Thermometer and Interesting 
Plaques 


One of the newest items on the market at 
this time is a siren, or disc-like thermometer, 
which is approximately three inches in diam- 
eter and one inch thick. In place of colored 
chemicals or mercury as in the tube ther- 
mometers, a thermostatic element is used con- 
sisting of two special dis-similar metals elec- 
trically welded together. The heat and cold 
cause these metals to contract or expand, 
thus causing the pointer pin to designate the 
temperature accurately. A lifetime guarantee 
accompanies every thermometer. They are 
boxed attractively and because of their prac- 
ticability make a suitable gift for either men 
or wotnen. These are on display in five at- 
tractive colors at W. C. Owen, Inc., 17 N. 
Wabash Ave., Chicago, who is also showing 
the Special Museum subject plaques in Pyra- 
glass. The selection includes the following: 
The Gleaners, Age of Innocence, Cherry 
Ripe, Avenue of Trees, Whistler’s Mother, 
Weeping Magdalene, The Lone Wolf, Ma- 
dame Le Brun and Daughter, Miss Sim- 
plicity, Holland Flower Girl, Lady with Fan, 
and Boy with Rabbit. Every panel is packed 
individually in a very attractive and colorful 
box. The prints are welded on wood, are 
well made and make a most desirable gift or 
prize. Their salability has been proven by 
the large repeat business done by those carry- 
ing this line. 

* * £ 


Chains of Various Styles 


Three new items have just been put on 
the market by the Rosenfeld Chain Co., 15 
John St., New York. Owing to the demand 
for a medium priced sport watch chain this 
firm launched the pattern illustrated here 





NEW SPORT WATCH CHAINS 


and, judging by the way the jewelers have 
received them, they made no mistake. A 
slave bracelet, too, of exceptional merit has 
been projected on the jewelers’ screen and 
appears to be what was needed, but the heavy 
English watch chain, with long links about 
an inch, connected by three smaller links, 
has even surpassed their own expectations. 
These are made of square or round wire 
and engine turned and are in 14-kt green or 
white gold as are the other lines referred to. 
The chains illustrated are of the new sports 
model. 
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Awards for Watch Products 


Some of the Grand Prize and Medal Winners 
at the Sesqui-Centennial Exposition— 
Description of the Diploma 
of Award 

Announcement was made last week that 
prize diplomas for some of the awards on 
watches made at the Sesqui-Centennial Ex- 
position had just been issued by that asso- 
ciation and interest in the watch trade has 
been excited by the fact that a grand prize 
has been awarded to the Longines Watch 
Co., to Wittnauer & Co., and to the Agassiz 
Watch Co., of this city, and that a gold 
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“The panel to the right in its upper half 
presents the figure of Liberty at the moment 
of the Centennial Exposition against a back- 
ground of the Flag at that time. Beneath 
her are the coutemporaneous supporting hu- 
man activities of Agriculture, Metal Work- 
ing and Mining. A_ slight Pennsylvania 
note is given through the Keystones em- 
ploved in these panels. 

“In the main central part of the composi- 
tion are epitomized suggestions of Mining 
and of modern blast furnaces and also Agri- 
culture as a background to the figure of 
Industry. As a background to the figure of 
Commerce are the Modern Railway and the 
Grain Elevator, with freight and ocean ship- 
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THE DIPLOMA OF AWARD OF THE SESQUI-CENTENNIAL EXPOSITION 


medal has been awarded to Martha S. Witt- 
nauer, the Brighton Watch Case Co., the 
Angelus Watch Co., and the Majestic Watch 
Co., for the products included in the Witt- 
nauer exhibit at the Philadelphia exposition. 

An illustration of the grand prize certificate 
of award photographed from the certificate 
sent to Wittnauer & Co., appears herewith. 
The certificate is considered quite an artistic 
achievement and is the work of Frank V. 
Dumond, a celebrated artist. 

THE DESIGN 

The significance of the design has been 
aptly summarized as follows: 

“The design’s significance is in the domi- 
nant figure of “Spiritual and National Con- 
sciousness,” offering the palm of peace and 
the wreath of laurel at the National Altar 
upon which is the Liberty Bell emitting the 
eternal flame of Liberty from which the 
Arts and Sciences light the lamps and 
torches of creative imagination and pass 
them into the hands of Industry and Com- 
merce to illuminate and inspire their activi- 
ties. The upright panel to the left repre- 
sents the year of Independence. The upper 
half of this panel is a portrait of George 
Washington with a background of the Flag 
of his day. Beneath him are the supporting 
human elements of his struggle—The Pa- 
triot Soldier, The Woodsman and The Pio- 
neer. . 


ping seen against the skyscrapers of a mod- 
ern city. The whole idea stresses the 
irresistible spirit and the unlimited achieve- 
ment which still arises from the inspiring 
flame of Liberty. The excerpt from Roose- 
velt’s St. Louis speech is apropos since the 
design sets forth an idea of what he refers to 
as the “Higher Life’—or as one might say, 
Spiritual Guidance. 





Moving Pictures of Tavannes Watches 


The Tavannes Watch Co., 45 Maiden 
Lane, New York, has produced a three-reel 
motion picture, showing exterior views of 
the Tavannes factory, interior views of all 
departments and the various steps necessary 
in the different constructions of a fine watch. 
This motion picture has been utilized for 
educational purposes in the United States by 
reducing it to 900 feet and showing the same 
in a small continuous automatic projector 
which operates in jewelry store windows. 
The abbreviated film runs all day long, and 
each performance lasts about 10 minutes. 
The film has proven a great magnet for 
causing large crowds of people to come to 
the jewelry store windows, wherever ex- 
hibited. As shown now, the picture starts 
off with “How Fine Watches Are Made,” 
and shows the exterior of the Tavannes fac- 
tory and then follows the process of making 
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a watch from the raw metal to the finished 
product. In addition, some of the latest 
Tavannes styles in ribbon and strap time- 
pieces are flashed on the screen, together with 
sales talk pertaining to the various excly- 
sive features of the watches, together with 
its world-wide sales and world-wide service, 





A Public Time Service 





Radio Advertising of Howard Watches 
Greatly Appreciated by Those Who 
Listen in at Fifteen Stations Cover- 
ing the Entire Country 


There have been many kinds of advertis- 
ing over the radio by members of the 
jewelry trade, some of which have been much 
better than others, but the new time service 
to the public which was recently established 
as a fixed policy of the Howard Watch 
Works, is unique in its way and will no 
doubt be of great value to the jeweler who 
handles Howard watches as well as to the 
public itself. 

Ever since Tuesday night, April 5, when 
a radio announcer in New York told of the 
inauguration of the new service—that of giv- 
ing the exact time by radio through the 
courtesy of the Howard Watch people— 
veritably millions of people throughout the 
country set their watches and clocks by the 
announcement and in each instance the 
Howard watch is naturally brought home to 
them. 

The announcement which has been made 
about 9 o'clock every week-day evening 
and 9:15 Sunday evening gives the time 
accurately not only in minutes but in seconds, 
and this service has proved a boom to num- 
bers of people who heretofore depended on 
the service of the telephone companies and 
other institutions, services which have re- 
cently been discontinued. 

As already announced in THE JEWELERS’ 
CircuLAR, the stations carrying this service 
are as follows: The time is announced in 
the form of Eastern Standard time through 
Station WEAF, New York, WEEI, Boston, 
WJAR, Providence, WRC, Washington; 
WCAE, Pittsburgh; WTAM, Cleveland; 
WWJ, Detroit; KSD, St. Louis; WGY, 
Schenectady; WFI, Philadelphia. From the 
above it comes 9 o’clock on week-day nights 
and 9:15 on Sunday night; whereas the an- 
nouncement comes from WSAI, Cincinnati, 
every night on alternate months; WOC, 
Davenport; WMAQ, Chicago, on all nights 
but Monday nights; WLIT, Philadelphia on 
alternate nights and WDAF, Kansas City on 
Monday, Wednesday and Friday nights. 

Students of advertising as well as jewelers 
will be interested later in learning from the 
Keystone Watch Case Co., which controls 
the E. Howard Watch works exactly what 
increase it has produced in the demand for 
Howard watches. 





Arnold Neiss, diamond importer, 33 John 
R. St. Detroit, returned recently from 
Antwerp where he spent two months on busi- 
ness and visiting his office in that city. Mr. 
Neiss made his annual trip earlier this year 
than is his custom. Upon his return he was 
accompanied by Morris Fischer, of Antwerp, 
who is now his guest and will spend several 
weeks in America. 
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Helping the Jeweler Develop Bus- 
iness for Mother’s Day 


The Elgin National Watch Co. has made 
a very excellent suggestion to jewelers in 
urging the members of our industry to go 
after business for Mother’s Day to a greater 
extent than they have in the past years, cit- 
ing what the florist, the book dealer and 
the gift shop have done in this regard. 

To show that the company squares its 
practice with its suggestion, it has already 
appropriated a large amount of money for 
special Mother’s Day advertising which will 
appear in color in the April 30 issue of the 
Saturday Evening Post, the May issue of 
the Ladies’ Home Journal and also in black 
and white in the May issues of the National 
Geographic and other magazines. The an- 
nouncement carries a beautiful picture of a 
young man sitting beside his gray-haired 
mother, holding her hand as she contem- 
plates a watch which he has given her and 
underneath is the inscription “Make Every 
Day Mother’s Day in the Service of Your 
Gift.” 

The “ad” in colors has been reproduced 
in form as it appears in the Saturday Eve- 
ning Post in the way of a window card 
which has been offered to all the jewelers 
of the country with the request they display 
the card prominently beginning April 25 
and thereafter to let the public know that 
this jewelry store is headquarters for 
Mother’s Day gifts. 

These cards will be sent to jewelers each 
month on request and it is announced that 
over half of the most prominent jewelers 
of the country are now using them. 





New Representative of Pairpoint Corp., on 
the Pacific Coast 


As recently announced in THE JEWELERS’ 
CircuLar, T. P. Bennetts is now representing 
the Pairpoint Corporation, New Bedford, 
Mass., in the Pacific Coast territory succeed- 
ing the late W. E. Graves, who, for many 
years, represented the concern there. Mr. 
Bennetts is well known in that section, hav- 
ing formerly represented the International 
Silver Co., and during the week of May 1 
is greeting his friends at the St. Francis 
Hotel, San Francisco, where he is exhibiting 
the lines of cut glass, silver and lamps which 
he recently picked out on his trip to the New 
Bedford factory of the concern. 





W. Green Electric Co. Now in New Quarters 


The W. Green Electric Co. is now 
located in its new offices and show rooms 
at 182 Broadway, New York. A new floor 
has been laid throughout the entire floor 
upon which will rest the counters and 
pedestals that will carry the weight of the 
motors, dynamos, demagnetizers and _sal- 
hyde plating plants that the concern will 
specialize in from now on. As the W. 
Green Co., dealers in watch material, has 
been discontinued entirely, the W. Green 
Electric Co. will take on many electrical 
specialties for jewelers’ use, and the extra 
space enjoyed by the concern is being well 
used for display. 








Kurjan’s, Youngstown, O., will open the 
new store at 11 E. Federal St., April 1. 
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In the nation-wide appeal for funds to as- 
sist flood sufferers, it is commendable that 
Washington jewelers have so generously re- 
sponded. Nowhere are found more charita- 
ble or brotherly individuals than men en- 


gaged in the jewelry business. Though they 
gave unselfishly to resuscitate and rehabili- 
tate Miami, it has not prevented opening 
their pocketbooks when homeless and penni- 
less southerners needed help. 

Roy B. Ruland, aged 35, who attempted 
a robbery of the jewelry store of Charles E. 
Tribby on Feb. 19, pleaded guilty to an in- 
dictment charging grand larceny in the 
criminal court. Ruland was observed in the 
act of taking an expensive diamond from 
the front window of the store, the employe 
on duty thinking he was testing the burglar 
alarm. Ruland was captured a block away 
by Policeman Lynn. The accused will be 
sentenced soon. 


William A. Dowding, assistant sales man- 
ager for the Dodge & Ascher Co., manu- 
facturer of fraternity jewelry, is looking for- 
ward to a visit from his mother about the 
middle of May. She lives in Chicago, and 
will be with her son for the purpose of at- 
tending his graduation at Georgetown Uni- 
versity. Mr. Dowding has won international 
fame as a high jumper, and has been able to 
carry on his jewelry work in addition to the 
arduous duties required of a senior in the 
university. 

H. Kur, president of the Kur Jewelry Co., 
expects to travel through the States of Vir- 
ginia, West Virginia and Maryland very 
shortly, where he goes for the purpose of 
calling on retailers who purchase goods from 
his company, in order to get an intelligent 
line on their requirements, and likewise to 
give them the benefit of his selling experi- 
ence. Leonard Walforth, in charge of the 
watchmaking department of this wholesale 
store, sailed recently for Europe. His na- 
tive home is Germany, and he will spend the 
major portion of his time with relatives 
there. During his absence the assistance of 
an able Washington man has been obtained. 
“Bonnie” Anguss and Phil Lazarus, of the 
material department, known to the trade 
generally as “The Gold Dust Twins,” have 
recently purchased two expensive and spa- 
cious bungalows in Kenilworth, District of 
Columbia. The houses are located side by 
side. 

The management of the Kay Jewelry Co., 
retail jeweler, called to Washington credit 
managers, office executives and auditors of 
each of the 26 stores operated in different 
cities, including this city, for a convention, 
lasting from Sunday, April 24 to April 27. 
Plans were formulated and gone over pains- 
takingly with a view to bettering conditions 
from a credit standpoint, not only for the 
company itself but for the public as well. 
Many other problems were presented, with 
timely suggestions for their solution. Brand 
new methods were touched upon, and will 
probably be put into effect, rendering condi- 
tions in this large chain of stores far better 
than ever before. The situation as concerns 
cities of smaller population than Washing- 
ton required, of course, different procedure 
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to some extent, and there was much satis- 
factory discussion along this line. It is the 
belief of the officials of the company that the 
convention has been of lasting benefit. A 
banquet was given at the Hotel Harrington, 
which was attended by 43. Toasts and im- 
promptu speeches, with an elaborate menu, 
made the evening one long to be remembered. 








North and South Carolina 


H. E. Russow, president of the .Russow 
Jewelry Co., 1522 Main St., Columbia, S. C., 
is very optimistic regarding business condi- 
tions in his city, according to a statement 
published by him recently in the columns of 
a Columbia newspaper. Mr. Russow’s state- 
ment was based on a proposed hydro-electric 
power development near Columbia, pre- 
liminary work on which is now under way. 
The proposed project is known as the Saluda 
dam, and will represent an investment of 
about $20,000,000. 

Harold Schiffman of the Schiffman 
Jewelry Co., Greensboro, N. C., was recently 
married to Miss Mildred Leak, the ceremony 
taking place at the home of the bride’s 
parents in Greensboro. Mr. Schiffman is the 
son of S. Schiffman, for many years a 
prominent jeweler of Greensboro. He at- 
tended the University of North Carolina and 
Columbia University, and after completing 
his studies went into business with his 
father. He is well liked in Greensboro and 
is a capable young jeweler. After an ex- 
tended wedding trip the young jeweler and 
his bride will return to Greensboro. Mrs. 
Schiffman is a graduate of Smith College, 
and is a young woman with much talent and 
ability. 

Re C. Bernau, Sr., has retired from active 
management of the R. C. Bernau, business, 
208 S. Elm St., Greensboro, N. C. Replac- 
ing this firm and management is the Bernau 
Jewelry Co., managed by Rudolph Bernau, 
Jr. Before the management of the jewelry 
store changed hands a sale was conducted for 
the purpose of clearing out the stock of 
goods so that the firm could be reorganized 
and room made for an up-to-date gift depart- 
ment. The price reductions during the sale 
included the entire stock. In 1880 Mr. Ber- 
nau, Sr. began his career as a jeweler, be- 
coming a recognized expert in watches, 
jewelry, diamonds and all lines of the 
jewelry profession. He holds two degrees of 
Doctor of Optometry. Mr. Bernau was at 
different times president, secretary and 
treasurer, for several terms of the North 
Carolina Retail Jewelers’ Association. Ru- 
dolph Bernau, Jr., is a young man, who is 
said to be specially qualified to go far in 
giving customers of Greensboro a jewelry 
store and gift shop they may well be proud to 
patronize. 











The F. M. Garman jewelry store at Bar- 
ron, Wis., has been purchased by Arthur 
Hanson, who has been employed there for 
the past year. Mr. Hanson has taken pos- 
session and will continue the business. He 
has had considerable experience as a watch- 
maker and jeweler. Mr. and Mrs. Garman, 
who have been residents of Barron for a 
number of years, will make their future 
home in Neillsville, where Mr. Garman will 
again go into the jewelry business. 


124 THE JEWELERS’ CIRCULAR May 4, 1927 




















MASTERPIECES of the ART of CLOCKMAKING 





Bronze Metal Tambour Clock 





Just a few examples of the extensive 
line of 8-day, High-grade, World 
Renowned, Chelsea Clocks. 

Cost more than others, 

BUT 


The Value is there. 


On sale by Highest-class Jewelers 
CHELSEA CLOCK CO. 


(Established 1897) 
10 STATE STREET BOSTON, MASS. 


Louis XVI Clock 
Bronze Metal Cases 


GIFTS THAT LAST— 
CAN BE HANDED DOWN AS HEIRLOOMS 


METAL CASES FINISHED TO ORDER AS DESIRED 


el CHELSEA a 
we | CLOCKS [-ses: 





Banjo Clock 
Beautifully Decorated 





Yacht Wheel Ship's Bell Clock Clock and Barometer Desk Set “Commander” Ship’s Bell Clock: 
(Also Without Base) (Also Clock Sold Separately) 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
JEWELERS’ CrrcuLtar regarding any advantageous 
device or plan which they are utilizing in con- 














nection with their business. 











Customer Satisfaction at the Start 





Written Expressly for The Jewelers’ Circular 




















THE jewelry merchant may often wonder 

why more customers do not follow up 
with later purchases, inasmuch as he is put- 
ting forth special efforts to please. He has 
a comprehensive stock, and naturally he 
would like to sell as many articles to a new 
customer as seems advisable. An initial sale 
has developed; the customer exits; it is a 
big question whether he or she will call 
again. Is, indeed, this phase of the business 
being given consideration in every instance, 
particularly as pleases the individual cus- 
tomer ? 

The jewelry merchant may advertise on 
a vast scale, yet what avails it all when 
full possibilities are not utilized once the 
customer has entered the store? The real 
opportunities are present when the visitor 
comes; either the store makes a good im- 
pression or it does not, and upon that result 
depends in large measure whether the new 
customer will develop into a steady one. 
Naturally whole-hearted co-operation is 
necessary on the part of the entire store 
force. No matter how conscientious the 
proprietor is, if his assistants fail him in any 
way, then the jewelry store is certain to 
lose many of its new customers. 

Customer satisfaction at the very outstart 
is an object well worth striving for, natur- 
ally. Here is how one enterprising, fore- 
sighted jewelry merchant goes about it. And 
the same policy:is reflected in the work of 
the store salesmen. Whenever a new cus- 
tomer enters, a stranger whose intention 
may not be a purchase, a curteous greeting 
is invariably given. Thus from the very 
beginning a good impress is made. A new 
prospect, it can be sensed, is thus put in 
the proper mood, and that is a good effect 
to bring about. Many times people come 
into the store whose purpose it is not to 
buy at all. They ask questions, perhaps con- 
cerning probable values of jewelry articles, 
or other matters; information furnished, 
they leave the store. What these people 
think of the jewelry store, and everything 
connected therewith, as they emerge, onto 
the street, depends much upon that store's 
policy and on its sales force. 


FTENTIMES a stranger inquires re- 
garding the worth of some odd piece 


of jewelry, a stone, some old relic. Here 
an important opportunity enters. How does 
the attending sales-person serve that 


stranger? Are such questions being dis- 
couraged? And because the possession may 
represent nothing of real value, is the con- 
sultant made to feel embarrassed? Not so 
with the jewelry merchant that I have in 
mind! First of all, the visitor, following a 
greeting of welcome, is made to feel so; 
and the same impression continues through- 
out the conversation; everything is compat- 
ible. The shrewd proprietor realizes that 
this stranger can give his store considerable 
recommendation—or condemnation. Natur- 
ally he prefers the former. 

After the visitor is satisfied with all the 
information that he desires, the attending 
sales-person avails himself of the chance to 
bring forward and explain about certain of 
the store’s merchandise. “You need not buy,” 
he will say; “just as long as you are here 
you may want to look over some of our 
jewelry articles. Who can tell ?—perhaps 
any day you may want to buy just what 
we have now. You will have information 
then to guide yourself by. Just look over 
these watches! Yes, I see you’ve got one— 
a mighty good one too! Thkat’s an old- 
timer all right, I can see; and it ought to 
give you a good many years of service yet. 
But you may want another watch, for other 
days. You know how it is when you have 
to change watches all the time, from suit to 
suit! Sometimes you forget the matter! 
Then what a disappointment! Everything 
goes wrong. A watch in every suit upon 
which you can depend guarantees punc- 
tuality. 

“Even though you own more than one 
watch now” the forward-looking salesman 
will continue,” it will certainly do no harm 
to examine some of those we have in stock. 
Soon you may have in mind a gift for your 
son, for a friend. Or, again, some friend 
or acquaintance may need a watch. You 
can see that we’ve got just what he may 
need !” 





THE outcome of such procedure is that 

a goodly number of sales result that 
otherwise never would have been thought 
about. Even though the stranger does not 
buy for the time being, when he makes his 
way out of the store he has knowledge con- 
cerning the jeweler’s merchandise that he 
lacked previous to his entrance. Should a 
relative, a friend or an acquaintance be in 
the market, ,recommendation naturally is in 
line. The merchant cannot possibly lose. 
He will utilize the spare time educating 
strangers, in preparation for the future; 
technical points will be explained that natur- 
ally convinces the stranger the store has 
quality goods. There is no gainsaying that 
many times sales later develop indirectly 
that otherwise hardly would have been made 
in his store. 


UT in a good buying mood, because 

of the courteous greeting, the new pros- 
pect naturally is not so ready to build a 
fence of objection when the attending sales- 
man brings forward merchandise. On the 
contrary, the attitude is positive; the pros- 
pect becomes really eager to buy. Thus the 
work of the salesman is made easier. And 
there is no indication whatever that the 
salesman is pressed for time—the new pros- 
pect must be served, in a manner that in- 
dividually pleases. There is no doubt per- 
mitted to enter the prospect’s mind, since 
the salesman is expressing his eagerness to 
display and describe articles. Care is be- 
ing taken so that this new prospect finds out 
all that he should know about prospective 
purchases, so there is less possibility for 
complaint, so that when a sale finally re- 
sults the new customer is assured satisfac-. 
tory service from the use of an article, re- 
ceiving full value for money expended. This 
takes time. But it is paying the merchant. 
He realizes that only satisfied customers 
come back. 


NCE a sale has terminated, is the cus- 
tomer hurried out of the store? Is all 
the initial good impress neutralized at the 
tail-end of the sale? How many times does 
the jewelry salesman hand articles to the 
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Ship’s Bell No. 16. Width 13% inches, height 8 inches. 
Polished Brass or Bronze. Retail price $97.50 





Are you getting your share of 
Ship’s Bell Clock business—and profits? 


T’S easy enough. Practically all that you 
have to do is to stock and display 
Waterbury Ship’s Bell Clocks. The hand- 
some appearance, proven reliability and 
famous name of these clocks is sufficient 
guarantee of ready and effortless sales. And 
our consistent advertising has quickened 
and increased an always steady demand into 
one upon which every jeweler can capitalize! 


Now that summer is just around the 
corner, motor boat and yacht owners are 
fitting out their boats. They are willing to 
pay almost any price for the equipment they 
need, and they are positively eager to pay 
the modest prices at which the Waterbury 
line retails. Marine dealers have been getting 
most of this business, but there’s no reason 
in the world why the jeweler shouldn’t have 





Ship’s Bell No. 10 
Radium Dial 
Retails at $45.00 


Ship’s Bell No. 11 
Retails at 
$48.00 


his share, too. These clocks are really 
jewelry store items. 


So here is your chance! This exceptionally 
big business is heading your way. It’s up to 
you to get it, simply by placing your order 
now. And remember, there are many, many 
sales to be made to people who want these 
ship’s bell striking clocks for the home, gifts 
and trophies, as well as for use on board 
ship. Write to us for descriptive circular in 
full colors and list of prices and discounts. 


WATERBURY 


CLOCK COMPANY 


New York 
Factories: Waterbury, Conn. 


Chicago San Francisco 





Ship’s Bell No. 1 
Retails at 
$30.00 
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customer, sale seemingly having been con- 
summated in his opinion, a silent suggestion 
to accept merchandise unwrapped? And 
how many times does the purchaser exhibit 
his displeasure? “I should prefer to have it 
wrapped, indeed,” he will make known. 
Then, of course, the salesman complies. Yet, 
just ponder what opportunities are being 
neglected, and how beginning impressions 
are nullified. 

Without exception the jewelry store sales- 
man should signify his willingness to wrap 
up customers’ purchases. There must be no 
hint of hurriedness; now that the customer 
has bought he should not be hastened out 
of the store. Instead of contenting himself 
with one purchase, the salesman should en- 
courage the examination of other jewelry 
articles, a procedure that oftentimes leads to 
immediate sales that else would hardly have 
materialized. Throughout, the new customer 
should be so served that he is bound to gain 
the thought the store is really interested 
in him—not merely in a single sale. Taking 
time with the new customer pleases that 
customer; he is convinced that the store has 
time for him. Naturally he is not likely 
to go out with a sour taste in his mouth. 

And this aim, incidentally, can be followed 
up once the customer has agreed to a pur- 
chase. Here the important work of wrap- 
ping enters. The jewelry merchant, mind 
on future business, will have quality wrap- 
ping paper, and suitable containers for mer- 
chandise. Sometimes there is the dampening 
impression that the store is collecting boxes ; 
there is a regrettable manifestation of 
economy. All the preparatory good work, 
to the beginning of the end of the sale, is 
therefore to little good purpose. The store’s 
policy is inconsistent. However, the far- 
sighted jeweler goes about it in an entirely 
different way. 


THE attending salesman will take his time 

wrapping up purchased articles, im- 
maculately and carefully, meanwhile con- 
tinuing the good impress by conversing af- 
fably with the customer. Perhaps, after all, 
the customer does want to add to his pur- 
chases. At any rate, there is no hurrying; 
there is no unbending stiffness noticeable in 
so many jewelry stores; the customer is not 
permitted to regret his visit; perhaps bits 
of news are exchanged; the package is 
handed over, neatly and compactly. And 
then, the customer: is bid good-day; he be- 
comes increasingly gladdened as he nears 
his way out of the store. 


Yet there are other possibilities. The 
jewelry merchant is always faced with the 
necessity of seeking new prospects and more 
customers. Why not make most of the new 
customers? After all, it is not a question 
so much of finding new customers, as devel- 
oping a_ steady, pleased clientele. The 
jeweler would pave his way to considerable 
extra business from new customers by hav- 
ing his business name and address appear 
on wrapping paper. Or, at any rate, he 
might include his business card among the 
Purchases. Thus the new customer would 
have a reminder. Further, with each pur- 


chase could be included some sales litera- 
ture; perhaps the store has some lines that 
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it wishes to make more popular. 
times the jeweler stocks new jewelry novel- 
ties, many of which people know very little 
about. Why not put in some interesting 
sales folders, telling something about these 
articles ? 

Oftentimes there are articles that do not 
sell as they should. Valuable space is taken 
up. Here, again, enters another worthwhile 
opportunity. It would, indeed, represent but 
nominal outlay to have printed some color- 
ful circulars describing some of the lines, 
then distributing these to patrons, or putting 
them in containers of bought merchandise 
or within packages. The extra interest such 











Of Great Help to 
the Retail Jeweler 


HE Jewelers’ Merchandis- 

ing Calendar begun in the 
Jewelers’ Circular a few years 
ago and now appearing in re- 
vised and more comprehensive 
form is prepared with much 
thought and effort and every 
jeweler should file these pages 
away and keep them as a ready 
reference. Numerous letters 
are received every week com- 
mending this selling plan. A 
selling calendar has been used 
for many years by the depart- 
ment stores, having been fol- 
lowed as part of the depart- 
ment store’s plan of advertis- 
ing. 

The Jewelers’ Merchandis- 
ing Calendar suggests selling 
events, advertising and selling 
ideas for every month in the 
year, suggestions for timely 
window displays for every holi- 
day and for special events 
throughout the entire year. 
Study the Jewelers’ Merchan- 
dising Calendar carefully and 
watch your business grow. 








SEE PAGE 131 FOR THE JEWELERS’ MERCHAN- 
DISING CALENDAR FOR JUNE 


advertising would awaken, and the additional 
sales brought about, would in return far 
overshadow the cost. The jeweler with more 
business as his object realizes that he must 
spend money to make money. 


A! the conclusion of a sale it would be 
a good move to invite the customer to 
call again. There should be no ground for 
thought that now that the sale has been 
completed the jewelry store is no more in- 
terested. “Step in again, whenever con- 
venient!” the attending salesman could ex- 
tend his welcome. “We'll always be delighted 
to see you! And tell your friends about us! 
—bring them with you!” 

Such procedure cannot possibly be out of 
place. The salesman could go further: 
“Even though you'll not be minded to buy, 





Many you'll always be welcome here. 
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Bear that 
in mind! You can always examine our 
different jewelry articles. Perhaps you may 
come across something that just pleases! 
We're always happy to better our acquaint- 
ance!” 

Still further good work is possible. Says 
the salesman of the jewelry store in busi- 
ness to stay: “Come round some time! Let 
us know how you like your watch. We 
want to be sure that it is giving you all 
possible service. Let us know how you 
like it! Remember, any time you buy any- 
thing here it must please you thoroughly. 
Whenever there is a doubtful point, please 
feel free to call; we’re always ready to 
furnish information that’s needed. Every- 
body in this store is mighty eager to please 
you!” 

That, indeed, makes for very good im- 
press. It supports all the other good sales 
efforts. The customer, then, places more 
reliance in the jewelry store, in its mer- 
chandise, in the salesmen. Regard is so 
favorable that the customer is sure to want 
to come again. That makes for more and 
better business. 

Additionally, procure the names and ad- 
dresses of new customers; of their relatives, 
friends, acquaintances. All these can be 
compiled, furnishing a good working list 
for other sales efforts. With the proper 
sales-force co-operation, the jewelry mer- 
chant then should not want for business. 





Interesting Information for the 
Retailer 





ANY retail store problems, involving 
store location, store planning, budg- 
etary control, education of the sales force, 
co-operative advertising and department 
leasing, are elucidated in a bulletin just pub- 
lished by the Department of Commerce, 
combining the results of its studies on re- 
tailing made by the Domestic Commerce 
Division. 

Discussing the measurement of a retail 
market, the conclusion is stated that popu- 
lation and purchasing power are the prime 
considerations, and that merchandise _be- 
longing to the non-essential class, such as 
jewelry, is bought more in proportion to 
the purchasing power of the individual. 
With respect to store location, the Depart- 
ment’s bulletin states that the logical site 
is that one which offers the best opportunity 
to sell goods where people naturally come 
to trade, either because of convenience or 
because of habit. 

On store planning, the results of the De- 
partment’s study are summed up in the find- 
ing that efficient methods of getting mer- 
chandise into the store, caring for it, dis- 
playing it, and disposing of goods sold may 
be directly responsible for increased sales 
without increasing the overhead expense. 
A full realization of the importance of store 
layout, the Department says, may inspire 
the retailer with a keener desire to match 
his standards with the best and ultimately 
reduce prices through increased sales at less 
expense. 

Planned sales must be the starting point 
in establishing a successful system of budg- 
etary control. It may be feasible to esti- 
mate only total sales at first, the Depart- 
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This Sales Making 
Display FREE 


with Special 
12-Watch Assortment 


Retails at 
each 


4 Yankee . . ‘ ‘ " - $1.50 





1 Yankee Radiolite ‘ " . 2.25 

1 Junior . . ° ° ° « as 

1 Midget ‘ ; » > > 3.25 

2 Wrist (plain dial) . ° ° » 3.50 

2 Wrist Radiolite . . » . 4.00 

1 Waterbury ° ° ° ~ 4.50 — 
Total . . . $34.25 





SIZE: 15 x 26. LITHOGRAPHED IN 9 COLORS 


Now Comes The Big Ingersoll Season 


OUR customers and those you would like to 
have for customers, are getting outdoors now— 
driving, working in the field, playing golf, camping. 
When this time comes they always need Ingersolls. 


You can depend on Ingersoll advertising to remind 
them of their need. The Ingersoll “Outdoor Time” 
Advertising Campaign will be even larger and 
more extensive than usual. 


The display pictured above, in your window, will 
bring customers into your store. It says in a flash 
that your store sells Ingersolls. It features the Yankee 
and Wrist Watch, the two biggest selling models. 
Heavily mounted, displays actual watches, a real 
sales maker. Free with assortment above. Order 
from your jobber or direct. 


. 
New York Chicago y San Francisco 


INGERSOLL Watcu Co. NC., 30 Irving Place 7 215 W. Randolph St. 290 First St. 
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ment states. Then they may gradually be 
broken down into departments and sub- 
divisions of departments. Next, a merchan- 
dise budget may be instituted, which deals 
only in rough departmental totals in money 
volume. Later both physical and monetary 
volume may be computed. After this the 
operating expense budget may have its turn 


Strictly Confidential 
aS 
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ness, the bulletin states that a clerk in a 
store of any size or character should know 
the stock he is to handle, how to sell it and 
why he sells it. There are now store clerks 
who cannot justly be called salesmen, many 
who are moderately skilful, and others who 
through training have acquired adaptability. 
In any case, the bulletin continues, the direct 
effect which systematic training, or the lack 
of it, has on the retailer’s business, fully 
demonstrates that further effort may well be 
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Harvard’s Latest Questionnaire 


THE Harvard Bureau of Business Re- 

search in accordance with its regular 
policy is planning to publish the bulletin on 
“1926 Operating Expenses” and question- 
naires are now being distributed under the 
direction of Malcolm P. McNair, Assistant 
Director. It is needless of course to mention 
the great advantage of this worthy move- 
ment conducted for several years by the 
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; | | 
Advertising ....- : Bod hn ache oe er | | pe ” $ Saemcotheoanattipthoanmneen-teanaendec tua tuasinayad Sida dh aaananaes teens a iadeale j 
Bones and Wrappings beet ereeeeerecee scenes | , ee = Merchandise at End of Year on the other side of this schedule. 
— oie SN oF oe hee | Pe (s) Please answer every question, to aid in interpreting the figures on the other side of this sheet, so that reports from all | 
Heat, Light, Power, and Water pa aeda aes | | # () businesses will be on the same basis for comparison. 
Taxes (except on buildings and income) . | | |p ane nO) 1. Local rate of interest on reasonably secure, 6. Net sales of merchandise in 1926, by months, | 
BAOUFOROD f ... 2... s eee e secs ccccccesecccccccererecees : | | ae - long-time investments.............. Scien not including receipts of repairing department . 
Repairs and Depreciation of Store Equipment f........... | | | (a2) 2. Is your business owned by an pe < al 
Interest on Borrowed Capital................... Eee | | \ TOMI oon veces skein e yan a 3 es ; 
Interest on Owned Capital Invested in the H H | i SE rer ere September .. $ —. | 
oo yon a | | | ne er ae October .... $ Zs 
Less Interest Received **.........eseseeve = - | i Number of active patnmnen-dilians. . November .. $..... 
I Ce cava schilevesdiaciwadessnb eee eae | | | a = Number of other full-time employees. . December 3 st 
EIR o-sicic «sas vicdaes cwascsnesevecus 14 Total amount charged as salary of pro- ia peat 
Miscellaneous _—, : reese erence eee | | - (ts) prietor or all active partners .... ..... 7. pp nti pag a - $ + 
REESE SEE ARN ae eo er eI L snol (16) If salary of proprietor or all active part- anteeatie Gini enetnes otis 
| | | ners has not been included in expenses, pee 
NET GAIN STATEMENT i | _ what is a fair compensation for their oss Jihineepdadesdeeaetawawe + 
EMI 35s caida psa eila sieves e nse | IE os cscoetnccnccasccndouassss , een Ap m = prop of your repair- 
rom 
Repairing | Proportion of time of proprietor or all ing receipts were 
I 5 S556 cum) solsesade sate cnah ese eee 100% active partners spent in ; he gene own ——— ; : ; : : — —— 
(b) Salaries and Wages ................ a ' } | —- = Repairing (including managing th = | Work sent outside ............. = 
(c) Supplies and Other Direct Expense... 22000. Oe ace repairing department)............ —_— % IP sien cass caeeasencscaunsneenn ¢ 
(d) Indirect Expense (including rent, heat, light, | ee ie Merchandise departments ........... ae % S Do yousive wing ico free with 
tno Oe gual inate amas | | — Total .... 0.200 5-seeeeee seen ee 100% Se eT eee = 
Meee gee manda | } o~ 3. Do you own your store building?....... ibdadcoers Do you make a charge for it?.......... ——-—-— 
coh taigeastigs menage . | | es If 80, for what amount could the part If you allow free engraving service, do 
Sundry Revenue, Net (including income from investments)... . . | | | used in the operation of your business be you have any definite percentage of selling 
Interest and Rentals Earned: | i Gr ctncaianscusacensucccncaas , eens WIE Wes nec cacancessscancs Saiccsialaldiaiice 
Interest on Owned Capital Invested in the Business . | P , ; If so, what percentage?............... % 
| 4. Approximate sales in 1926: 
Rost of Ouned Sine Buliig..:...... | | (RST ee % 
Less Expense on Owned Store Building . Chili sss ceccis soe 3... ; kar 
(including taxes, insurance, repairs, = | | tntalent $ eer 
tion, and interest on mortages) - a = =} a ; 1% 
EME ooo 6ctncasasaiecncsaccscscccrses I (a3) otal..........+-- meat es ma See 
Provision for Federal and State Income Taxes ............ | | ae oe — “ few a —a year ae 
Dividends, Sharings, or Withdrawals............ ne ‘ re == ag er naa : : . P 
Surplus or Deficit for the Year.......................... “ = jemky:..... ees D4 3 3 $. 
' eee $ 3 3 i $ 
WR ook ivan eiacess : $ $.. $3. 3... 
* If you own your store buildings, see page 4 of Explanation of Schedule when making your entry. Sterling Silverware ...... $ $... $ $ 
jane eee Plated Silverware ........ $ $ 3 +. : 
jan t See page 7 of Explanation of Schedule. [OVER] Cut glass and china ...... $ $.. $ . P 
: Toilet goods and novelties. ¢ $ x 2 $ - 
Stationery (including pens and 
en 3 . = $ $.. < 
IILISISI IIT ISTOSTESTOTOCT STOTT ICT EOLORE ELITE eee ee rrr Other merchandise (specify 
Firm Name : pataas ae hie Re ae . JR 1926 aun iessadeecs 2 $.. $s $s s= io 
Street , City and State Ecc putenaasss . $ $s 7 one - =~ sot 
Individual to whom corresp should be addressed Seana RENNES. ___.____, Si LERNER RN .cvssnasinuisieninaciantelpmaeen 








(Piease print name) 


QUESTIONNAIRE SENT OUT BY HARVARD IN LATEST BUSINESS INVESTIGATION IN BEHALF OF T HE JEWELRY INDUSTRY 


Harvard Bureau and every jeweler should 
take great pride in extending his utmost co- 
operation. A reproduction of the schedule 
sheet appears below. A pamphlet is also sent 
out to jewelers explaining many of the terms } 
used in the schedule. 


directed toward increasing proficiency in 
retail selling. 

What has been done in co-operative re- 
tail advertising is merely an indication of 
what can be done, according to the Depart- 
ment of Commerce, and those who can read 
the signs of the times will take advantage 
of new opportunities in this field as they 
develop. The important point is co-opera- 
tion, and in the final analysis, the value a 


in evolving a polished plan. Expense may 
be deemed more important than stock and 
purchase control, and therefore the expense 
budget may be developed before the mer- 
chandise budget. Making haste slowly and 
building carefully each step, the Department 
declares, are the true means for the estab- 








lishing of a successful system of budgetary 
control. 

Assuming that proper training of a sales 
force is a matter which vitally concerns 
every merchant engaged in the retail busi- 


A great majority of working men smoke 
“impromptu” cigarettes—they make them up a 
as they go along. i 

—Georgia Cracker. i 





(Continued on page 148) 
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IF YOUR SHOP IS ALL 
RED from polishing rouge 


or covered with polishing 
dust—then your lungs must be 
»the same. You breathe this dust 
and dirt and it will sooner or 
later cost you dearly. 






Use LEIMAN BROS. 


POLISHING 
DUST COLLECTOR 


pe it costs little enough to play safe—drop us a 
postal card for more information. 








Every store, shop, hotel, club or wherever polishing work is 
done should have this polishing dust collector! 


LEIMAN BROS., 23B WALKER ST., NEW YORK 


BPA RB ERS OF COo Dp MACHINERY F OR YEARS 











The C. G. BRAXMAR CO. 











bi eon 
242 W. 55th St., New York City 
= 
Rens Fraternal Emblems 


wit 
; One-Hand-control—on again, off again, instantly. 
none _— Medals and Class Pins 


Fire and Police Badges 


The Hoke-Jewel oxy-gas torch, is fine for solder- 
ing silver, white gold, novelties, etc., as well 
as for platinum and yellow and green gold. 








Made to Order Goods our Specialty 























ef ay Forty-four years of satisfactory service to an increasing 
Ask for number of customers. 
at 
Free Hoke Incorpor ed ; Our facilities for manufacturing and designing are at 
Circular 22 Albany St., New York, N. Y. your service. 
Cc. S. Co-operating with Jewelers’ Technical Advice Co. Write for Emblematic or Badge Catalog 
« ° : Direct from Mines in India, Ceylon and South America 
rist 
It is Built for the W ZIRCON’S 
we And other precious Stones 


Expert Diamond Cutting and Lapidary Works 


F. J. ESSIG and MENG CO. 


162 N. State St., Butler Bldg. 
45 Years in Chicago Chicago, Til. 


the Protection Ring Guard 











The Mauran Nurse’s or Doctor’s For thin rings get our num- 
—— ber 0. It is a new addition 
‘4 Watch for Quality and Service to our regular sizes. 





‘ S- Mauran Watch Co., Inc. The Lion Safety Pin Clutch Co. 
12 John St., New York, > # Pat. Feb. 20, 191720 W. 22nd St., New York p., May 25, 1920 
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June Brides 
The key that will 
open the door of good 
business is the June 
Bride. Window dis- 
plays depicting brides 
are one of the best 
ways of visualizing 
the weddings that are 
taking place during 
the month. The 
American Bride, 
represented by a doll 
dressed in wedding 
finery, her bouquet 
and veil in the window 
will cause a stampede 
towards the _ store. 
Brides of other coun+ 
tries may be added if 
desired, each model 
showing the type of 
costume worn by 
brides of the country 
represented. 
Engraved Wedding 
Rings 

The jeweler should 
see that there is an 
adequate showing of 
modern wedding rings 
in his window dis- 
plays during the en- 
tire month. The 
change from. plain 
bands to decorated 
rings should be em- 


phasized. 
Birthstones 
Pearls for June 


make a very fine 
birthstone. Moon- 
stones for those that 
desire them. Pearls 
this year offer a wide 
opportunity. Pearls 
are favored by fash- 
ion experts now. The 
jeweler should get be- 
hind the fashion ex- 
perts and push pearls. 

Seashore Jewelry 

Inexpensive, yet 
stylish and modish 
jewelry for wearing 
at the seashore, the 
summer camp, the 
mountain retreat, and 
“on tour” may prove 
a timely offering with 
a big profit to the 
jeweler who seizes 
the opportunity. 





THE 


JEWELERS’ 


CIRCULAR 

















Jewelers’ 
Merchandising Calendar 
for June 





Written Expressly for THe JEWELERS’ C1rcuLar by A. E. EDGAR 


Anniversaries and Holidays 


3. Jefferson Davis’ Birthday. Holiday in 
Florida, Georgia, Alabama, Mississippi, 


Tennessee, Texas and South Carolina. Con- 
federate Memorial Day in Louisiana. Use 
Patriotic Symbols. 

3. Birthday of King George V of Eng- 


land. (Canada). 
14. Flag Day. Observed by Public 
Schools. Use Patriotic Symbols. 


17. Bunker Hill Day. (Boston.) 

19. Fathers’ Day. Symbols characteristic 
of Father. 

21. Longest Day in Year. Summer begins. 

Birthstone: Pearl, or Moonstone. 

Flower: Honeysuckle. 

Astral Color: Green. 





Appropriate Selling Events 
Birthstone Campaign. 
Summer Jewelry for Women. 
Wedding Stationery. 
June Weddings and Brides’ Gifts. 
Modern Wedding Rings. 
Graduation Gifts. 
Vacationists Preparing to Tour. 
Traveling Goods. 
Sporting Goods and Sports Jewelry. 
Fathers’ Day Gifts That Last. 
Vacuum Bottles and Tourists Requir- 

ments. 

Water Sets and Glassware. 
Electrical Appliances for Hot Weather 
Diamonds, Watches—All the Time. 
Summer Jewelry for Men. 
Fourth of July Sale. 






















The Month of Weddings 


The business of the jeweler is largely that of gifts for the brides of the month. 
This increase in business during June is apt to crowd out of the jeweler’s mind the 


need of carrying on his business along other lines. 
It is only natural, and profitable to take advantage of every opportunity for 
An intensive selling campaign of wedding 


tion arise. 
increasing business in wedding gifts in June. 


He cannot afford to let this condi- 


gifts is desirable, and should be prosecuted with enthusiasm, but at the same time, there is 
business to be secured from other customers, and these opportunities should not be over- 


looked. 


June will see the end of the busy season and the beginning of slack times. 


The Sum- 


mer slump in business is often intensified by the jeweler’s lack of initiative in trying to 


force business. 


While the Summer season brings a tendency towards inactivity the jeweler should 
fight this tendency, and take advantage of every chance that presents itself to increase 


his business. 


The going away of many customers of the store is an advantage, if the going away 


needs are supplied by the home merchant. 


It is an advantage to the other jeweler who 


gets this business from your visiting customers. 
The Graduation Exercises of our Public Schools may be turned into a trip to the 
jeweler’s by judicious advertising and propaganda. 








































































| Tuttic & Clark | GIFTS Remember . 
| 1533 Woodward Ave. | hea Dear Old Dad 
| The G R A D UATE On Fathers’ Day. ee 
| e 
| Foreign es 
Galleries i ; 
Suggest | Why Not Remember With a Gift? : 
WEDDING | ann a bod — pee 
| GIFTS | Smetsenctnse | a ee 
| To Delight Every ea - Sooke = = 
Type of Bride 7 oo ' Jac Ss 
H The Bride a Jewels Mail Orders Carefully Filled Muth Cé ra 
| a 
| The Engagement Rin Leave Off Your Vest but 
| } The Wedding Ring. P Wear Your Watch 
One can always use | The Guard Ring FOR GIRLS FOR BOYS CARRY your watchs. 
| vases, especially these of A Jeweled Wrist Watch Graceiet Watches Strap watenee ¢ y 
| amber, amethyst or green |] Visitors A Fine Bracelet = am net Ringe 
| crystal. Cordially ADi d Bar Pi y Gold ior Biiver 
checand iamond Bar Pin = eC ae Green Gold Plated 
| A Diamond Corsage Brooch Ser Pine wee Oman $1.00 to $2.25 
Ear Pendants of Precious Stones | Sree | ‘end Tuxedo Sond Geen Goud. ; 
| A Jeweled Vanity Case pene wale Shee e $8.00 to'$13.50 
A String of Pearls Sotsed tee Tis Clase $1.00 to $13.50 “iene | 
| Of Bohemian glass this Stationer Giuatts Craving 
| fin, nee ae |Superior Collections . 
i te. 
[See Be pnts 











ADVERTISING TIPS FOR JUNE 





A Bride’s Jewels 


This would be a 
good topic for an ad- 
vertisement and for a 
window display to tie 
up with it. The ob- 
ject is, of course, to 
show the prospective 
bride and her admir- 
ers the kind of jewelry 
a properly equipped 
bride should have at 
hand. 

With the jewels 
might be combined 
some of the personal 
things that are not 
jewelry but which the 
bride will find needful 
or pleasant. 


Graduates 


Windows decorated 
with symbols of the 
school and college 
are always bound to 
attract the people of 
school and college age, 
and even those who 
graduated many years 
ago. The local school 
pennants, colors, 
Photos of the gradu- 
ates, the school, the 
teachers and principal 
are always pulling ac- 
cessories. Diplomas, 
school books, college 
caps and other sym- 
bols of learning are 
desirable decorations. 


Summer Entertaining 

With the hot 
weather a change in 
entertaining casual 
visitors will take 
place. There will be 
many evenings in the 
cool air of the porch 
or lawn, when cool 
drinks and sandwiches 
will be served. Water 
sets, lemonade sets, 


and other glassware 
will now be in de- 
mand, as also the 


proper silver to go 
with it. Show the 
timely merchandise, 
the goods needed, at 
the time they are 
needed, and the sales 
will increase. 
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Does Jewelry Advertising Pay? 











Address delivered by James A. Montgomery, Los Angeles, Cal., before the recent meeting 
of the California Gold and Silversmiths Association 














‘THE retail value of a jeweler’s stock is 

measured by his competitors’ prices— 
assuming this to be true—let me suggest 
that among the many conditions that enter 
into the successful operation of an up-to- 
date jewelry store at the present time adver- 
tising is most important. Other conditions 
are personality, location of the store, the 
principles that govern its policy, the mer- 
chandise. But after all everything hinges 
on the entry of the customer into the store. 
Without customers, not individually but in 
goodly numbers, no jewelry store can 
succeed. 

Some jewelry stores never advertise. You 
know men who, pointing to their store, say, 
“My business is well established, making 
money. I never spend a cent for adver- 
tising.” How foolish this is, when he, in 
his way, is advertising every day. His 
signs, his windows, his merchandise, every 
day talk to his town people and tell the 
story that he has goods to sell and asks for 
their patronage. 

Most men in the jewelry business today 
realize the supreme necessity of advertising. 
Yet in spite of the fact that we realize the 
connection between our business and adver- 
tising, how few of our number understand 
what advertising is, what it can do and 
what it cannot do, what it should be and, 
above all, how it should be employed to 
our greatest advantage with the least waste. 
Each one has his own ideas, all of which are 
vague. Yet all agree that it helps to make 
business better and brings trade. I submit 
we are all agreed up to this point. 

Our problem is the great waste in busi- 
ness that comes to us after we have signed 
the contract—after we have bought the 
newspaper space. Then when the business 
does not show tiie increase we expected, the 
average man is ready to cry out: “Advertis- 
ing the jewelry business is no good. It’s 
expensive and does not pay.” Dear friends 
you are all wrong, because you neglected 
‘the essential fact that advertising of the 
stereotyped class is most wasteful. If you 
have studied your own personal surround- 
ings, your own stock, your location, the 
wants of the people in your district, then 
you know something, if you will only apply 
that knowledge If you understand the 
principles of advertising and apply them in- 
telligently, you will find advertising a profit- 
able venture and it does not require an ad- 
vertising expert to understand advertising. 
What you want is just good common sense. 

After all, what is advertising? Is it some 
secret which by mysterious means brings a 
magic doubling or tripling of business? No, 
it’s just the science of business with a 
liberal measure of common sense mixed in. 
Advertising includes every effort to influence 
the mind of the possible purchaser to choose 
your goods in preference to your competitors. 
Printed appeals, displays, verbal conversa- 
tion—are all advertising. Advertising deals 
with human minds and makes them choose 


between various products, so offered that the 
choosing becomes a science—a study of con- 
ditions. A real puzzle—to the buyer. In 
spite of the widespread lack of knowledge 
about advertising and the air of mystery 
with which it has been surrounded, adver- 
tising is as old as the world and yet today 
there has been a marvelous advance. Artists 
have developed beautiful advertising. Good 
writers have raised it to high standard of 
‘iterary excellence and experts have reduced 
much of its cost and waste. 

The study of advertising seems to be an 
enormous task—one we should leave to 
some one else so that we might be able to 
devote ourselves, our time, our energy, to 
other parts of our business—buying—sell- 
ing—financing. 

Advertising is a profession in itself, but 
you should know what constitutes good 
advertising, be able to judge wisely and 
realize its possibilities as applied to your own 
business. 

Advertising is a vital part of the sale of 
jewelers’ merchandise. It has a definite task 
to accomplish, both for the individual mer- 
chant and for the entire trade in general. 

Primary advertising must create and in- 
crease sales for the advertiser. Can it be 
done? How will we do it? That’s the 
question. How are you going to get back 
your money invested in advertising? I am 
glad to see that a campaign is on to spread 
among the public clean high-grade jewelry 
advertising. The whole trade can be ele- 
vated, its standards uplifted. We can get 
the people into our stores by thorough, high- 
grade, clean advertising. 

Before I close I want to emphasize a 
thought and add a note of caution to you, 
my friends. 

Advertising cannot actually sell merchan- 
dise. The goods must in themselves be in- 
herently worthy. Advertising can only re- 
act upon the mind of its readers to influence 
their minds to a favorable consideration of 
your goods or your proposition. Therefore, 
advertising must have its appeal through the 
eye to the minds of the buyer, not to the 
jeweler. You must lessen the sales resistance 
and create a desire for the goods. You 
must not forget you are dealing with 
humans—with human desires, and the de- 
gree of your message is measured by the 
degree to which you cater to these desires. 

We believe in advertising. Advertising is 
education. What we want is to educate the 
public to visit our jewelry stores, to learn 
about our merchandise. 

I believe it pays to advertise, when you 
advertise right, in a way that commands 
attention. You can spend thousands of dol- 
lars and do nothing with it. The secret is 
knowing the people you are trying to reach. 
Talk to them in a common sense way that 
they will understand. 

Back up your advertising with real mer- 
chandise and you will find your advertise- 
ments will bring you customers, who, if 
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well satished, will bring you other satisfied 
customers. This is what make advertising 
‘pay. We believe in working for and gain- 
ing that confidence. We try for it in our 
advertising. 

My paper does not well fit in with the 
title given to it on the program. You, how- 
ever, will catch on to what I mean. I do 
believe your advertising this year, 1927, will 
increase your business. 

How are you going to do it? Show new 
ideas, realize that the style tendency in 
jewelry is rapidly changing. Keep up your 
stocks of saleable goods. Plan attractive 
windows and do really interesting ad- 
vertising. 

Be as aggressive as your neighbor in 
other lines of business, tneet the competition 
of the fur store, the radio store, the apparel 
shop, get the jewelry idea abroad. 

The year 1927 is going to be an important 
one. It will be a transition year for all 
jewelers as far as methods and policies are 
concerned, for it is going to eliminate cer- 
tain types of time payment jewelers. They 
will revert back to cash plan of selling or 
they will close their doors entirely. The 
same applies to many other kinds of 
jewelers. It will be a struggle every day 
for business. Do not conceal that fact from 
your plans. 

Yes, advertising pays. If you are able to 
stand the expense and can wait for results. 
Last year we spent nearly $1,500 a month 
advertising our business—in the newspapers 
and direct magazine advertising. We did 
not do a satisfactory business. What was 
the reason? Was it ourselves, our stock, 
or what was it? Please answer me if you 
can. Yet in spite of all this we believe the 
jeweler should advertise his goods to the 
public. 





To Secure More Watch-Repair 
Business 


PPEALING not to the individual with a 

broken or inaccurate watch, but to the 
larger organizations with many workers hav- 
ing timepieces needing repair, is a method 
recently inaugurated by Weatherwax for 
building a larger volume of business in his 
section of Seattle, Wash., the exclusive Uni- 
versity District, with its fine residences, and 
its cluster of enterprising stores that cater 
to the collegian and co-ed, as well as mem- 
bers of the faculty of the University of 
Washington living around the campus about 
which the district is built. 

In order to secure the interest of whole 
organizations, business houses, offices, fac- 
tories, or other places where groups of 
workers are employed, to have someone col- 
lect all the watches in such organizations 
needing repair and to bring them in to him, 
a prize was offered for a recent period of 
two months which has just closed. 

The substantial and worth-while prize for 
this effort was $45 worth of silverware for 
the organization bringing the greatest amount 
of watches to repair. Silverware was 
chosen as a prize suitable for the individual 
no less than the organization which turned 
over such a collection. 

This little selling stunt reflects the enter- 
prise of this jeweler who has recently taken 
over a store in the University District, and 
is now busy building up its prestige, through 
high grade service in its various departments. 
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Getting New Customers by Advertising 





Written expressly for The Jewelers’ Circular 














(Continued from issue of April 20) 
HE jeweler can advertise effectively along 
many lines of endeavor. He need not 
confine himself to any single line of 
thought. The following might be mentioned 
as the results to be striven for in the 
jeweler’s advertising : 

1. Increasing the use of his merchandise. 

(a) by direct suggestion; (b) by in- 
direct suggestion; (c) by altruistic sug- 
gestion. 

2. Increasing the frequency of the use of 
his merchandise. 

3. Increasing the units of purchase. 

4. Increasing new uses for his merchan- 
dise. 

5. Lengthening the seasons for the pur- 
chase of his merchandise. 

6. Reaching persons who influence the 
purchase of his merchandise. 7. Linking 
one article with another. 

8. Securing acceptance for a subordinate 
article. 

9. To attract a new generation of buyers. 

10. To overcome prejudices and wrong 
impressions. 

11. To meet price-cutting and other kinds 
of distructive competition. 

12. To become recognized as a leader in 
the industry. 

13. To increase standing of entire in- 
dustry. 

14. To increase prestige and good will of 
public. 

It will be found that the jeweler who fol- 
lows along these lines of advertising, helps 
not only to build up his own business, but 
the business of the entire trade. 

There are of course, occasions when the 
jeweler should advertise more extensively 
than at others. While he should be a con- 
tinuous advertiser he should increase his 
advertising at certain times, these times 
being occasions when there is a tendency 
towards greater buying on the part of the 
public. Among these may be mentioned the 
following : 

1. Public anniversaries. 

2. Seasons when buying predominates. 

3. Gift occasions. 

4. Sale events. 


Among the public anniversaries that make 
it possible for the jeweler to create more 
business the following may be mentioned: 
(a) St. Valentine’s Day; (b) St. Patrick’s 
Day; (c) Spring Style Season; (d) Easter; 
(e) Mother’s Day; (f) Decoration Day; 
(g) Father’s Day; (h) June Brides and 
Graduates; (i) Fourth of July; (j) Vaca- 


tions; (k) School Openings; (1) Winter . 


Social Season; (m) Columbus Day; (n) 
Hallowe’en; (0) Thanksgiving; (p) 
Christmas. 


There are certain seasons when buying is 
more active than at other times. The 
jeweler should study these periods and make 
the most of them. Among them may be 
briefly mentioned : 


(a) Tourist trade to South in January; 
(b) Spring Weddings; (c) Spring Home 
Rejuvenation; (d) Spring Style Season; (e) 
Summer Vacations; (f) Fall Weddings; 
(g) Winter Social Season. To these must 
be added some of the anniversary events, 
already mentioned in the previous classifi- 
cation, such as Easter, June Weddings, 
Graduation, etc. 

“Every Day Is Gift Day” should be the 
slogan of the jeweler in thinking of his 
business, just as “Gifts That Last” is the 
slogan he uses to encourage his customers 
to purchase from his store. Every day is 
somebody’s birthday, wedding anniversary, or 
some other occasion for giving gifts. While 
the wedding gift is being advertised by 
jewelers they should not forget the wedding 
anniversary is also an actuality. 

The gift business affords the jeweler a 
theme for constant use in advertising his 
lines of merchandise. The gift business can 
be developed to enormous extent with the 
co-operation of all jewelers and other 
merchants selling gift merchandise. While 
the florist and confectioner is in direct com- 
petition with the jeweler at times, their ad- 
vertising of the gift occasion is a help to 
his business, just as his advertising is a help 
to himself. 

Under the classification “Sale Events” 
might be included such occasions as the 
following: (a) The store anniversary; 
(b) periodical sales, if any; (c) special 
week’s, such as sterling silver week, clock 
week, etc.; (d) birthstone jewelry cam- 
paigns, etc. 

The jeweler will easily recognize the time 
when he should feature a single article in 
his advertising, a single line, a department, 
the entire store or an anniversary or other 
sale event. Yet the failure of many to 
make an effort to distinguish the timeliness 
of advertising certain lines or events is a 
fault that is altogether too common. The 
great fault of most jewelry advertising is 
that it is neither direct advertising nor 
good general publicity. It is generally too 
formal to amount to a hill of beans. Adver- 
tising must arouse a sleeping emotion before 
it can direct a prospective customer’s actions. 

If jewelers would give other lines the 
publicity they give diamonds the jewelry 
store would be a prosperous mart. While 
it may be true that diamonds are the bread 
and meat of the jeweler’s business, it is 
rather pleasant to have a little desert at 
times. As a matter of fact, the jeweler has 
little competition in diamonds outside of his 
own trade, yet it is not unusual to find the 
jeweler advertising diamonds in a publicity 
way, and not in a way to bring him direct 
returns. Other lines he carries have to be 
sold without the aid of advertising stimula- 
tion, which is of course not a very profitable 
way to conduct a business. 


The jeweler will be regulated to some ex- 
tent by the amonnt ef money he has to 


spend on advertising. As a rule the jeweler 
should plan to spend at least 3 per cent of 
his sales in advertising, and as his sales in- 
crease his advertising appropriations should 
increase. In fact, one advertising expert 
believes that the correct answer to the ques- 
tion, “How much shall I spend?” is always, 
“More.” 

It is not advocated that the jeweler should 
spend money in advertising for the mere 
purpose of spending a certain per cent. of 
his sales, but that this amount should be 
set aside for advertising and by proper plan- 
ning of business the amount should be spent 
to place them before the public. The more 
jewelry advertising done by jewelers, the 
more jewelry there will be sold. People 
have to be persuaded to buy jewelry, and it 
is only through advertising that the jeweler 
can persuade the people to buy. 

There are many ways of figuring the 
amount to be spent on advertising besides a 
percentage of sales. It is thought by some 
merchants that the proper amount to spend 
for advertising is the amount paid for rent. 

Presuming a certain store has $1,000 to 
spend in a year for advertising, should this 
be divided by 12 and the resulting sum spent 
each month? By no means. This would not 
provide for the times when the advertising 
should be more,extensive, such as for June 
weddings and the Christmas holiday busi- 
ness. A good way to know how much to 
spend each month is to figure the results 
of former years, and base the amount by the 
percentage plan on the former sales, not 
ovelooking the fact that the advertising for 
any particular month must have a bearing on 
the business ,of the following month. 

The writer has never seen this plan sug- 
gested, but he believes it will work out to 
the advantage of the jeweler. 

First, plan to spend 60 per cent. of the 
entire appropriation during the entire twelve 
months, equally dividing it between the 
months. With a $1,000 annual appropriation 
this will be $50 a month for regular space 
and regular advertising. 

Second, the remaining 40 per cent. to be 
divided between the various periods when 
extra business is to be expected, such as the 
wedding seasons, Christmas, etc. Adding 
these additional amounts to the regular 
month’s appropriation there is an adequate 
increase in the expenditures to produce a 
maximum of business. 

It is just as important that the jeweler 
plan when to spend his money for advertising 
as to where he will spend it, or how he will 
write his advertising copy. In fact, the only 
advertising that will bring an adequate and 
consistent return to the jeweler is that which 
is planned properly from beginning to end. 

[THE END] 








Read the Jewelers Merchandising 
Calendar for helpful selling sugges- 
tions. 
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Improved Ben Hur Model 


Designed for men. A movable pin-bar at- 
tachment regulates the width of the band 
to fit the lugs of any modern strap watch. 
The Band opens in the center, is easily 
adjusted to conform to the wrist, and is 
fastened by a special safety lock. 


The ‘‘Amazon’’ for women is the same as 
the ‘‘Improved Ben Hur,’’ except that the 
band is narrower and the watch attach- 
ments are especially designed for the lugs 
of a woman’s wrist watch. 





Olympian Model 


Designed for men. Made with the same 
pin-bar watch attachments as the ‘‘Im- 
proved Ben Hur’’ Model. The ‘‘Olympian’’ 
expands to slip over the hand. After being 
properly adjusted to the wrist, it is held 
securely by a snap lock. 


The ‘‘Diana’’ for women is like the ‘‘Olym- 
pian’’ only narrower, and with attachments 
designed to fit the lugs of a woman’s wrist 
watch, 





BEAUTY they cannot resist—a watch- 
like workmanship and finish that liter- 
ally compels them to buy! 


Every man and woman in your com- 
munity who now wears a wrist watch— 
everyone who comes in to buy a wrist watch 
—is a prospect for one of the beautiful new 
Wadsworth Watch Bands. 


These Bands are made in Wadsworth 
Quality 14 kt. white or green gold filled— 
designed and fashioned with the same 
superb artistry as Wadsworth Watch Cases! 


The new Wadsworth Bands have special 
mechanical features by which they are 
quickly, easily and permanently adjusted to 
any modern wrist watch and any size wrist. 


Wadsworth Watch Bands are made in 
two distinctive types: One, the Olympian 
model for men, the Diana for women, which 
expands to slip over the hand. The other, 
the Improved Ben Hur model for men, the 
Amazon for women, which opens com- 
pletely to put on the wrist, and is held 
secure by a special safety lock. 


Order Wadsworth Watch Bands from 
your wholesaler—now! 


The Wadsworth Watch Case Company 


“Case Makers for the Leading Watch Movements” 
Dayton, Kentucky 


Offices: 


New York, 20 W. 47th Street San Francisco, 150 Post Street 
Chicago, 35 E. Wacker Drive (Jewelers’ Building) 








ADVERTISED RETAIL PRICES 


The “Improved Ben Hur” Model 
(for men) 

The “Amazon” Model (for women) 

The “Olympian” Model (for now 

The “Diana” Model (for women) $7.50 $8.50 


Plain Engraved 
$6.50 $7.50 IO» 











Wadswo rth 


‘VORKERS IN PRECIOUS METALS 


Sell new customers —re-sell old ones 
with beautiful Wadsworth Watch Bands! 
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The Horological Questionnaire 


Written Expressly for The Jewelers’ Circular by Lester B, Pratt 

















AutTHor’s NotE—Realizing that there is a scare- 
ity of competent watchmakers employed or engaged 
in the jewelry business, this article is written 
at the request of the technical editor for the pur- 
pose of interesting the younger generation in the 
selection of watchmaking as an occupation. Among 
the mechanical occupations, watchmaking stands 
pre-eminent as a clean, profitable business, elim- 
inating the monotonous routine of many other lines. 
The watchmaker has invariably been honored as 
the highest exponent of human mechanical skill, 
and delicate precision instruments of every de- 
scription come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of ac- 
curate time pieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, ‘“‘watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are “old 
stuff” to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from Technical Issue of April 6.) 


QuEsTION—Assuming that the spindle has 
been ground to the required diameter, how 
shall we proceed to lap it smooth and to fit 
the spindle bearings? 

Answer—For lapping the spindle, we shall 
require a lap as shown in Fig. 123. This lap 
should be made of brass, and is three-quar- 
ters of an inch in diameter by three-quarters 
of an inch in length. A quarter-inch hole 
should be drilled in the lap as shown at A. 
The lap should also be fitted with a closing 
screw (1% by 40 threads) and should be slot- 
ted as shown at B. We now have an ad- 
Justable lap that is quite suitable for lap- 
Ping our spindle to the required dimensions, 
but it is a good idea to try this lap on a 
quarter-inch rod in order to smooth it inside 
and get it in the very best condition for our 
lapping. Flour emery and oil is used for 
lapping the rod to size. Before we place the 
adjusting screw in position, we should spring 
the lap apart slightly by driving a wedge 
in the slot of the lap. Then when we place 
the screw in position, the spring of the lap 


will hold it firmly against the screw head. 

Assuming that the lap is in the proper 
condition for our work, then we may place 
the spindle in position in the lathe. It will 
be recalled that we used a taper brass lap 
for lapping out the taper hole in the end of 
the spindle; then we cleaned off this lap and 
used it to drive the spindle while grinding 
to size. We may use this same taper lap to 
drive the spindle during the lapping opera- 
tion, but we must be quite sure that the lap 
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Fic. 123 


runs perfectly true and is held securely in 
the chuck. If it is not true, we must make 
it so, even if we have to turn a new taper 
in order to attain perfect truth. If there is 
any risk of the spindle working loose on the 
taper while we are lapping it, we may drill 
through the cross hole and insert a pin, just 
as we did when turning the spindle. With 
the spindle held securely in this manner we 
may place the tail stock taper against the 
spindle and we are ready for lapping. 

The lap we have just completed should be 
placed on our spindle and the adjusting 
screw set so that the lap will just barely 
cling to the spindle. Then we place a small 
amount of flour emery and plenty of oil on 
the spindle and start the lapping operations 
at a speed of about 1,000 r. p. m. As soon as 
the “high spots” appear to be lapped smooth 
on the spindle then we may adjust the screw 
so that the lap will fit closer or, in other 
words, lap the spindle smaller. We must at 
all times keep the lap moving briskly back 
and forth, otherwise the emery will lump 
and grind grooves in our spindle. 





In all such lapping operations as we are 
doing it is very important that the lap fits 
the work closely at all times. If this condi- 
tion is not complied with, the weight of the 
work and the impossibility of holding it ex- 
actly right at all times, will cause it to lap 
out of round, or, if it is out of round at the 
start, the lap will be free to follow the 
original surface. If the lap fits, it will bear 
hardest on the “high spots” and lap them 
off. 

After we have run the lap over the work 
a short time, we may remove the lap from 
the spindle and clean off the emery with a 
soft cloth dipped in benzine. It will be noted 
that most of the grinding wheel marks have 
been lapped out. The spindle should be thor- 
oughly cleaned and allowed to stand idle 
until the heat caused by lapping is entirely 
gone. Then we may try the spindle in the 
bearings. When making this trial, we must 
be sure that both spindle and bearings are 
scrupulously clean and of the same tempera- 
ture. If we have done only a small amount 
of lapping, we will find that the spindle will 
not enter the bearings yet. Usually it takes 
quite a bit of lapping to remove .001 from 
a hardened steel spindle such as we are lap- 
ping, but at the same time we should “make 
haste slowly” in work of this character, as 
once the spindle is lapped too small for the 
bearings, there would be no recourse, ex- 
cept making a new spindle. Therefore, it is 
wise to lap a trifle, clean off the work thor- 
oughly and try it for fit. 


By following these rules carefully, we may 
finally lap the spindle down to the proper 
diameter, so that it will just fit into the 
bearings. This first fitting into the bearing 
should be very snug; in fact, it should be 
such a close fit that we can just barely turn 
the spindle in the bearings. This is the critical 
moment in any lapping operation, and the 
work may be a perfect job only by very care- 
ful manipulation. We will assume that our 
spindle has been lapped to the point where it 
fits into the bearings in this manner. Then 
we should clean the lap and spindle thor- 
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MI-EMPS! 


AN ANNOUNCEMENT 








TO THE TRADE: - 

It is with regret that we are compelled 
to delay the distribution of Mi-Emps to the Whole- 
sale Tool & Material houses for about thirty days 
from the date previously announced. 

This is due to the fact that the enormous 
advance demand for these glasses so far exceeded 
our anticipations that, in order to furnish all of 
the wholesalers with an adequate supply simultan- 
eously, it has been necessary to delay distribution 
until the required guantity will have been imported. 

This we are sure can be accomplished by 
the beginning of June, when a full supply will be 
available for you at your wholesaler, and until 


such time, we request your indulgence. 
Respectfully yours, 


HAMMEL, RIGLANDER & COMPANY 


Exclusive Wholesale Distributors 


NEW YORK . Bs Be 
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oughly, removing the screw from the lap so 
that we may clean off every grain of emery. 
Then the lap is placed on the spindle again 
and the screw set so that it fits closely. Next 
we shall apply some No. 2 diamantine and 
plenty of oil and proceed with the lapping, 
only in this case the lapping will be very 
slowly done and the spindle very highly pol- 
ished. However, we want to work very slow- 
ly at this stage of the operations, and we 
also want to obtain the very finest surface 
that is possible to obtain. After lapping with 
the diamantine for a few moments, then we 
may clean off the work carefully and try the 
spindle in the bearings. No doubt, we will 
find that the spindle fits more freely in the 
bearings at this point. Now, if the spindle 
appears to turn rather freely, we may run it 
at low speed in the lathe with the spindle 
held between the centers and the frame held 
loosely with one hand. Do not apply any 
diamantine during this trial, but use plenty 
of oil. The final fit should be so that the 
spindle will turn freely in the bearings with 
no perceptible “drag.” If, after running a 
few moments, it does not seem quite free, then 
we may apply a small amount of diamantine 
and run it a few moments. This is the final 
operation that should produce a perfect fit, 
and a perfect fit is obtained when the spindle 
will turn freely in the bearings and still have 
no perceptible side shake. 

QuesTion—Assuming that the spindle has 
been lapped to a perfect fit, how shall we 
proceed to grind the shell end of the spindle? 

Answer—Our first step in this operation 
will be to prepare the grinding wheel. This 
may be easily done by placing a fine grinding 
wheel in the taper chuck, and with a dia- 
mond tool true the face of the wheel and 
turn the edge to a 10 degree angle, with the 
major diameter of the wheel to the front 
of the wheel. 

Then we may place our traverse grinder 
with spindle and pulley assembled in position 
in the slide rest and center it accurately by 
means of the headstock center and tailstock 
center. The traverse grinder frame is sim- 
ply held loosely in the slide rest until the 
spindle is centered accurately, then it is se- 
cure in the slide rest. A small brass or steel 
collar should also be fitted to the spindle to 
hold it in one position while grinding the 
end. In this manner we guide the spindle 
with the slide rest screws. 

For grinding the end of the spindle, we 
shall drive the lathe head which carries our 
grinding wheel at high speed, and our tra- 
verse grinder, which we wish to grind, is 
driven at a low speed. A very light belt, or 
even a piece of stout twine, will answer 
for driving our traverse grinder spindle. 

The spindle may be ground either with 
the front edge or the back edge of the grind- 
ing wheel, but in either case we must be sure 
to have the spindle turn in the opposite di- 
rection from the grinding wheel. We may 
eliminate flying particles of dust from the 
grinding wheel, by taking plenty of oil on 
the wheel. 

To proceed with the grinding, we may 
move the end of the spindle up to the grind- 
ing wheel and take a light cut clear across 
the shell end of the spindle. As we made 
the shell end of the spindle .1975 in diameter, 
this measurement allowed us .001 for dis- 
tortion in hardening and grinding and lap- 
ping to the required size .1885, which will 
allow us .001 for lapping to fit the shell. The 
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Watchmakers as Inventors 





Broadcast by Carl W. Mitman, of the Smithsonian Institution, Washington, D. C. 




















N ONE of our modern encyclopedias ap- 

pears the statement that more basic in- 
ventions except those in electricity and in- 
dustrial chemistry are the results of efforts 
of watch and clock makers than of any 
other professional group. It is a statement 
that I can hardly doubt for I could con- 
sume many fifteen-minute periods in giving 
simply an alphabetical and chronological 
list of the names of inventors whose basic 











MATTHIAS BALDWIN 


mechanical experience was that’ of watch- 
making. 

We are all pretty generally agreed that 
the world today is a rather pleasant place 
to live in, particularly the United States, 
and were we to make a search for the 
causes back of our present standards of liv- 
ing we would eventually find three basic 








shoulder of the shell and the end of the 
spindle should be ground clean and smooth, 
and the length of the shell end should be 
ground so that it is a trifle less than the 
shell. 

QuEsTIoON—How shall we proceed to lap 
the shell to fit the shell end of the spindle? 

ANSWER—We may make a small slotted 
lap similar to the lap we used for lapping the 
spindle bearings. As to length, it may be 
about half as long again as the shell and the 
diameter such that it can be opened to full 
.1875. Then we may insert the shell in a 
wire chuck that will hold it true and pro- 
ceed to lap it smooth and to .1875. The end 
of the shell which fits against the shoulder 
may be stoned off smooth with an oilstone 
held against this end. The inside corner of 
the shell should be champfered so there will 
be no sharp corner. This is done with an 
aluminum cone. 

(To be continued) 








ones—first, our wealth of natural re- 
sources; second, our intensive application 
of mechanical power and tools in the ex- 
ploitation of these resources; and third, the 
thorough development of our transportation 
systems for the distribution of commodities. 
Our resources were placed here during the 
formation of the earth and simply awaited 
discovery by our ancestors, but it was 
James Watt by his invention of the 
separate condenser who made possible the 
development of the true steam engine, 
which, in turn, brought about what is 
sometimes called “the industrial revolu- 
tion,” from which time mechanical power 
and mechanical contrivances gradually re- 
placed hand power and hand appliances. 

Whether the story of Watt and the tea- 
kettle is authentic or not, is .immaterial. 
We know that his father’s business of sell- 
ing ship’s supplies in Glasgow, Scotland, 
did not appeal to young Watt and he went 
to London and paid the sum of $500 a year 
to a master of the Watchmakers’ Guild 
for instruction in the watchmaker’s art. 
After an apprenticeship lasting two years 
he had advanced on his own ability to such 
an extent that he set up shop in Glasgow 
as an instrument maker. His chief work 
was that of repairing and constructing the 
scientific instruments used at the University 
of Glasgow, and on one occasion a working 
model of a Newcomen atmospheric engine 
was sent to him for repairs. This was the 
first steam engine that Watt had ever seen 
and it was while working on it that he 
made his discovery that by the use of a 
separate vessel for condensing the steam 
greater efficiency and more work could be 
obtained from the Newcomen engine. 

As we look back today, we can see that 
the most direct effect of Watt’s invention 
was the gradual development of machines 
to replace hand labor, giving employment to 
many where formerly there were openings 
for a few, with the result that in a com- 
paratively short time the production of in- 
dustrial commodities increased. This in- 
crease, in turn, brought to light the short- 
comings and the inadequacy of the prevail- 
ing means of transportation. A few fear- 
less men in England boldly suggested the 
use of steam engines on wheels as a solu- 
tion to the problem and proceeded to build 
engines to prove their claim. Richard Tre- 
vithick was one of these individuals, but 
the locomotives that he built were unable 
to stand the test.as to their economic value. 

Another Englishman who believed as did 
Trevithick was George Stephenson, and it 
was he who constructed a locomotive which 
definitely proved the superiority of the 
steam engine over the horse and brought 
about the beginning of the “iron horse era.” 
Stephenson received his early training about 
the coal mines in the north of England, 
first as a pumping engine man and later 
as an engineer. His wages were very low: 
he appreciated the value of an education 
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MADE BY 
=WPECIAL- Kou & D 
ENDRICK AVIS CO. 


LEBANON, NEW HAMPSHIRE 


CRYSTAL 
GRINDING 
OUTFIT 






for 


Jewelers 





The See Grinding Machine is a practical and com- 
pact outfit which enables jewelers to grind or retouch any 
shape watch crystal speedily and with a minimum of effort. 


The Motor is made by the Kendrick & Davis Co. and 
will operate on either Direct or Alternating current. No 
adjustments are necessary—it is set to run at 1,000 revolu- 
tions a minute which, according to experiments, is the best 
speed for grinding. The on and off switch is placed where 
it is handiest; in the wood base right in front of the Motor. 


Since the Motor has a double spindle, the jeweler always 
has two wheels at his service. THREE wheels are furnished 
—two of CROWN ALOXITE (a special compound for 
glass grinding and finishing, found most practical for fitting 
edged glasses) and one of India Stone which is used for 
high-speed cutting. The japanned splash tanks are con- 





When not in use the 


Motor con be pro, structed with large openings, making it easy to transfer the 
tected from dust an ‘ 

+e ane gg sar wheels. The tank hoods are well curved to prevent 
cover. Cabinet and splashing. 


all, the outfit meas- 
ures 10%” x 734” x 
614” high and weighs 
but 1034 Ibs. 











$ 39-90 
COMPLETE—READY FOR ACTION 


Ws=>_— Order From Your Jobber Sy 


SUSSFELD, LORSCH & SCHIMMEL 


153 W. 23rd St. SOLE WHOLESALE DISTRIBUTORS New York, N. Y. 
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which he did not possess; and he was most 
anxious that his only son should be edu- 
cated. He secured whatever extra work 
and money he could, which came mainly 
from the repair of the time-pieces of the 
townspeople in the several towns in which 
he lived. It was through the experience 
which he thus gained combined with his 
experiences with the Newcomen and Watt 
pumping engines that he was enabled to 
develop and construct in 1825 the locomo- 
tive “Locomotion,” the first practical steam 
locomotive in the world. 

Several years ago I came across a little 
squib which illustrates rather well the re- 
lationship which now exists between the 
manufacturing and transportation indus- 
tries. It went something like this: “My 
son, the chickens we eat all come from 
little eggs.” “That’s funny,” said the son, 
“T always thought it was just the reverse.” 
In other words, the manufacturer today 
must have a transportation service and the 
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transportation industry must have goods to 
carry. Both of these industries received 
their impetus from the discoveries and 
work of Watt and Stephenson whose chief 
training was that of watchmaking, and both 
have advanced and developed materially 
through the discoveries and efforts of men 
of like training, 

It is generally conceded that many new 
discoveries are the product of several 
brains, and while this may be true in our 
day of almost instantaneous communication, 
it can hardly be said of the fifty-year period 
following the signing of the Declaration of 
Independence. Then it was physically pos- 
sible for neighbors, as it were, to be work- 
ing on and developing the same idea with- 
out any knowledge, one of the other. 
Knowing what we do today, we are prone 
to be rather hard on our forefathers who 
at the beginning of the 19th century looked 
with scorn and derision upon the men who 
advanced what the majority thought were 
impossible ideas, but I doubt whether much 
of this skepticism of new ideas has entirely 
disappeared even today; in proof of which 
let me ask what you who were twenty-one 
or over in 1900 thought of the men who 
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were interested in flying machines. It was 
skepticism such as this that undoubtedly 
robbed the United States of the credit of 
the invention of the locomotive, for, as 
early as 1786, Oliver Evans of Philadelphia 
asked the Legislature of Pennsylvania, and 
later of Maryland, for the sole right to 
operate carriages propelled by steam on 
the highways. Separated as he was by 
thousands of miles of water from England, 
it is not hard to believe that his work was 
original with him and not an improvement 
on something that had been developed else- 
where. The Pennsylvania Legislature re- 
fused Evans’ request but the Maryland 
Legislature granted it on the ground that 
no harm could be done anybody. But with 
this monopolistic grant no capital was ob- 
tained, even after he had built a four-horse- 
power steamboat in 1804, put wheels under 
it, and ran it through the streets of Phila- 
delphia as proof of the soundness of his 
ideas, and had gone so far as to bet $3,000 
that he could build a steam wagon to run 
on a level road against the fastest horse 
anyone could produce. ‘His entreaties fell 
on deaf ears and it required the importa- 
tion of a locomotive from England twenty- 
five years later to convince a very few that 
the steam locomotive not only could move 
without being pulled by a horse but that 
it could transport merchandise more cheaply 
than the horse. 

The constant hammering which the pub- 
lic generally in our own country received 
from such men as Evans, Dearborn, Stev- 
ens and Cooper, brought about gradually 
the acceptance of the idea that the railway 
was the best means of obtaining better 
transportation. But the people were not 
convinced that the steam locomotive should 
be the power used. Several of the rail- 
roads, chiefly the Baltimore & Ohio and 
the South Carolina, had already received 
their charters and were planning to install 
horse-drawn carriages, when, as a result of 
the successful trials on the Baltimore & 
Ohio tracks of an experimental locomotive, 
built by Peter Cooper in 1829, he being 
financially able to prove his assertions as 
to the steam locomotive, the Baltimore & 
Ohio changed its plans and offered a prize 
of $4,000 for a steam locomotive capable 
of pulling fifteen tons at the rate of fifteen 
miles an hour. In due time the company 
received five locomotives, two of which were 
made by watchmakers in Philadelphia, 
namely, Stacey Costell and Ezekial Childs. 

The radical policy of the Baltimore & 
Ohio Railroad in ordering a steam locomo- 
tive, coupled with the fact that the Dela- 
ware & Hudson Company had ordered 
four locomotives from ‘England, aroused 
more and more public interest in the steam 
locomotive, and in 1829 the Philadelphia 
Museum endeavored to satisfy this interest 
by exhibiting a working model of a loco- 
motive. The Museum secured the services 
of Matthias W. Baldwin to build it. Bald- 
win was a watchmaker and just prior to 
this time had enlarged his establishment to 
manufacture book-binding tools and ma- 
chinery for calico printing. He had also 
just completed a miniature steam engine. 
The model locomotive he built for the Mu- 
seum drew two miniature coaches on a cir- 
cular track. As a result of this work and 
the skill which he showed in the construc- 
tion of the model, the officials of the newly 
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organized Philadelphia, Germantown & 
Norristown Railroad Company sought Mr. 
Baldwin’s services in the construction of a 
full-sized locomotive for their railroad. He 
accepted and built “Old Ironsides,’ which 
was tried out in the latter part of 1832, 
and its trial marked the first movement by 
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steam on a railroad in the State of Penn- 
sylvania. Baldwin thereafter continues 
building locomotives and organized the 
well-known Baldwin Locomotive Works. 
About the time Oliver Evans was plead- 
ing for capital to build his steam-propelled 
road vehicles, John Fitch was pleading for 
capital to build a steamboat. When quits 
young he left home and apprenticed himself 





J. R. BROWN 


to a Connecticut watchmaker. This man, 
however, was of the type who _ believed 
that to teach an apprentice anything would 
decrease the amount of work accruing to 
himself, and accordingly he kept his tools 
under lock and key and did his repair work 
as far away from Fitch as possible. It 
was only by stealing the tools when the 
master was away, and by slyly watching 
him work that Fitch acquired all of his 
knowledge of mechanics. Apparently it 
was sufficient, however, for a few years 
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re UNBREAKABLE WATCH CRYSTALS 
national 





GUARANTEED TO 
JEWELER AND CONSUMER 





Clear and White 


“WW HY should I have another brittle glass crystal 

put in my watch>?’’ People are asking. For 
national advertising in The Saturday Evening Post 
is making them want genuine G-S Unbreakable Crys- 
tals . . . making them look for the G-S Sign. The 
store with the G-S Sign is the one that is getting the 


crystal business. 


A complete stock of G-S crystals costs less than a 
fifth as much as glass. No losses through breakage. 
We exchange any crystals or unpopular sizes free. 
We guarantee G-S crystals to both jeweler and con- 
sumer. his guarantee applies to every crystal that 
comes in a G-S envelope, but not to any imitations. 


Round G-S crystals are inserted by machine; even 
an untrained girl can do the work in 30 or 40 seconds. 
Fancy shapes quickly inserted by hand. You can 
advertise ““G-S Unbreakable Watch Crystals In- 
serted While You Wait’’ if you want to . . . and 
guarantee them. 


Write for our interesting proposition 


Prices of Outfits 





Fancy G-S Crystals 


No. 1 Outfit—$25. Consists of 
1 gross fancy G-S crystals (47 
shapes)—4 crystals per shape 
for all ladies’ watches, 2 crys- 
tals per shape for men’s 
watches—partitioned mahogany 
finished wood cabinet. 


No. 2 Outfit—$13.50. Consists 
of % gross G-S fancy crystals 
(47 shapes)—2 crystals per 
shape for ladies’ most popular 
watches, 1 erystal each of all 
other shapes, both ladies’ and 
men’s watches, partitioned ma- 
hogany finished wood cabinet. 


Additional fancy crystals $2.08 
per dozen. 


Round G-S Crystals 


No. 3 Outfit—$48. Consists of 
inserting machine with mahog- 
any finished cabinet containing 
4 gross of G-S crystals (6 of 
each size) for fitting each size 
watch. <A set of special thin 
crystals for hunting cases, if 
desired. 


No. 4 Outfit—$36. Consists of 
inserting machine with mahog- 
any finished cabinet containing 
2 gross of G-S crystals (3 of 
each size) for fitting each size 
watch, <A set of special thin 
erystals for hunting cases, if 
desired. 


Additional crystals $7 per gross. 
75e per dozen. 


All prices F. O. B. Rochester 


Do not confuse G-S with celluloid imitations. 


Germanow-Simon Machine Co., Rochester, N.Y. 


This advertisement appears in the 
April 23 issue of 


The Saturday Evening Post. 


Similar advertisements are being 
published on a regular schedule. 
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later in 1786, through his own efforts he 
accumulated sufficient money to build a 
steamboat which made regular trips on the 
Delaware River between Philadelphia and 
Trenton. 

The establishment of the new industrial 
order early in the 19th century brought 
with it vast opportunities for the applica- 
tion of inventive talents and the watch and 
clock makers are well represented in the 
real inventions which were made during 
this century. It was Joseph Rogers Brown, 
a New England clockmaker, a number of 
whose tower clocks are still in use after 
seventy-five years, who in 1850 invented 
the first automatic machine in the United 
States for graduating rules and which is 
still in use meeting all the requirements of 
modern accuracy. He, too, in 1852, intro- 
duced the vernier caliper reading to a thou- 
sandth of an inch and built the first univer- 
sal grinding machine. While apprenticed 
to a Boston watch and instrument maker, 
Elias Howe overheard a customer remark 
that a fortune awaited the man who could 
invent a sewing machine, and four years 
later in 1846 he received his sewing 
machine patent. 

The reams of printed matter available to 
us today, whether books, magazines, or 
newspapers, were made possible by a citi- 
zen of the United States, Ottman Mergen- 
thaler, who emigrated from Germany in 
1872 with nothing but his completed ap- 
prenticeship as an expert watchmaker and 
thirty dollars in cash. Twelve years later 
he successfully demonstrated his new idea 
of setting type mechanically and_ subse- 
quently offered to the world the Linotype. 

I believe you will agree, from what I 
have been able to tell you in this short 
time, that the brain of the watchmaker, as 
a class, is wonderfully versatile. As a fur- 
ther proof of this and in closing, let me 
read the epitaph which a watchmaker com- 
posed for himself more than a hundred 
years ago. Some one else, of course, filled 
in the date of his death. 

“Here lies in a horizontal position the 

outside case of 
George Routledge, Watchmaker. 

Integrity was the mainspring and pru- 
dence the regulator of all the ac- 
tions of his life; humane, generous, 
and liberal, 

His hand never stopped till he had 
relieved distress. 

So nicely regulated were his move- 
ments that he never went wrong, 
except when set going by people 
who did not know his key. 

Even then he was easily set right 
again, 

He had the art of disposing of his 
time so well, that his hours glided 
away, his pulse stopped beating. 

He ran down November 14, 1801, 
aged 57, 

In hopes of being taken in hand by 
his Maker, 

Thoroughly cleaned, repaired, wound 

up, and set going in the world to 
come, when 

Time shall be no more.” 








George A. Stein has rented a recently re- 
modeled store room at Manheim, Pa., in 
which he is opening a jewelry store and re- 
pair shop, 
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Geneva Observatory 


N Monday evening, at the beginning of 

the meeting of the Class for Industry 
and Commerce of the Arts Society, Prof. 
Raoul Gautier, Director of the Geneva 
Observatory, read his report on the 1926 
chronometer contests. 

In 1926 the chronometric service of the 
Observatory dealt with 180 chronometers 
(163 in 1925): 3 marine chronometers, and 
177 pocket chronometers, or deck-watches 
taking part in the first class tests. No 
watches were entered last year for the second 
class tests, nor for those for “complicated 
pieces. Besides, these 177 chronometers 
alone are of interest for the contests; and 
not even all of them, as these tests have 
resulted in 152 bulletins only (25 failures) ; 
moreover, from this number should be de- 
ducted 29 pieces, two of which are from 
outside the canton and 27 Genevese which 
have been entered twe, and some even three 
times. The contest for this class therefore 
applied to 123 chronometers only (114 in 
1925 and 115 in 1924). 

This 1926 contest the third of two series 
of parallel contests instituted by the class: 
One, contest A, for pocket chronometers, up 
to 43 mm. size; the other, contest B, for 
deck chronometers, larger than 43 mm. 

Calculations are, however, made accord- 
ing to the same formula since 1908, corre- 
sponding to an unattainable maximum of 
1,000 points. But, in consideration of the 
difference of the size of the chronomters, 
the requirements for obtaining prizes are 
much stricter for the pieces entering contest 
B. Very fine results have been registered 
this year in both series of contest. 

Out of the 123 chronometers, 54 have par- 
ticipated in contest A and 69 in contest B. 
The participation of the various manufac- 
turers and adjusters was as follows: Con- 
test A, 5 manufacturers and 10 adjusters; 
contest B, 5 manufacturers and 7 adjusters; 
there is a slight progress over last year. As 
to the series contests in which only such 
contestants participate who have manu- 
factured or adjusted at least 5 chronometers 
(for this the average of the 5 best per- 
formances is taken), we find: for contest A, 
3 manufacturers and 3 adjusters; for con- 
test B, 3 manufacturers and 4 adjusters. 

R. Gautier winds up his report by stating 
that, when comparing the 1926 contests to 
the contests of the two preceding years, 
they may possibly not show such outstanding 
results, but that, on the whole they are more 
satisfactory. This is due to the higher pro- 
portion of rewards in 1926. 

The following outlines the results of the 
different contests, as arrived at by the 
bureau of the class upon the proposition of 
the director of the observatory, and voted on 
at a meeting by the class itself: 


Single Pieces 


Peints Manufacturers Adjusters 
Contest A—54 Pocket Chronometers 

First Prizes: 

827 Patek, Philippe & Co....... Golay-Audemars 

802 Patek, Philippe & Co....... Golay-Audemars 

778 Vacheron & Constantin..... E. Olivier 
Second Prizes: 

772 Montres Niton S. A....... H. Wehrli 

771 Patek, Philippe & Co.......Modoux 

770 Vacheron & Constantin....E. Olivier 

760 Patek, Philippe & Co....... Golay-Audemars 

759 Vacheron & Constantin....E. Olivier 


9 third prizes from 741 to 719 points 
23 Honorable Mentions from. 700 to 619 points. 
Contest B—69 Deck Chronometers 
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First Prizes: 
SAR Ra ore citer xe David Perret 
830 Patek, Philippe & Co.......Modoux 
814 Patek, Philippe & Co....... Golay-Audemars 
800 Patek, Philippe & Co....... H. Wehrli 
Second Prizes: 
FOO” EAR ow ccee Sinz asics David Perret 
FO RAM 6 8 eis so rersawe ws David Perret 
784 Patek, Philippe & Co....... Golay-Audemars 
780 Patek, Philippe & Co....... Modoux 
TEE EDRUGUUIOS wiidc ive Sacwkc cue David Perret 
768 Patek Philippe & Co....... Modoux 
AGS. TMGBORG 6p: case wigtere ue as David Perret 


13 third prizes, from 763 to 725: points. 
35 Honorable mentions, from 721 to 603 points. 


Contest of Series 


Contest A Manufacturers 
First prizes Average 777.6 Patek, Philippe & Co. 


bo 


and.... 757.6 Vacheron & Constantin 
Tl Mention 20.6 ccwcs 543.4 Horological School 
(Class of M.J.Addor) 
Adjusters: 
2 Fitst prizes 2.2... 757.6 E. Olivier 
and.... 755.8 Golay-Audemars 
1 Second price .. . 728.2 Modoux 
Contest B Manufacturers 
2 Firat prices . 2.5. 801.6 Patek, Philippe & Co. 
and.... 793.4 Longines 
1 Hon. Mention ..... 710.4 Vacheron & Constantin 
Adjusters 
1 Firat prisz€ 2.0.2: 793.4 David Perret 
2 Second Prizes ..... 780.2 Modoux 


aNG<... 
1 Hon. Mention ..... 


769.2 Golay-Audemars 
710.4 E. Olivier 
SPECIAL PRIZES 
Prize of Average Daily Variations 

Contest A: No. 54+ Os. 19, manufacturer: 
Vacheron & Constantin; aduster: E. Olivier. Con- 
test B: No. 82+ Os. 15, manufacturer: Longines; 
aduster: D. Perret. 

Prize of Average Running Performance 

Contest A: No. 54:—Os. 08, manufacturer: 
Vacheron & Constantin; aduster: E. Olivier. Con- 
test Bs No. 156+0Os. 09, manufacturer: Patek, 
Philippe & Co.; aduster: F. Modoux. 
Prize of Geneva Watch-Manufacturers to Adjuster- 

Beginners. 

Prize of first bulletin at first class Observatory 
tests, to Messrs, Cosandey, Desjacques, Huguenin, 
Hattum, Serex (pupils ot the Horological School.) 


GUILLAUME PRIZE 

In 1926 the Society of United Hairsprings 
Manuiacturers have for the third time put 
at the disposal of the Geneva Observatory, 
as they also have done for the Neuchatel 
Obeservatory, a sum of one thousand francs 
to be used as a “reward to adjusters who 
would obtain the best results at the annual 
contests.” Repeating the decision taken in 
1924 and 1925, the Observatory again divided 
this sum into four prizes (of 406, 300, 200 
and 100 frs. respectively) to be awarded 
to the four adjusters coming out ahead in 
the series contests, by computing their best 
results in the whole of the two contests A 
and B. Consequently, the following averages 
were obtained for the five best adjustments 
of five contestants instead of four: 
First prize 797.8 Golay-Audemars 
Second prize 793.4 David Perret 
third prize 782.4 F. Modoux 
Fourth prize even 757.6 E. Olivier 

757.6 H. Wehru 

The fourth prize could have been divided 
evenly between the two adjusters, but this 
would have reduced it to 50 frs. only for 
each one, which would have been altogether 
too meagre. 

Fortunately a friend of the Observatory 
who wishes to remain strictly anonymous, 
surmounted the difficulty by presenting an 
additional sum of 100 frs. for the fifth con- 
testant, so that the total amount of the fourth 
prize will go to each one of the winners, 
as originally intended. 





(Continued on page 148) 








142 THE JEWELERS’ CIRCULAR May 4, 1927 


IN STOCK— 
READY 


FOR 


IMMEDIATE [gy / 
DELIVERY [hu 








hy 
Wi 
ced 











—Insist on being shown!— 














a \ ( 
Shaped like a Chevee CROWN CHEVEE 
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[Answers are also solicited from our readers to the questions published on this page.| 
No attention paid to communications unless accompanied by full name and address of the writer. 


Question No. 4117—-Making — Drills— 
In “Modern Methods in Horology,’ Mr. Grani 
Hood suggests that every watchmaker should 
learn how to make his own drills, and he 
tells how to go about it. A piece of steel so 
small (the drill) needs some protection to 
prevent it from being burned while harden- 
ing. A small copper tube closed at one end 
just large enough to hold the drill will pro- 
tect it from contact with the flame and pre- 
vent it from being too quickly heated. Good 
and well, but how can one see when the drill 
gets cherry red? Can you tell me 
how?—J. B. 

ANSWER.—We will assume that you wish 
to make very small drills such as a watch- 
maker would use for pivoting. Very small 
drills may be hardened in the air simply by 
heating to a cherry red and then waving in 
air rapidly to quench them. However, this 
may be applied only to very small drills 
and only one may be hardened at one time. 
Many drills may be hardened single by heat- 
ing to a cherry red and plunging into bees- 
wax; however, these methods are used only 
for single jobs where a drill is required in 
a hurry. If you wish to harden a quantity 
at one time which is really the most 
economical way to handle such jobs, then 
get a piece of gas pipe about the same 
length as the drills, fit a cap on each end 
and when you are ready to harden drills 
simply fill this pipe full of drills and then 
pack solid with clean white sand and screw 
extra cap in balance and you have compact 
most of the drills that are ready to be 
hardened. Your pack is most conveniently 
heated in a crucible furnace as the hardening 
heat is to be cherry red; it is simply a mat- 
ter of retaining this heat for a few moments 
after it is reached, then you are sure the 
pack is heated clear through. When the 
pack is heated then it may be removed from 
the furnace and quenched in cold water. If 
the drills are clear steel when they are 
placed in the pack they are then a clear 
grey color when removed after hardening. 
The sole and only secret of getting the 
drills heated to the proper heat when in a 
closed-in tube of any kind is simply to retain 
heat a sufficient period to allow it to penetrate 
clear through. 


Question No, 4118—Railroad Watches— 
How much poise should a balance in a rail- 
road watch have; I do not mean almost, near 
or in poise:—should it be absolutely. When 
one says “absolutely in poise” that is about 
full. Will a railroad watch run and keep 
time with a degree of accuracy when the 
balance is just slightly (almost perfect 


poise) but not absolutely in poise? 
ANswerR.—If you wish a railroad watch te 








be as near perfect as possible this means 
that the balance must be absolutely in poise. 
We do not mean maybe. To poise a balance 
so it is absolutely in poise as you say is not 
such an exceedingly hard job as you seem 
to imply. Of course you must bear in mind 
that before you can proceed to poise the 
halance you must be certain that the pivots 
are both the same size and very highly 
polished, also be sure that a roller jewel is 
set properly and with no surplus. The 
balance may be poised in calipers or jaw 
calipers; also the writer prefers poise calipers 
and feels it is the most accurate tool if 
properly handled ; however, perfect work may 
be done with any tool. The main idea is 
to stick to it until you are sure the balance 
is absolutely in poise. You cannot expect 
the best rate possible in any watch unless 
everything is absolutely perfect. This 
applies not only to the balances but all 
other parts of the movement. 

No. 2—How many carats (diamonds) 
will it take to weigh one ounce? Or what 
part of an ounce would a carat equal? 

ANsWER.—It will require approximately 
155% carats to weigh one ounce. The exact 
figures is 155.515 carats. 

Question No. 4119 —Dry Cell Electro- 
Plating—J have been looking for some 
time for the battery hook-up to do gold 
plating but have been unable to get 
proper imformation. I would be much 
pleased if you could give me drawing or ex- 
plain fully how to do gold plating with dry 
cell batteries.—O. E. 

ANSWER.—If you wish to do plating of 
any kind with dry cells it is a very simple 
matter to connect the cells for such work. 
The carbon is the positive pole and your 
anode wire should be attached to this. Your 
zinc pole is the negative and the cathode 
wires should be attached to the zinc. In 
almost any kind of plating you should have 
two or more cells, which may be readily 
connected together by running a short piece 
of wire from the carbon of one cell to the 
zinc of the next cell, then any number of 
cells may be connected together in this man- 
ner. For Roman coloring you will find 
about two cells most convenient, but if you 
wish to do rose finish you will possibly need 
from four to six cells and more current is 
required to produce right deposit. Also 
please bear in mind that hot solutions will 
require less current than cold solutions. 

Question No. 4120.—We are a subscriber 
to THE JEWELERS’ CIRCULAR and would like 
to have you give us, m simple language, 
some information regarding the refining of 
platinum so that we can remove all precious 
metals from same. 
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ANSWER.—If you have scrap platinum 
which you wish to refine the first step will 
be to melt the metal with an oxy-hydrogen 
torch and pour the metal into cold water in 
order to break up into fine granules. If the 
molten metal is allowed to drop on inclined 
iron plates and then into the cold water this 
will assist greatly in the granulations. The 
granules may then be collected and placed 
in Pyres beakers of suitable size. Make up 
a mixture of aqua regia consisting of four 
parts C. P. hydrochloric acid and one part 
C. P. nitric acid. You will require about 
four parts aqua regia six volumes to one 
part of metal. The beaker should be placed 
on a hot plate and gently heated until all 
soluble metal is in solution, then the solu- 
tion should be evaporated to a very small 
bulk taking up with a small amount of 
hydrochloric acid and clear water. It should 
then be passed through filter to remove silver 
chloride and all dirt and foreign matter. The 
clear filter solution should be placed on a 
hot plate where temperature of 150 degrees 
can be maintained and the solution is then 
saturated with ammonium chloride. This 
solution should be allowed to stand over 
night and the platinum will all be precipi- 
tated as ammonia chloroplatinate. The clear 
solution should again be passed through filter 
paper, which will collect all of the ammonia 
chloro-platinate, which should be washed 
several times with a 20 per cent solution of 
ammonia chloride, then thoroughly dried and 
precipitated, together with filter paper and 
should be placed in clear crucible and heated 
as hot as possible in a gas furnace, which will 
leave residue of sponge platinum, which will 
be readily reduced to metal with the oxy- 
hydrogen torch. 





Origin of the Pin 





HERE is~* much conjecture as to the 

origin of the ordinary pin, the prede- 
cessor of the pin uscd for bar pins, etc. 
This now commonplace article is mentioned 
as far back as 1347 when 12,000 of the then 
valuable requisites were added to the 
equipment of Joanna, daughter of Edward 
III. About the year mentioned, she was 
affanced to Peter the Cruel. Pins were 
made in England in the 14th century when 
statutory provisions prohibited their impor- 
tation from other countries. When Henry 
IV ascended the throne in 1399 as king of 
England, the art of pin-making had already 
been developed considerably. 








A great commotion was heard in the dark- 
ness below. Rough noises, stamping of feet, 
scraping and bumping of furniture on a pol- 
ished floor. A stifled voice, then a shout. 

“There’s a man in the house. There’s a 
man in the house, I tell you!” The lights 
were switched on, but only the son of the 
household was to be seen below in the dimly 
lighted hallway. An elderly woman crying: 
“Are you hurt, my boy, are you hurt?” 

“No, Mother,” as he gently gathered ker 
in his arms. The father, weapon drawn, 
shouting: “Where is the man? Where is 
the man?” 

“Here,” called the boy. 
twenty-first birthday.” 

—Northwestern Purple Parrot 


“Tonight’s my 
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Notice of I Removal 





We are now located in our new premises 


182 Broadway 


Entrance, 2 John Street Telephone Cortlandt 1156 


The W. Green Electric Co. 


Makers of Polishing Motors, Dust Collectors, 
Electro-Plating Dynamos, Motor-Generator Sets, 
“SAL-HYDE” ELECTRO-PLATING SALTS 
and General Plating Equipment. 


Announcement :— 


The general trade will be interested to know we have 
moved to new quarters; 182 Broadway, (corner of John 
St.), New York, where our new premises are fitted up 
exclusively as sales and showrooms for the exhibition 
of individual Polishing, Buffing, Grinding and Drilling 
motors, Electro-Plating Machines and Generator Sets, 
and the “Sal-Hyde” Electro-plating Salts. At the new 
showrooms are displayed all machines and plants in 
active working condition and in all sizes. <A_ special 
department is devoted to demonstrating and teaching the 
trade without any charge the correct methods of electro- 
plating in gold, silver, platinum, copper and nickel. The 
trade is cordially invited to visit the new headquarters. 
A new issue, a small, concise and condensed illustrated 
catalog, showing all the features embodied in the line, 
may be had gratis by writing for bulletin E97. 








HOOVER & STRONG. INC. 


—Netallurgists 


Qrrice ann Works, 119 West TUPPER STREET 
BUFFALO, N.Y. U.S.A. 


LPs 








Your Personal Pride 


in Your Workmanship 


The force of professional pride, which de- 
mands exquisite perfection and nothing less, 
directs your choice to 


Hoover White Gold 


It is business economy to use Hoover White 
Gold which is white and stays white. 


Ship us your accumulation of sweeps 
and scraps for refining. Our efficient 
and reliable service will please you. 








~~ 


| 
Golden Rule Refiners- Since J O12 
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And so in 
Platinum— 


HE recognized position of leader- 

ship enjoyed by Handy & Har- 
man in the field of silver is evidence 
of their ability to serve you well in 
the field of platinum. A firm with the 
standing of Handy & Harman can af- 
ford only to excel in all its depart- 
ments. 

With special emphasis on platinum, 
you will find Handy & Harman’s 
prices reasonable, quality high, and 
terms satisfactory. 


HANDY & HARMAN 


57 WILLIAM STREET 
NEw YorK CITY 
Dealers in and Refiners of Precious Metals. 
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Gold, Silver 


and 


Platinum 
Refiners and Assayers 


B. HAGSTOZ @ SOR 
709 Sansom St., Philadelphia 

















NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 
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Shop Efficiency 








Written Expressly for The Jewelers’ Circular by S. J. Haines 

















HIS article will be found of interest to 

the small manufacturing jeweler employ- 
ing men. The majority of these shops have 
grown irom a place where the boss started 
a one man shop. As he became more firmly 
established he hired more men but continues 
to operate with equipment and methods that 
are a constant drain on the profits of the 
business. 

The old muffle furnace with its sand 
crucibles and tongs should not be used for 
melting small quantities of metal as it re- 
quires running the motor to operate the 
blower and takes much longer than an 
oxygen torch also the cup crucibles with 
the metal holders supplied with these out- 
fits are more easily handled in pouring. 


A sand casting outfit should replace cuttle-. 


bone -whenever possible and a good set of 
models should be kept on hand. Men whose 
work requires much drilling should have a 
small drill on their bench and the general 
shop drill should be kept up. Much time is 
lost drilling with a machine that is not true 
and in sharpening broken drills. Power 
rolls are a necessity and will pay for them- 
selves in time saved. A good stout lathe 
head with a loose pulley belted short from 
a strong motor and equipped with a dust 
collector should be used for polishing. A 
motor with spindles attached will not hold 
up under steady polishing. 

Hollow and solid wires in all colors, jump 
rings, both over and round, should be plenti- 
ful and kept at a fixed location in the shop. 

The apprentice should be held responsible 
for keeping this stock up as well as split 
shanks, scarf pins, etc. It is not profitable 
for a workman to leave his bench to cast 
one standard shank for a job when six or 
more could be cast and kept in stock. 


The finding cabinet should be well stocked 
with such articles as bracelet joints, catches 
and springs for flexible bracelets, gold and 
silver balls, assorted chains, pendant loops, 
elk dials and heads, earring posts and backs, 
etc., and kept close to the men using this 
material the most. A good assortment of 
sizes and shapes of each article will call for 
the outlay of considerable money at tirst, 
but when you consider the man’s time 
wanted in fitting some oversize post to a 
job or making same, it will be an invest- 
ment worth while. 


Workmen become most efficient on the 
class of work they have done most fre- 
quently. The work should be distributed 
accordingly but it becomes necessary to give 
one man’s work to another at times. The 
slowest man’s time should be made the basis 
for prices, if you know him to be a com- 
petent workman. Any extra profit that ac- 
crues from the fast workman’s time on 
certain classes of work will be offset when 
he in turn does a piece of work that he is 
not so familiar with or through the breaking 
or loss of stones, etc. Actual time, not 
approximate, should be required on every 
job both new work and repairs. Encourage 


your men to do this regardless of any mis- 
fortune they may have with a job, explain- 
ing it is your only means of balancing the 
loss of time with the billing of other work. 
Impress on them that it is not for the 
purpose of comparison with the other’s time 
or criticism of their ability in any way but 
only for the purpose mentioned above. 

This co-operation will save you many 
dollars as it discourages your men making 
their time agree with the faster man and in 
putting down regular time on jobs that 
through some “bad luck” has taken much 
longer. This, unknown to you is a total 
loss as you have no opportunity to make it 
up on something else. 

A large clock put in a position where it 
can be seen by ail should be a part of 
every shop. 

Supplies such as charcoal blocks, binding 
wire, borax, chloride of gold, polishing 
brushes, files, saws, emery cloth and your 
finding material should be bought in quanti- 
ties from the manufacturer or his agents. 
The floor polishing lathe and sink should 
be swept and cleaned daily. This enables 
you to find articles that are lost more 
readily. 

Good ventilation and sanitary conditions 
are important to your employes and cus- 
tomers. 

The odor so common in small shops is 
caused by the barrels placed under the wash- 
out sink. As they remain in position for 
one year in most shops it is only natural 
that they give off a foul odor. This com- 
bined with the fumes from the melting bench 
when not properly hooded and piped to a 
flue give some shops a very disagreeable 


odor. This is not only injurious to your . 


employes health but to your business as well. 

When a private class of trade is solicited 
and women are among your customers, it 
is most important that the shop and office 
should be kept neat, attractive and well 
ventilated. 

If the shop is located on the ground floor 
the barrels can be covered, placed outside 
the building and piped to the sink and sewer 
through the wall. If located on an upper 
floor the sink and barrels should be placed 
near a window and a small quantity of lysol 
or other deodorant put in every week to 
deodorize them. Some small shops have 
eliminated the barrels, the owners figuring 
the small amount reclaimed from this source 
did not offset the inconvenience it caused. 








A question for some of our English 
sharks : 

How would you punctuate this: “She is 
a hard working girl.”—Ames Green Gander. 


* * * 


Merchant—“Before I can engage you, you 
will have to pass an intelligence test.” 

Girl Candidate—‘“Intelligence test? Why, 
the advertisement said you wanted a steno- 
grapher.” 
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Cadmium as a Rust Preventive 





It is said on good authority that the de- 
velopment of cadmium as a rust preventive 
dates back to the year 1849. At that time a 
patent was granted to two men, named Rus- 
sell and Woolrich, respectively. The pat- 
ented process was invented primarily to pre- 
vent rust. Cadmium deposits were dull and 
soft and would show marks readily. Cad- 
mium is harder than zinc or tin and quite 
ductile; it will not tarnish readily when ex- 
posed to the air or water. Cadmium solu- 
tions are made by dissolving either cadmium 
cyanide or cadmium oxide in sodium cyanide 
and then adding an excess of free cryanide. 
Cadmium is used in solders for aluminum 
and is also used as a substitute for tin. An 
alloy patented by Hans Kreusler, of Wil- 
mersdorf, Germany, consists of: 


Per 

Cent. 
cine dacke ute, 45.00 
Baik Xcadiavineies 45.00 
Pe ae 10.00 


Cadmium when deposited shows up, it is 
claimed, whiter than nickel, but not so white 
as silver. The deposit is much harder than 
tin and will take a high polish. It is used 
extensively in the manufacture of sterling 
silver. The claim is made that with the 
addition of 0.50 per cent. of cadmium to ster- 
ling silver the alloy’s malleability increases. 
It is used extensively for rolling or for sand 
or plaster casting by silver manufacturers. 
* Ok Ok 

A subscriber recently asked, “What is 
pewter?” This is an alloy of tin and lead 
or of tin with antimony and copper. The 
first combination is properly called pewter. 
There are many varieties of pewter. The 
following are given in Henley’s “Twentieth 
Century Formulas, Recipes and Processes” : 

“I. (Plate Pewter.)—From tin, 79 per 
cent.; antimony, 7 per cent.; bismuth and 
copper, of each 2 per cent.; lead, 10 per 
cent.; fused together. Used to make plates, 
teapots, etc. Takes a fine polish. 

“II. (Triple Pewter.)—From tin, 79 per 
cent.; antimony, 15 per cent.; lead, 6 per 
cent. Used for minor articles, syringes, 
toys, etc. 

“III. (Ley Pewter.)—From tin, 80 per 
cent.; lead, 20 per cent. Used for measures, 
inkstands, etc.” 

According to the report of a French com- 
mission, pewter containing more than 18% 
parts of lead to 82 parts of tin is unsafe for 
measures of wine and similar liquors, and, 
indeed, for any other utensils exposed to con- 
tact with food or beverages. The legal spe- 
cific gravity of pewter in France is 7.764; 
if it be greater, it contains an excess of lead 
and is liable to prove poisonous. The pro- 
portions of these metals may be approxi- 
mately determined from the specific gravity, 
but correctly only by an assay for the pur- 
pose. 








Ben: You know, I think there’s some- 
thing straight about that girl. 
Bolt: Wrong, Ben, she doesnt wear one. 
—Ames Green Gander. 
* * * 


Scoutmaster: Do you know our Scout 
oath ? 
Tenderfoot: Sure. <A lot of them. 


—Cornell Widow. 
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THOMAS J. D | > ) > & CO. 
REFINERS 


ASK ANY OLD TIME JEWELER 
CHICAGO 


Sc ebebbetcae aa t-tete 
317-319 East Ontario St. 


Sales Office 
5 South Wabash Ave. 





You Can Make From 50 to 100% Increase in Your Earning Capacity 


by taking a course in Watchwork and Engraving these coming summer months at 
Bradley Polytechnic Institute, Peoria, Illinois. 


; In the Bradley shops everything is the very latest, right up to the minute in methods and 
instructions. 

The instruction is individual; each proposition is a rung in the ladder which ultimately brings you 
to the very pinnacle of perfection. All the knotty propositions are cleared up by the corps of expert 
instructors, so that you are clear on all points pertaining to the work, and you advance just as rapidly 
as you can do the work. 

The demand for Bradley trained workmen has always been much larger than the supply. There 
have never been enough good workmen to go around. 

When your course at Bradley is completed you are sure of a good paying position, and should you 
desire a change, your Bradley training will always be of the greatest assistance. 

Don’t hesitate! Think this over! Get posted and start in today. Don’t drag along in the old rut, 
make yourself more valuable to your employer and he will willingly reward you; if not there are scores 
of first class business firms looking for Bradley men that are anxious to employ you. Get busy right 


This entire building used exclusively for ow! Bradley Horological is in session all the year around. 
Horological work and its kindred trades, Send for our latest catalogue. Address Bradley Horological, Department 
Jewelry and Engraving. a Peoria, Illinois. 


UO Cis ppaiing) 














THE HOUSE THAT DELIVERS THE GOODS 


enced men, capable of the best workman- 
ship and thoroughly reliable service. 
Patronage of the trade is cordially solicited 
with the assurance that “The Goods will be Delivered.” 


BECKER-HECKMAN COMPANY 
29 East Madison St., 803 Heyworth Bldg., Chicago 


ANNOUNCEMENT is made of the merger of — 


Art Watch Case Co. 
| Becker-Heckman Co. 


established watch case repair houses, both located in the 
Heyworth Building at 29 East Madison Street, Chicago. 
The new company, which is capitalized for $10,000, 
occupies greatly enlarged quarters on the 8th floor of 
the Heyworth Building. Its mechanics are all experi- 




















Established 1845 


10K Solder for 14K Geld 6K Solder for 10K Gold 


JAMES H. DEDERICK’S SONS, Inc. 


Gold and Silver Sheet and Wire 
Also Silver Solder 
44 GOLD STREET 


Foot Blowers 


Supplying air for blow- 
pipe work. 

Genuine Buffalo Dental 
Foot Blowers, Fletcher 
pattern, are widely im- 
itated at lower prices. 
No imitators use the 
same quality of boards, se- 
lected sheepskin bellows, 





NEW YORK 

















or Up-River Para Rub- 
ber disks. 


Quality goods last longer. 
Send for Catalog B-J 


Buffalo Dental Manufacturing Co. 
Box 979. BUFFALO, N. Y. 














wews PITKIN 


INC. 

ANALYSES OF 
PLATINUM METALS, WHITE GOLD 
GREEN GOLD, SOLDERS, WASTES 
47 Fulton St. New York 
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[Patents Granted by the United States and 
the Registered Trade-Marks] 
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UNITED STATES PATENTS 


Issue of April 26, 1927 


1,626,023. VANITY CASE. Cuarzres N. Coryett, 
Mamaroneck, N. Y. Filed June 24, 1925. 
Serial 39,234. 12 Claims. 

In a vanity box, a case having upwardly ex- 
tending sides, inwardly projecting edges on said 
sides, a cover for said case having edges projecting 
therefrom fitting closely within said inwardly pro- 








jecting edge of said case, and a compact carrying 
backing in said case having its upper edges formed 
to insure contact with said projecting edge of said 
cover, whereby when said cover is closed said back- 
ings of varying sizes are held firmly in the vanity 
box. 


1,626,137. COLLAR BUTTON GUARD. Cuar.Les 
HEIMGARTNER and Otto STIERLI, Jersey City, 
N. J. Filed Oct. 23, 1926. Serial 143,562. 

2 Claims. 
A collar button guard comprising a back plate 
and a front plate cemented together, a slit formed 
between said plates intermediate their length, a slot 





extending downwardly in the iront plate in the 
region of said slit, an annvlar deformed portion 
on said front plate extending outwardly forming 
an annular pocl:et between the front and back plates, 
said back plate being cepressed into said annular 
portion to form a curved ridge for releasably en- 
gaging the base of the collar button. 


1,626,138. FASTENING DEVICE. Cuester B. 
Koun, South Orange, N. J. Filed Jan. 26, 
1927. Serial 163,613. 7 Claims. 

A necklace comprising a shell portion to which 
one end of a cord may be attached, and a cord- 
retaining portion removably connected to said shell 


portion and having a shank housed within said 
shell portion and spaced therefrom and adapted to 
receive and releasably hold a considerable portion 
of the end of the cord, whereby adjustments in 
the length of the necklace may be easily made. 


1,626,139. BRACELET. Irvinc Kraysiter, New 
York, assignor to Farber-Kraysler & Bro. 
Filed April 3, 1926. Serial 99,438. 2 Claims. 


A bracelet comprising a plurality of disengage- 


able links each including a body having side 
members provided with opposed pivot receiving 
holes extending through one end, a _ housing 


Positioned between the other ends of said members, 
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a yielding pivot projecting through an end of said 
housing, a spring in the housing normally pressing 
said pivot outwardly, the housing of one of said 
links being operatively positioned between the pivot 
receiving holes in the side members of an adjacent 














; * 
link, and said yielding pivot extending into one of 
said holes and exposing an end portion therein 
whereby pressure may be applied to said end portion 
of said pivot through said hole to depress the pivot 
into disengaged position. 


1,626,162. REMOVABLE WRIST-WATCH 
BRACELET. AsraHam SCHWALBERG, Brook- 
lyn, N. Y. Filed Feb. 10, 1926. Serial 87,327. 
7 Claims. 

In a wrist watch bracelet, a body member having 
an inner and an outer face and including a short 
folded section bent back on and attached to the inner 
face of said body member, a buckle permanently 





secured in place at the bend between said body 
member and said folded section, a tongue on the 
inner face of said buckle and a loop secured to 
the inner face of the body member at about the 
middle thereof and adapted to pass about a single 
thickness of material only in the operative position 
of the body member. 


1,626,301. JEWELRY-BOX HINGE. Russet I. 
Ruopes, North Attleboro, Mass. Filed Nov. 
25, 1924. Serial 752,174. 2 Claims. 


A hinge for jewelry boxes and the like comprising 
a pair of pivoted hinge members, each member 
having a metal base plate of a length to cover a 
substantial part of the bottom portion or cover 
portion of the box respectively and designed to be 
secured thereto by mens penetrating said portions 





respectively, and a leaf integral with the base plate 
and extending at substantially right angles there- 
from, the edges of said leaves each having at least 
one outstanding portion bent to form a_ hinge 
knuckle and another outstanding ductile portion 
arranged to be bent over the edge of the box portion 
to which it is affixed to provide a fastening means 
at that point which does not penetrate the material 
of said portion. 


1,626,413. VANITY-CASE-COMPACT HOLDER 
AND CATCH. Witittam)3 3 G. KENDALL, 
Newark, N. J. Filed June 22, 1926. Serial 
117,809. 3 Claims. 

In a vanity case having a body formed with a 
substantially annular wall having an aperture therein 
and a lid having a projection, a catch and a sub- 
stantially circular compact holder for said case 


%j 


4 
3 

at 
#0 
“ 7 


stamped from a single piece of metal and formed 
with corrugations on diametrically opposite sides, 
a pressed out portion at one point adapted to project 
through said aperture so as to act as a press button, 
and an apertured extension arranged adjacent the 
pressed out portion for receiving said projection. 
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1,626,416. CHAIN. Wituetm KveEtnNer, Provi- 
dence, R. I. Filed June 18, 1926. Serial 
116,869. 5 Claims. 


In combination with a continuous flexible support, 
a series of boxes threaded over the support, said 








boxes having compressed parts which latter friction- 
ally engage the support so as to hold the boxes 
against movement in both directions lengthwise of 
the support. 


DESIGNS 
72,515. COMBINED SALT AND PEPPER 
SHAKER. AtFrep J. FLauper, Bridgeport, 





Conn., assignor to The Weidlich Bros. Mfg. 
Co., Bridgeport, Conn. Filed March 5, 1927. 
Serial 20,980. Term of patent 7 years. 


72,516. COMBINED SALT AND PEPPER 
SHAKER. AtrFrep J. Fiauper, Bridgeport, 





Conn., assignor to The Weidlich Bros. Mfg. 
Co., Bridgeport, Conn. Filed March 8, 1927. 
Serial 21,066. Term of patent 7 years. 


72,525. POCKET FLASK. Harry Necsaur, New 
York, assignor to E. & J. Bass, Inc. Filed 


psusieny 
‘ . 


im 



























































April 11, 1922. Serial 1,691. 


3% years. 


Term of patent 





UNITED STATES TRADE MARKS 





Issue of April 26, 1927 
The following trade-marks are published in com- 
pliance with Section 6 of the Act of Feb. 20, 1905, 
as amended March 2, 1907. Notice of opposition 
must be filed within 30 days of this publication. 
Marks applied for “‘under the ten-year proviso” 
are registrable under the provision in Clause (b) 
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of Section 5 of said Act as amended Feb. 18, 1911. 
As provided by Section 14 of said Act, a fee of 
$10 must accompany each notice of opposition. 


Ser. 211,368. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) MESSINGWERK SCHWARZ- 
WALD AKTIEN-GESELLSCHAFT, Villingen, Ger- 
many. Filed March 20, 1925. 

The words “Schwarzwald Tula” are disclaimed 
apart from the mark shown in the drawing. 





of goods.—Watches and 


description 
Parts Thereof. 
Claims use since 1920. 


Particular 


Ser. 241,270. (CLASS 27. HORCLOGICAL IN- 
STRUMENTS.) Etna Watcu Co., New 
York. Filed Dec. 10, 1926. 


E.W.CO. 


Particular description of goods.—Clocks and 
Watches. 


Claims use since Nov. 1, 1925. 


Ser. 242,933. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) S. Werssman Co., INc., 
New York. Filed Jan. 15, 1927. 


WEISBRO 


Particular description of goods—Watches, Watch 
Movements, and Parts of the Same. 
Claims use since on or about Nov. 15, 1926. 


Ser. 243,152, (CLASS 27. HOROLOGICAL IN- 


STRUMENTS.) Hrpp. Dipisuermm Co., Inc., 
New York. Filed Jan. 21, 1927. 


BOB-O-LINK 


Particular description of goods.—Watches, Watch- 
cases, Watch Movements, and Parts Thereof. 
Claims use since about Nov. 1, 1926. 








Pacific Coast Notes 


Ed. E. Wood, Modesto, has left for a 
trip to Florida. 

M. H. Lichtenstein, Oroville, is holding 
a jewelry sale at his jewelry store. 

M. Braverman has taken charge of the 
— store of the Gensler-Lee Jewelry 

0. 

Fred Valenzuela has sold out his business 
at 235 S. Spring St., Los Angeles, to Michael 
M. Weise. 

James Hall is about to engage in business 
in Watsonville, Cal. He will carry regular 
jewelry lines and will also have a watch- 
repairing department. 

Henry Ball, Sonora, Cal., has left on a 
three weeks’ trip to Portland, Ore., on a 
visit to his son, Howard Ball, who repre- 
sents A. I. Hall & Son in Portland. 

L. B. Hall, International Silver Co., New 
York city, and Mrs. Hall, spent the month 
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of April in Pasadena, Cal. Mr. Hall is 
manager of the International Silver Co.’s 
New York office. 

Norris M. Bailey, respected jeweler of 
Rio Vista, Cal., has died, as the result of 
being slugged by thugs. Mr. Bailey was 
putting merchandise in the window of his 
store, where he was alone. Thugs, of whom 
a description does not seem to have been 
obtained, entered the store, beat the pro- 
prietor into unconsciousness and practically 
cleaned out the place. Mr. Bailey, who was 


not found for some hours, lingered for a 
few days. 
carried. 


It is believed no insurance was 











L. J. Welsch, one of the traveling sales- 
men of the Non-Retailing Co., has returned 
from an extended western trip. 

Frank B. Fon Dersmith, head of the 
watch department of the Weber store, and 
wife are visiting Atlantic City. 

S. Kurtz Zook and Frank K. Sener, a 
Hamilton Watch Co. director, were in the 
drive to secure Lancaster’s Red Cross quota 
for the southern flood sufferers’ fund. 

The J. F. Apple Co. has orders for medals 
and banners for the West Chester, Pa., Nor- 
mal School athletic meet on May 21; medals 
and cups for the Franklin and Marshall 
Academy meet, also on May 21, and ribbons 
for the Ephrata, Pa., High School athletic 
contests in May. 

The removal of the huge metal apple and 
standard from the curb in front of the jewel- 
ry store on N. Queen St., in line with the 
city’s policy of getting rid of all curb signs, 
has left a decided gap in familiar street 
markings. It was a good sign, but the firm 
has lined up with “making a city beautiful.” 

Walter Leonard, a former resident of 
Lancaster, is in the danger zone of the Mis- 
sissippi flood, though it has not yet reached 
Shreveport, La., where for years he has been 
engaged in the jewelry business. Lancaster 
relatives have heard nothing from him since 
before Easter, which may be due to inter- 
rupted mail service. 

These trade visitors were here recently: 
Joseph T. Guilford and R. W. Hennon, Nor- 
ris Jewelry Co., Fredericksburg, Va.; Rob- 
ert W. Fosdick, Baltimore, Md.; Robert D. 
McClellan, with George H. Fuller & Son 
Co., Pawtucket, R. I.; Paul Stern, of Louis 
Stern Co., Providence, R. I.; A. F. Meade, 
Apex Novelty Co., Philadelphia, Pa. 

Harry E. Wolfert, head salesman of the 
Zook jewelry store, was installed on the eve- 
ning of April 29 as Generalissimo of Lan- 
caster Commandery, No. 13, Knights Tem- 
plar. Alvin H. Herr, of the same store, was 
a visitor to Philadelphia last week. Richard 
H. Smith, also of this store, was in charge 
of one of the divisions in the big parade of 
boys on Saturday, April 30. 

W. W. Appel, of W. W. Appel & Son, 
was surprised last week to receive a letter 
from Forks, Pa., informing him that the 
writer had a bunch of keys which the 
tag shows Mr. Appel owns. The let- 
ter was addressed to Hamburg, Pa., which 
the jeweler left 36 years ago, and was for- 
warded to him here. The keys must have 
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been lost while he was still residing in Ham- 
burg. 

The evening of May 6 the members of 
Alpha Chapter, Beta Sigma Fraternity, com- 
posed of students of the Bowman Technical 
School, will give a dance for their friends 
in Troup Hall. Thirty couples will be pres- 
ent. Brown Kneeburg, Spencer, N. C., is 
chairman of the committee of arrangements, 
Carl Bowler, Bradford, Pa., has enrolled as 
a student at the technical school. Alfred F. 
Boldt, Castle Point Hospital, a former stu- 
dent, was a recent visitor to the school. 








Interesting Information for 
the Retailer 





(Continued from page 129) 








merchant derives from co-operative retail 
advertising depends upon the merit of the 
campaign itself rather than the method 
used. Any success, therefore, which mer- 
chants may receive from advertising co- 
operatively will be due chiefly to the amount 
of co-operation given. 

The Commerce Department finds in its 
study of department leasing in retail stores 
that frequently the leased department could 
have been operated by the store management 
with greater. satisfaction to the customer 
and more profit to the retailer. The testi- 
mony of the majority will tend to disprove 
the theory that leasing can be counted upon 
as being the easiest way to take care of an 
unsatisfactory department. 

The Commerce Department states, as a 
result of its study of traffic congestion, that 
making known the merchant’s point of view 
on traffic by co-operation with traffic au- 
thorities is believed to offer retail business 
its greatest opportunity to contribute to the 
solution of the traffic problem. In many 
instances of city planning the merchant’s 
viewpoint has not been considered and there 
has been no realization of the “traffic con- 
gestion tax” exacted from  business.—H. 
Foos. 








Geneva Observatory 





(Continued from page 141) 








It will, of course, be necessary in coming 
vears to consider the possibility of the re- 
currence of such a situation, and also vari- 
able sums to be assigned as prizes to con- 
testants who would go higher than an 
average of say 720 or 730 points, for 
instance. 

Mr. Gautier at the end thanks the 
Society of United Hairsprings Manufac- 
turers and the “generous anonymous giver,” 
and offer congratulations to all the winners 
of the contests and of the Guillaume Prize. 

This was followed by a very interesting 
conference by Mr. A. Jaquerod, professor 
at the Neuchatel University, on the subject 
of “Singularities of Metals.” 








“The most realistic drawing I ever saw 
was a sketch of a decayed apple, drawn by 
a 10-year-old boy.” 

“It must have been rotten.” 

—Grinnell Malteaser. 








